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6th Year—No. 3803 
Output Climbing — 
From Year’s Low, 


its Million Mark 


Only 70,000 Cars 
» Built Last Week; 
' Mediums Off Most 


By Martin L. Whitmyer 

: Staff Writer 

ETURN of Buick, Oldsmobile, 
fe Pontiac and six Chrysler Corp. 

nts to the production scene is 
tpected to push car output to 
pearly 90,000 units this week, but 
ytput adjustments by other mak; 


ae 
c 


continue to plague assembly 


erations. 
Last week, with these makes 
closed the entire week along with 
Dhevrolet and standard Ford in 
0 cities each, car production 
psedived to its lowest level of 
he year — an estimated 70,904 
units. Car production for the 1961 
endar year will stagger past 
the one million mark today 
(March 20). 
‘In addition to the full week 
utdowns, short workweeks were 
oked at Chevrolet’s Oakland 
Palif.) plant; standard Ford units 
at Dallas, Norfolk, Va., and Dear- 
jorn; Studebaker at South Bend, 
nd Lincoln and Thunderbird at 
om, Mich. The shutdown of 
sembly operations at Wixom re- 
ited from. parts shortages, which 
vill keep lines at that plant silent 
mtil March 27. : 
F * 


* * 


x: EDULED to be down all of 
/ this week are 11 Ford Motor 
. Plants and two Chevrolet car 


ies. 
-. Ford shutdowns are scheduled 
for standard Ford at Dallas, 
Dearborn, Norfolk, Va., St. Louis, 
tianta, Louisville: and Mahwah, 
. J.; Mereury at Wayne, Mich., 
and Mahwah; Lincoln and Thun- 
derbird at Wixom, Mich.; Falcon 
Atlanta, Kansas City and Lo- 
Tain, O., and Comet at Kansas 
lity and Lorain. Chevrolet car 
es will be down all week at 
faltimore and Norwood, O. 
‘Last week’s 70,904 assemblies 
Dresented a 22.4 percent decline 
fom the previous week’s 91,327 
rs, and were 51.5 percent below 
e week ended March 19 a year 
go, when. the. industry turned out 
46,054 cars. 
iE * * 
IHOWING the biggest percentage 
decline from the previous week 
as the medium-price group, which 
law its output fall 65.9 percent from 
1131 assemblies a week earlier to 
15 units last week. 
The decline was due to the 
losing of all B-O-P plants for 
ine entire week, plus the 2144-day 
shutdown by Thunderbird. 
‘Compact-car output was off only 
percent from 29,910 assg@mblies 
' week earlier to an estimated 
! (Continued on Page 73, Col. §) 


Inside 
Auto News 


® NADA task force to see dealer 
movie, Page 3. 

'@ Service highlights: Automative 
News monthly index, Page 3; 
Dealers air shop rates, Page 48. 

@FTC curbs tire company-gas 

| Station ties. Page 6. 

@ Chrysler proxy war warms up. 

| Page 2. 

'@Dealer ‘curbs profit-gobblers. 

Page 41. 


The Newspaper of the Industry 


Copyright, 1961. All Rights Reserved. 
Published Weekly at 965 E, Jefferson. 


Top Cars 


New-car registrations, 34 states 
for January: 


Model 


Chevrolet 
Ford 


1959 

Pos. 
48,893— 1 
48,530— 2 
Pontiac 11,199— 5 
Rambler 12,191— 4 
Oldsmobile 10,844— 6 
Plymouth 12,658— 3 
Buick 8,680-— 8 
Dodge 
Comet 
Cadillac 
Mercury 
Studebaker 
Chrysler 
Lincoln 


1960 
Pos. 

1— 47,006 
2— 41,740 
3— 11,970 
4— 11,268 
5— 10,349 
6— 10,066 
I— 9,075 
8— 17,023 
9— 4,981 
10— 4,856 
4,139 
2,921 
2,888 
1,068 


12— 
13— 
14— 
15— 


3,703—11 
2,492—12 
1,016—13 
456 Imperial 654—14 
12,000 Misc. 20,538 
Total All Makes 
181,806 201,329 


Further details on Page 62. 
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Sudden Buyer Rush Ends Slump... 


SERVICE SECTION 
Starts on Page 38 


$9 Per Year, 35c Per Copy 


U.C. Market Takes Off 


imprqvement is in the cards as 
spring weather improves. 
A the * oe * 
used-car outlook is cheering |‘ E used-car outlook is better 
dealers in nearly every part of the than it has been for six 
country, their reports to Automotive | Mofths,” said a Houston dealer. 
News indicate. On the wholesale end, “the 
The rosy feeling is particularly arket has really opened up,” 
pronounced when compared with m auction operator said last 
these same dealers’ somber views week, 
of the new-car market. Both retail and wholesale buyers 
Dealers report 4@ ively retail| Pte Teported fussy, with rough stuff 
market, with sharply increased 
wholesale activity. The consensus is 
that used cars are selling at a bettey 
rate than they have at any tim 
Since last fall and that continuef 


By Robert M. Lienert 
Associate Editor 


HEADY optimism over 


Price Gets the Top Billing 


In Dealer Advertising 


By John K. Teahen Jr. 
Associate Editor 

ALES consultants and factory 

men may insist that the price 

pitch isn’t the ideal way to move 
new cars, but dealers seem quite 
satisfied with, the numbers game, 
according to. a\cross-country check 
of dealer advertising. 

The feeling appears to be that 
performance, comfort and styling 
help arouse a prospect’s inter- 
est, but it’s the figures after the 
dollar sign that get his name on 
the contract. ’ 

Falcons, Corvairs, Valiants and 
Ramblers are advertised below 
$1,800 in many areas, and dealers 
are willing to part with \standard- 
sized Fords, Chevrolets and Plym- 
ouths for less than. $2,000, \accord- 
ing to the ads. 

* * * 
rebates are helping 
some dealers advertise lower 
prices. Late in February, Lewis 
Boggus Ford, Corpus Christi, Tex, 
and Summers-Hermann Ford, 
Louisville, announced that they had 
met their quotas for the month and 
were passing their bonuses along to 
buyers. 

Summers-Hermann listed Falcons 
at $1,679 and Fairlanes at $1,928. 

The Ford compact was $1,763 at 
Bolton Ford and $1,770 at Metaire 
Ford, both in New Orleans, and 
three dealers in Jacksonville; Fla., 





ACTORY 


Spring Bulletin: 


Birkett Williams 
Sees Sales Pickup 


CLEVELAND. — Birkett Wil- 
liams (Ford), immediate past 
president of NADA who was one 
of the first to warn dealers last 
year of the danger of high inven- 
tories, declared last week: 

‘For the first time in eight 
months, I’m optimistic about the 
immediate future of the automo- 
bile business. Cars started mov- 
ing the last 10 days of February 
and March has seen a. continued 
improvement. Steady, too. 

“It begins to look as though the 





automobile business’ might once 
more be leading us out of the de- 
pressed business cycle. 

“Used cars are in good demand 
and prices have firmed. Not only 
has new car volume improved, 
but gross per car is decidedly 
better. Hurrah!” 


(5 AN SR 


DETR 
advertised Falcons at $1,792 to 
$1,796. 

In Cleveland, Meisel Mote 
testing a single-price setup 

Mercurys and Comets, 

Dealer Stanley Meisel sai@ each 
ear carries a figure which iacludes 
cost, freight and $100 grosg profit.| ~~ whe , Orn 
Accessories are listed at. the manu- 
tebtueets wageaeint retail prices. .| Start of Economy Run— 

He contends the progrd¢m will] starter J. C. Agajanian flags off the 
— haggling between the) first car in the 1961 Mobilgas Economy 
rapper a eae season Run from Los Angeles to Chicago. Sixty- 
but he admitted that h¢ would Pein competed and two were left be- 
lose money if every buyer wanted a : 
stripped car. : 

ok 


s is 
on 


* * 


N SYRACUSE, K Ford 

staged an “Early-Bird Sale,” 
with the dealership opening at 6 
a.m. The firm promised spe¢ial bar- 
gains for buyers who dropped in 
before 9 a.m. 

Corvair coupes were $1,794 and 
Biscaynes. were $1,995 at Carpen- 
ter’s, Durham, N. C., while |George 
B. Doyle (Chrysler-Plymouth), Ro- 
chester, N. Y., priced Valiants at 
Peace and Savoys at °$1,980, Law- 
ha 


Falcon. Near 


By William Carroll 
West Coast Editor 

HICAGO.—A near record 32.6800 
miles per gallon was achieved 

by a stick-shift Ford Falcon in roll- 
ing to victory last week in Class A 
of the 1961 Mobilgags Economy Run 

from Los Angeles to Chicago. 

The average mileage for all 
ears in the 2,530-mile grind was 





rence Motor Co., Richmond, Va., 
Lancers at $1,865 and Dodge 
Darts at $1,999. 
Some dealers continued to men- 
(Gontinued on Page 72, Col. 3) 


Arkansas Creates ‘Vehicle Commission— 


Arkansas Gov. Orval £, Faubus signs. into law a bill creating. for a third time 
a Motor Vehicle Commission. The law provides for the appointment of seven com- 
missioners, including used-car dealers and a factory representative. From left are 
Rep. Hamilton Etheridge |(Pontiac), Crossett; George H. Benjamin, executive vice- 
president, Arkansas Automobile Dealers Assn., Little Rock; Senator Merle Peterson 
(Ford), Dumas; Gov. Faubys; Rep. A. C. Mowery (Ford), Huntsville, author of the. bill, 
dtid “Senator Roy Milum (Pontiac), Harrison. The bill becomes effective June 10. 


Winner-Gets 32 MPG... 


more than ever before having no 
value. 

Sales and grosses are good, re- 
tailers say, but profits are still 
somewhat on the scanty side. Short- 
ages of desirable units exist in 
many areas, although the overall 
average inventory still is good for 
more than 35 days of selling, ac- 
cording to Automotive News’ esti- 
mates. 

* * * 
CROSS-SECTION of dealer 
opinion could well be summed 

up in the view of a th Bend 
dealer, who said, “There been 
great improvement in the last two 
weeks. Many wholesalers are 
around, bidding them up, and auc- 
tions are going well. # 
“Clean cars are at a premium 
and new-car dealers have a low 
inventory level in this area. Many 

are buying used cars because they ° 
aren’t being traded in fast enough 
On new Cars,” 

A volume operator in Chicago re- 
ported, “The used-car business is 
OK. Demand is satisfactory. There 
is some shortage of good used cars 
because new-car retail is not boom- 
ing. We are making satisfactory 
profit on used cars.” 

“Used cars are very, very good,” 
said a dealer in the Pacific North- 
west, “but they are hard to buy.” 

* * * 

NUMBER of dealers in scat- 
tered areas mentioned the short- 
age of salable used cars and linked 
it to the stagnant new-car market. 
A dealer in Portland, Ore., noted 
(Continued on Page 4, Col. 3) 


Run Record 


23.2475 MPG, Alltime record of 
33.21 MPG was set by Willys in 
1936. 

The winning Falcon was entered 
by the Chicago Metropolitan Ford 
Dealers Assn. and was driven by 
Dan Jones. 

Last year’s top mileage car was 
a Rambler American Custom with 
automatic transmission. Its average 
was 28.3533 for the 2,061.4 miles be- 
tween Los Angeles and Minnea- 
polis. 

There were no Ramblers in this 
year’s race, American Motors hav- 
ing withdrawn its cars after a dis- 
pute with USAC officials over rules 
interpretation, (See story on Page 
74). 

” *x 1” 
eas A this year was made up 
of compacts with manual trans- 
mission, the first time in seven 
years that the run has been open 
to stick-shift vehicles. 

Winning cars in therother six 
classifications were: 

Class B (four and six-cylinder 
compacts with automatic trans- 
mission): Corvair Monza, 29.3539. 

Class C (compact eights with au- 
tomatic transmission): Buick Spe- 
cial, 25.0929. 

Class D (standard six): Plymouth 
Savoy, 23.1540. 

Class E (low-price eights): Ford 
Fairlane, 21.3314. 

Class F (medium price): Chrysler 
Newport, 19.9954. 

Class G (high price): Cadillac, 
18.9253. 

First Day 


FORD Falcon was the leader 


in Class A at the end of the 
(Continued on Page 73, Col, 1) 
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AUTOMOTIVE NEWS, MARCH 20, 1961 


ealers Express Their Views .. . 





What Does Car Market Need ? 


DETROIT.—How would you re- 
vive the car market? 

AvuTomotTive News asked this ques- 
tion of a cross-section of franchised 
dealers last week and got these 
answers: 

Ford dealer in Kansas: I think 
it needs recognizing—not reviving. 
The market igs good; only the 


Prices of Truck, 
Car Tires Upped 
By U.S. Rubber 


NEW YORK.—Price increases of 
5 percent on first-line passenger- 
car tires and 2%. percent on truck 
tires have been announced by U. S. 
Rubber Co. The boosts are effective 
April 1. 

Other makers still were sitting 
tight as Automotive News went to 
press. 

Increases were “long overdue” 
said spokesmen for General Tire & 
Rubber Co. and Seiberling Rubber 
Co. However, neither would say 
whether their firms planned to raise 
prices. 

At Goodyear Tire & Rubber Co., 
the U. S. Rubber increase “came as. 
a surprise,” said representatives of 
the industry’s largest producer. 

However,. Goodyear along with 
Firestone Tire & Rubber Co.. and 
B. F. Goodrich Co. declined com- 
ments on any planned increase in 
their tire prices. 

The U. S. Rubber increases apply 
to Royal rayon and nylon tube and 
tubeless tires, mud and snow tires 
and its all-butyl unit, the Butylride. 

Higher material and labor costs 
were factors in the decision to raise 
prices, according to G. Raymond 
Cuthbertson, general manager of 
the firm’s Tire Division. 












should exist today? 
Dodge-Plymouth, Utah: Reduce 
number of options and lines. Pub- 
lic confused about which unit to 
purchase. 
Chevrolet, Montana: 
selling cars and not terms. 
Lincoln - Mercury, 


ling, basic shell for three years. 


want to print bad news. 
Chrysler-Plymouth, Massachu- 
setts: Manufacturers should 
strengthen dealers. This is the 
only way left, because the fran- 
chise system is at an alltime low! 


Ford Defends Rail Rates, 
Cites Monopoly Peril 

WASHINGTON. — The “growth 
of motor carriers’ monopoly” in 
the auto-hauling field has made 
an alternative method of ship- 
ment both welcome and neces- 
sary, Ford Motor Co. told the 
Interstate Commerce Commission 
last week. 

Ford defended piggyback rail 
rates in a statement filed in con- 
junction with two cases pending 
before the ICC. 











Modified Bill Is Introduced 
In Minimum-Pay Fight 


ASHINGTON.—Rep. William H. 
Ayres, Ohio Republican, has 
joined Rep. Paul Kitchin, North 
‘Carolina Democrat, in sponsoring 
a minimum wage bill. It was this 
combination last year that defeated 
passage of any minimum wage bill. 
The issue between the Roosevelt 
bill as amended and reported by 
the House Labor Committee and 
the Ayres-Kitchin bill will be joined 
this week on the floor of the House. 
The Senate is expected to wait until 
the House has passed its measure 
before taking any action. 

Rep. James Roosevelt, California 
Democrat, commented last week 
that it would be an “uphill fight” 
to get satisfactory legislation. 

The Ayres-Kitchin bill would 
raise the minimum to $1.15 and 
extend coverage to enterprises 
operating five or more establish- 
ments in two or more states. It 
would provide $1 minimum for 
newly covered workers with no 
provision for overtime pay after 
40 hours. 

The House GOP Policy Committee 
has announced that it will support 
the Ayres-Kitchin substitute. The 
bill is thus assured of backing .by 
a GOP-Southern Democrat coalftion 
and a floor fight is certain to en- 


sue. 
* * * 


HE National Automobile Dealers 

Assn. has urged dealers to fight 
for the Ayres-Kitchin bill to re- 
tain their historic exemption. 

Last year, by an eight-vote mar- 
gin, the House rejected the Roose- 
velt measure and substituted the 
Kitchin-Ayres bill. The Senate 
passed a bill similar to the Roose- 
velt bill, but with car dealers ex- 
empt. 

Minimum wage legislation died 
in the conference between House 

and Senate measures, largely be- 
cause of the efforts of Rep. 
Graham Barden, North Carolina 
Democrat. With Barden’s retire- 
ment, however, it is thought that 
the new chairman, liberal Rep. 
Adam Clayton Powell, New York 
Democrat, will see that a measure 
similar to the Administration bill 
will come out of conference. 
The only problem seen by suppor- 


ters of the Administration will be 
to get the conservative-minded 
House to pass the Administration 
measure and not the Ayres-Kitchin 
substitute. 

Meanwhile; the Senate Labor sub- 
committee turned over to the full 
Labor and Public Welfare Commit- 
tee the writing of the Senate’s ver- 
sion of the Kennedy wage-hour bill. 

Subcommittee Chairman Patrick 
V. McNamara, Michigan Democrat, 
said the bill had been passed along 
without recommendation and with- 
out changes. He added that the ac- 
tion was unanimous and designed 
to move the bill as quickly as pos- 
sible. 

The committee begins considera- 
tion of the bill this week. 





101.1 Percent of 


profits are poor. We could all make 
money on six million units, if we 
didn’t throw money away in an 
effort to sell seven million. Based 
on actual need we sold a lot of cars 
last year (maybe too many) and 
will do the same this year. Why 
should we be misled by a pentup 
demand that no longer exists or 





















Return to 


Washington 
State: Go back to prewar model- 


Chevrolet, Illinois:.We need to re- 
vive the confidence of the buyer. 
He has the money or credit, but is 
not .spending it. There has been 
too much talk of governmental 
leaders about how bad business is. 
The newspapers also contribute 
greatly to slow up dealers. They 


Business Barometer 


Automotive News Economic Index — 


95.2 Percent of Like Week Last Year 


Auto Production ............... 91,327 98.9 62.5 
Truck Production .............. 22,186 113.3 77.1 
Auto Registrations—Year to date. . 181,806 ; 90.3 
Truck Registrations—yYear to date. 19,285 ace 113.4 
Steel Production—tTons ......... 1,573,000 99.6 59.3 
Lumber Production—Board feet... 196,044,000 99.7 82.8 
Paperboard Production—tTons.... 323,093 102.0 101.3 
Soft Coal Output—tons ........ 6,180,000 93.9 79.2 
Oil Refinery Output—Boarrels ..... 52,917,000 97.6 104.9 
Electric Output—Kilowatt hours.... _ 14,353,000,000 100.9 99.8 
Barometer Freight Car Loadings 304,499 108.8 89.6 
Department Store Sales Index . 123 100.8 125.5 
Stock Market Price Index....... 128.1 99.2 115.7 
U.S. Government Spending 

—Fiscal year to date .........00. $67,388,392,000 weds 103.0 
Commercial and Industrial Loans $31,291,000,000 100.1 103.3 
Savings Deposits ............ *.... $34,657,000,000 100.1 115.0 
Used-Car Prices—Average........ $1,037 98.6 96.5 
Business Failures ................ 318 77.9 109.7 
Common Common 
Stocks March 15 March8 1960-61 Range Stocks March 15 March8 1960-6! Range 
AMC....... 18Y% 17% 29-16% Wastes + bes 49% 485% 5212-38% 
Chrysler... 425 43% 71%-37% Mack...... 42%, 40%, 52%-29% 
Ford....... 75 76% 92%-60% his loc BY BY, + 24Ya- 6Y%y 
GM........ 44 44Y, 557%%-40%, White... 52 525% 6734-36 


(March 20, 1961) 


We’re merely a point for used-car 

operations. 

Pontiac, Connecticut: Give dealers 
25 percent on compacts. Leave re- 
tail prices the same. 

Dodge, Texas: More advertising. 

Studebaker, Oregon: With many 
dealers nationally and locally go- 
ing out of business, I would like 


at promoting new-car dealers as 
responsible businessmen and chang- 
ing the public image from that of 
a bandit or marginal racketeer. 

Buick, Virginia: Stop govern- 
ment from talking recession. 

Dodge, Wisconsin: Get prices in 
line with values. 

Rambler, California: Stop down- 
grading our economy. 

Renault-Peugeot, Florida: Tell 
Kennedy to shut up! We need 
optimistic pronouncements, 

Oldsmobile-Cadillac, Iowa: Price 
reductions. 

Buick - Studebaker, Oklahoma: 
Additional incentives to dealers. 


f bape management of Chrysler 

Corp. appealed to its stockhold- 
er electorate last week for a vote 
of confidence. 

In proxy statements mailed to 
Chrysler’s 86,000 shareholders, L. L. 
Colbert, chairman and president, 
declared that a vote for the 18 in- 
cumbent directors and against. six 
proposals from outside reformers 
“will help to forestall the damage 
to the company and your invest- 
ment that can result from the cir- 
culation of unfounded. gossip and 
rumor.” 

Colbert prefaced a special letter 
at the start of the 18-page proxy 
statement with a denunciation 
of the anti-management campaign 
as having “no equal in recent cor- 
porate history.” 

Meanwhile, Sol A. Dann formally 
asked the Federal District Court of 
Eastern Michigan to postpone for 
at least six months Chrysler’s an- 
nual meeting of shareholders, 
scheduled for April 18 at the com- 
pany training center in Center 
Line, Mich., northeast of Detroit. 
Judge John Feikens has set a hear- 
ing for March 27. 

* * * 
J poe: company transferred the lo- 
cation of the meeting from its 
general office building in Highland 
Park, Mich., “to provide more suit- 
able facilities for the shareholders’ 
meeting.” 

With the shareholders in receipt 
of ballots for directors, Dann issued 
a special warning about voting 
procedures. He was particularly 
concerned that shareholders would 
feel that to attend the annual 
meeting, they must sign their bal- 
lots and send them back to Chrys- 










Last Week 





Percent of 
Percent of Like Week 
Last Week Last Year 




















to see national advertising aimed] | 














Fort.Worth Dealers Honor Abbott— 

Principal figures in the New Car Dealer Assn. of Greater Fort Worth's surprise te 
monial dinner honoring Tom F. Abbott jr. on his recent election as first vice-presid 
of the National Automobile Dealers Assn. 














were, standing from left, Abbott with 


NCDAGFW plaque presented him to commemorate the occasion; Jack K. William, 
NCDAGFW president; Walter B. Cooper, president, National Automobile Dealers Assy; 
Herb. Galles, NADA past president; Sam White, South Texas NADA director, and Jim 
Moore, NADA executive vice-president. Seated: Paul O. Ridings, NCDAGFW executiye 
secretary; H. C. Pittman, executive vice-president, Texas Automotive Dealers Assn., aig 


F. D. Mitchell, TADA president. 


Chrysler Asks Holders for Suppor 


ler in the self-addressed, stamped 
envelopes provided by the company. 

Chrysler’s proxy statement, re- 

flecting the past year of contro- 
versy and litigation over con- 
flicts of interest, contained more 
disclosures than.is usually con- 
tained in such a report. Among 
the disclosures were these: 

1. W. C. Newberg, who was oust- 
ed as president last June 30, re- 
ceived $67,217 in salary in 1960. He 
forfeited any right to a bonus for 
the year, but will receive an annual 
pension of $11,609 from the com- 
pany after he reaches 65 in 15 
years. 

2. Chrysler last year made sub- 
stantial purchases from five sup- 


VW Prices Up 
$30-$40; M-B 
Boost Also Due 


DETROIT.—Volkswagen has in- 
creased the prices of three models 
as a result of the re-evaluation of 
the West German currency. 

The models affected and their 
new East Coast port-of-entry 
prices are: Two-door sedan, $1,595 
(up $30); two-door sunroof sedan, 
$1,685 (up $30), and convertible, 
$2,095 (up $40). 

Prices of trucks, station wagons 
and Karmann Ghia models are un- 
changed. 

Mercedes-Benz Sales, Inc., said 
Mercedes prices will be increased, 
but the figures had not been deter- 
mined at AutTomotivE News press 
time. No immediate change is 
scheduled for DKW and Auto Union 
(also distributed by M-B Sales), 
and a Buick spokesman said no de- 
cision had been reached on Opel 
prices. 

The Volkswagen increases are 
about 2 percent, although the hike 
in the valuation of the West Ger- 
man currency is 5 percent. The dif- 
ference reportedly is being absorb- 
ed by the factory, its distributors 
and its dealers. 

The currency re-evaluation makes 
West German exports relatively 
more expensive in the world mar- 
ket and makes goods imported by 
Germans less expensive. To get the 
same amount of German money 
from the sale of a car in the United 
States. a Germany company must 
charge a higher price in terms of 
U. S. dollars. 


Willys Sales Rise, 
But Profits Drop 


TOLEDO.—Willys sales and in- 
come from foreign operations were 
higher in 1960 than in 1959, but 
profits were lower, according to the 
company. 

Earnings before 


late in the year. 


5 Suppliers Listed 
gyre five suppliers sharing : 


lows: 


interest and 
taxes totalled $9,271,000, compared 
with $11,682,000, an official reported. 

He explained that profits were 
lower because higher material and 
labor costs were not offset by price 
increases on finished vehicles until 





& 





pliers whose chairmen or direc 
also are incumbent directors of 
auto company. 


* * ok 
REE. As owner of 5,100 shen i 
of Chrysler stock, Dann hg 
more than twice the holdings | / 
Colbert, who owns 2,544 shares 
Next largest block of stock benefi ‘- 
ally owned by a director is the.2,¢) 
shares of W. Alton Jones. 


4. Chrysler’s legal firm of Kelli, 
Drye, Newhall & Maginnes receiv 4 
$360,000 in fees last year, compared 
to $214,583 in 1959. Director Lows 
B. Warren is a partner in the firm. 

5. Executives who are also di- 
rectors got small salary raisi 
last year and divided $64,200 ii 
bonuses out of a total company 
incentive melon of $512,663. No 
bonuses were paid in 1959. , 

6. Chrysler pays the Hanover 
Bank of New York a $750,000«- 
year commitment fee to keep alive 
a revolving credit agreement of Up 
to $150 million. ‘The company 
never borrowed on this sum, wh 


was negotiated in 1958. 
* Eo * 


‘ 


tors with Chrysler are as 


Purolator Products, 


the stock of Brady Security énd 
Realty Corp., which in turn owns 


‘21,350 shares of Chrysler stoek 


Chrysler bought $2,822,000 worth of 
air cleaners and oil filters from 


Purolator in 1960. 


Midland-Ross Corp., which in 188° 
bought the assets of Surface Cai — 
bustion Corp., from whom Chrys? 
bought $1,280,000 in glass furnagtes 
and related equipment. Jones Wea 
(Continued on Page 70, Col. 1) © 

























f 
Dealers Elect— ; 
Fred Tron (Oldsmobile), right, has 59 
elected president of the Asheville (i 9 
Auto and Truck Dealers Assn. Ernest 00mm 
(Buick-Opel-Lark-Mercedes-Benz), lef ® 
vice-president, and J. L. Cannon (vole 
wagen), center, secretary-treasurer. 






Perkins (Dodge-Chrysler-Valiant) is rell’™ §) 


president. 










whose chile f 
man is James.C. Brady, a Chrysler | 
director who owns 15.46 percent of | 
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wow and then you get to think- 
ing the auto business is some- 
thing you’d recommend only to your 
enemies. Then along comes a fresh 
viewpoint. 

And who can speak of the soft, 
effete younger generation after 
reading the letter below from a 
young dealer’s wife: 

* * : 


The Voice of Youth 


Some time ago, perhaps six 
months ago, in one of the issues of 
AvuToMoTIvE News you had a write- 


* up on the youngest new and used- 


car dealer in the United States. 


I beg to differ with you as my 
husband, age 25, and I, age 20, are 
sole owners and operators of Keith’s 
Auto Sales in Dundee, Mich., a fran- 
chised Rambler dealership. 


Before we bought it, my husband, 
Keith A. Geiman, managed it for 
Frank & Jentoft from May of ’59 
to December of ’59. On Jan. 1, 1960, 
we opened under the name of 
Keith’s Auto Sales. At that time 
he was only 24. 

I think he has done a pretty good 
job his first year in business deliv- 
ering 140 new Ramblers and 175 
used cars. We hope to double that 
amount in 1961. 

Perhaps our dealership is not 
large enough to qualify and there- 
fore people think a 25-year-old man 
can easily run it, but believe me we 
have our hands full, but we wouldn’t 
trade it for the world. As my hus- 
band says, “Cars are in my blood.” 
He was raised on his dad’s car lot 
in Monroe, Mich. 

We employ one mechanic, on duty 
it all times and kept busy; four 
“salesmen and a number of parttime 
men, and myself, bookkeeper, parts 
man, janitor, and general errand 
‘boy’ and, of course, the boss, my 
husband and, I think, our best sales- 
man. We both put in 13 hours a day 
at the business and many a time 
we are out selling after hours. 

We know :it takes hard work 
and teamwork to make a success- 
ful business and we’re more than 
willing to try it. We have a good 
product to sell and the best coun- 
try to sell it in and that’s just 
about all you need. 

This about sums up my letter of 
disagreement as to who is the 
youngest dealer and I feel the 
younger, the better, as long as 
you have what it takes to be a 
businessman—and my husband 
does. Age may be against us in a 
lot of ways but who can beat the 
young in vim and vigor, we have 
a lot of energy to be put to use. 

Actually no one deserves the 
recognition of being the youngest 
dealer as we have the best advan- 


Moreland Chosen 


TACOMA, Wash. — Hugh More- 
land has been elected president of 
the newly formed Puyallup Valley 
(Wash.) Auto Dealers Assn. 
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tage of them all—AGE, and should 
therefore start young. 

In closing may I add a word of 
praise to your staff for the fine 
newspaper they print, a good re- 
liable source of information for all 


dealers, young and old. 

Thank you for taking the time 
to read my letter, it’s something 
I’ve wanted to get off my chest 
for a long time after having read 
your article—Mary Kay GgIMAN, 
Keith’s Auto Sales, 284 Monroe St., 
Dundee, Mich. 


* * * 


You Can Trust ’Em 


ICK LEWIS, a Cadillac-Pontiac 
dealer of Olympia, Wash., re- 
minds us that people are much more 
reasonable than people, who don’t 
know people, think they are. 
When he first posted two years 
ago the sign below, his service 
manager, Bob Wallace, started 
looking for a hole to hide in. 
“We've learned,” said Lewis, “that 
when we lead off 100 percent toward 
the customer, he is a darned nice 


Customer Relations— 


Dealer Dick Lewis (left) and Bob Wal- 
lace, service manager, hold the sign that 
brought warmer relations with their cus- 
tomers. 

* * * 
guy after all, and comes our way 
beyond our expectations. 

“We're all happy now and our 
customer labor shows it.” 

The sign says: 

“Any job you feel is not right, 
is too much money. It should be 

brought to our attention at once 
—and we will adjust. 

“It is our intention to give value 
for value and those who are not 
pleased with the job do us a favor 
by asking for their money back.” 

* * * 


Tea Party? 


A CHEVROLET dealer suggests 
this question: “Is another Bos- 
ton Tea Party brewing?” 

He refers to factory auditing of 
wholesale parts compensation, say- 
ing dealers are rebelling against 
Gestapo-like attitude of the audi- 
tors who throw out work the fac- 


tory insisted that the dealer do. 
* * * 


Defenseless 


A DEALER who heard Secretary 
of Labor Goldberg in pleading 
for the minimum wage bill call 
those who it covered “economically 
defenseless,” want to know what 
defense the auto dealer has these 
days. 
* * * 
FTC Warning 


At THE meeting of NADA’s ad- 
vertising and public relations 
meeting in Washington the other 
day, Federal Trade Commission 
spokesmen told dealers that busi- 
ness doesn’t like bureaucracy but 
sometimes invites it. 

“Many of present practices of 
some dealers are clearly unfair 
trade practices,” the FTC men 
said. 

Some dealers feel the FTC will 
be moving in this area soon. 





Ohioans to Discuss 
Ways to Hike Profits 


COLUMBUS, O.—The program 
for the annual convention of the 
Ohio Automobile Dealers Assn., 
which will be held here April 
23-25, will be devoted entirely to 
boosting the profit of the auto 
dealership. 


Speakers will include Vince 
Baker, a sales consultant and 
Warren A. King of Life magazine 
who will speak on advertising 
problems. Business management 
will also be discussed. 





At Session This Week . . . 


Task Force 





Will See 


Dealer Reform Movie 


By Jack Bernstein 


Staff Correspondent 


T. LOUIS.—Called to Washington 
for a “command performance,” 
Bill James, a leading Chevrolet 
dealer here, will present his sound- 
color film, “Ten Point Program of 
Progress,” before the National 
Automobile Dealers Assn.’s Task 


















Louisiana Dealers Choose Officers— 


New officers of the Louisiana Automobile Dealers Assn. are, from left, Bert Feiber, 
Bogalusa, vice-president; Everett Richaud, Houma, president, and Jerry Ashley, Crowley, 
secretary-treasurer. They were elected at the association's 24th annual convention in 
New Orleans. (Story is on Page 72.) 


But Parts Sales Top ’60 . 





Shop Business Off in Feb. 


By Kenneth C. Kelley Jr. 
Staff Writer 

—— typical auto dealer’s parts 

and service business in February 
slipped below the levels reached in 
January this year and February 
of last year, a survey by AUTOMOTIVE 
News shows. 

Sales of parts for cars being 
repaired in dealers’ shops in Feb- 
ruary fell 3.3 percent below the 
January total. These sales were, 
however, 2.2 percent above the 
figure for February, 1960. This 
was the only item covered in the 
survey which showed an increase 
in February. 

Total parts and accessory sales, 
both retail and wholesale, fell 6.9 
percent from January to February. 
The February total was 6.2 percent 
below the figure for the like month 
of last year. 

* * * 
— typical dealer wrote 8.8 per- 
cent fewer repair orders in 
February than he did in January 
and 5.8 percent fewer than he wrote 
in February, 1960. 

Customer labor sales in Febru- 
ary were 2.6 percent below the 
January total and 1.6 percent 
below the figure for February, 
1960. 

The February declines can be 
traced, in part, to the fact that 
the month had fewer working days 


Krueger Named to Head 


Niagara Falls Assn. 


NIAGARA FALLS, N. Y.—Donald 
Krueger, Krueger Motors, has been 
named president of the newly 
formed Automotive Trades Assn. of 
the Niagara Falls Area Chamber 
of Commerce. Other ‘officers are 
Jack Pieroni, Power City Edsel, 
vice-president, and Charles Metzler 
jr., Metzler Motors, treasurer. 

They were elected by a newly 
named board of directors composed 
of Clarence Duncan, Duncan Mo- 
tors; Gordon Tresch, Don Allen 
Chevrolet; Krueger, Park Lam- 
merts, Lammerts Buick-Cadillac; 
Pieroni and Henry Kane, Kane Moa- 
tors. 


than either January or February 
of 1960 (a leap year). February had 
20 weekdays and four Saturdays. 
Both January of this year and 
February of last had 21 working 


week days and four Saturdays. 
* * * 


How Dealers Feel 
About Lending Cars 


CROSS-SECTION of auto deal- 

ers was also asked about loan- 
ing cars to service customers as a 
part of Automotive News’ monthly 
survey on parts and service busi- 
ness, 

Some dealers lend cars to cus- 
tomers whose cars are being serv- 
iced, Other dealers don’t. Some 
dealers do lend cars but do so only 
on a limited basis and under rather 
strict conditions. 

However, there is one area 
where almost all dealers agree on 
the practice of loaning cars: 
They don’t like it. 

Of the group surveyed, 28 per- 

(Continued on Page 4, Col. 1) 


On the 


House... 


Force Committee tomorrow (March 
21). 

James’s visit to the capital will 
be his second in two weeks. 
Earlier in March he showed the 
movie before the NADA Adver- 
tising and Public Relations Com- 
mittee headed by William H. 
Mitchell jr., Waltham, Mass. 
Although James wouldn’t divulge 

the details of his 10-point program, 
he did mention the philosophies be- 
hind his effort to uplift the entire 
industry. 

= co * 

E SAID: “The program em- 

bodies a change in the dealer 

discount, an entirely new concep- 
tion of warranty which would be 
done by the dealer from a ‘reserve,’ 
and all credit for such work would 
be given to the dealer who sold the 
car. 

“The film stresses the fact that 
the word dealer is ‘passe’ and 
that the word ‘representative’ of 
said factory should be used in 
the future.” 

James, president of the St. Louis 
Chevrolet Dealers Assn., said the 
film also stresses service, the allo- 
cation of autos with factories and 

advertising methods. 

After showing “Ten Point Pro- 
gram of Progress” to the NADA 
Advertising and Public Relations 
Committee, James was asked many 
questions. He said the reaction to 
the movie was “enthusiastic.” 

* * +e 


“— following day, however, the 
NADA Industry Relations Com- 
mittee viewed it, without the nar- 
ration by James, and it reportedly 
was accorded “a cool reception.” 

James feels that his absence had 
something to do with the Industry 
Relations group’s aloofness, 

The acid test as to whether the 
film receives NADA endorsement 
will be the showing before the 
Task Force Committee, 

Even before he brought it to 
Washington, James showed it to 
11 Illinois dealers. He said they 
were so enthusiastic that they be- 
gan to put the recommendations 
into effect at once. 

Basically, James asserts, the 
movie represents two triangles, The 
first is price class, weight class and 
profit, The other triangle consists 
of factory, dealer and the public. 

James wrote and produced the 
film, and he plays a principal role 
in it. 

* ok * 

CCORDING to James, “the 

worth of the film is in its sin- 

cere and enthusiastic approach to 

an industrywide problem, plus the 

fact that at long last someone has 
(Continued on Page 72, Col, 1) 


Minn. Convention Slated 


ST. PAUL.—The Minnesota Auto- 
mobile Dealers Assn., which for- 
merly held its annual convention 
in September, has scheduled this 
year’s meeting for Dec. 4-5, accord- 
ing to Leo B. Faricy, general man- 
ager. The Leamington Hotel, Minne- 
apolis, will be the site of the meet- 
ing. 


Failure of NADA’s directors to set up a salesman 


training program does not mean the plan is dead, 
says a veteran director. The vote merely postponed 
the inevitable, he declares, adding that “someday, 
someone must and will do something to help train 
salesmen and improve their status, and NADA is 


the logical agent 


result we all desire” . 


through which to accomplish the 
. . NADA’s new Task Force, 


set up at recent San Francisco convention, is mov- 
ing slowly under Chairman Herb Galles to avoid 
rash action, it’s reported ... 

To date there are 210 lobbyists registered in 


Wemhoff 
only 148 legislators. But don’t get 


Washington State’s legislature, compared with 


worried, there were 345 lobbyists 


registered in 1959 session. Largest bloc represents labor (33), fol- 


lowed by public and private electric power interests (13) 


..+ Gov. 


Terry Sanford will address North Carolina dealer convention 


Mayi1... 


Buffalo’s Burgard vocation high school will graduate 120 four-year 
mechanics this June; nice supply of apprentices . .. Wyoming associa- 
tion awards $250 scholarship to junior college student... Philadelphia’ 


dealers will hold spring dance April 15... 


will stage annual meeting April 12. 


Rhode Island dealers 


—Pete Wemuorr, Editor, 
Automotive News 
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Dealers Nix Loaners... 





Shop Business Is Off; 
Parts Sales Top ’60 


(Continued from Page 3) 


cent do loan cars, 42 percent do so| of illwill when goodwill is the de- 


on a limited basis and 30 percent | 


don’t loan cars. 


The 28 percent who do loan cars| 
is made up of 4 percent who loan} 


cars and have no particular objec- 
tion to the practice and 24 percent 
who loan cars but don’t think 
much of the idea. 
* * * 
OMMENTS of dealers who loan 
cars to service customers and 
aren’t upset about it included: 
Georgia dealer: “It’s OK, pro- 
vided you know the customer.” 
Wisconsin dealer: “We need 
them to keep our shop service 
work balanced.” 


Dealers who do loan cars but 
don’t like the idea make many of 
the same comments made by deal- 
ers who do not loan cars. Com- 
petition seems to be the main rea- 
son why this group does something 
that it finds objectionable. 

* ok * 


7 MAY be direct competition 
from other sources of repairs. 
New Jersey dealer: “We would like 
very much to break it up but most 
all of the other shops here loan 
ears.” Colorado dealer: 
didn’t have to but all garages in 
town seem to do it and we are 
forced to.” 

It may be that the customer 
has come to expect a _ loaner. 
Wyoming dealer: “We don’t like 
it but this is ranching country 
and it is almost impossible to 
overcome the loaner.” New York 
dealer: “It has come to pass that 
customers expect this additional 
service and you must oblige to 
maintain their goodwill.” 

Or it may be a combination of 
factors which the dealer cannot 
overcoine. Texas dealer: “An un- 
avoidable abuse of the auto service 
industry.” Minnesota dealer: “A 
necessary evil.” 

* co * 
HE dealers who loan cars on a 
limited basis indicate that they 


have found the practice bad but | 


certain circumstances force them 
to loan cars to certain customers. 
Some ‘of explanations were: 

West Virginia dealer: “We loan 
a car if it is for a reliable cus- 
tomer and then only if we have a 
large repair job,” 


Indiana dealer: “We maintain | 


and insure two loaner cars for 
the body shop. We do not make 
a practice of loaning cars to me- 
chanical-service customers. We 
do provide transportation to 
work, if requested.” 

Pennsylvania dealer: “Only to 
doctors and salesmen and only 
when requested.” 

Tennessee dealer: 
there is no way of avoiding loan- 
ing a car in case of an emergency 
only.” 

we * * 
ANSAS dealer: “Only for body 
shop work. Customer must 
have his insurance company cover 
him for liability while driving 
loaned car.” 

Florida dealer: “We hate to do 
it and only do so when it is of 
much importance and we cannot 
gracefully get out of it. Then only 
to old and trusted customers.” 

‘ Virginia dealer: “Cars are 
loanded only if undue pressure 
is exerted by the customer.” 

Massachusetts dealer: “It sets a 
precedent that is hard to break 
and often causes an equal amount 





North Dakota Dealers 


Holding Annual Meeting 


FARGO, N. D.—The Automobile 
Dealers Assn. of North Dakota 
opened its annual convention yes- 


terday and will convene through | 


tomorrow. It originally had been 
scheduled for March 26-28, accord- 
ing to George Dixon, executive 
secretary. 

The meetings are being held in 
the Plainsman Hotel in Williston. 
Headline speakers include Walter 
B. Cooper, National Automobile 
Dealers Assn. president, and W. 
Heartsill Wilson, Plymouth assist- 
ant general sales manager. 


“I wish I) 


“I think that | 








sired objective.” 

Indiana dealer: “I don’t like to 
loan cars because they get them 
dirty and never put any gas in 
them.” 

Oklahoma dealer: “We_ wish 
someone would tell of a plan 
wherein you could always refuse 
to loan a car and always have the 
goodwill of the customer.” 

* * * 


ANY of the dealers who loan 

cars only on a limited basis 
and those who refuse to loan any 
ears offer to rent cars to their 
customers whose cars are being re- 
paired. 

Some of these dealers try to 
get back their expenses on this 
service from the rental charge 
while others go after only a part 
of the expense. A Minnesota 
dealer suggested $5 per day plus 
5 cents a mile with the customer 
paying for gas and liability in- 
surance, 

Typical of the comments of the 
dealers who flatly refuse to loan 
cars included: 

Maryland dealer: “We have tried 
it both ways and would not go back 
to loaning, Customers don’t appre- 
ciate it and it’s too troublesome 
and costly.” 

ok * * 

RIZONA dealer: “The insurance 

risk is too great and too costly. 

We recently discontinued this prac- 
tice after several accidents of a 
serious nature. We recommend a 
very careful check on insurance 
coverage before adopting this plan. 
We have also found the upkeep 
rather expensive.” 

North Carolina dealer: “We 
have tried loaning. It is unsatis- 
factory in a dealership our size 
in that some 20 to 30 cars could 
be on loan at all times should the 
policy be made public.” 

Florida dealer: “A practice that 
is most costly and detrimental to 
any dealer’s business because these 
cars are always from used-car in- 
ventory.” 

cs * * 
EST VIRGINIA dealer: “Should 
be avoided. We have a ‘no-ex- 
ception’ rule on loaning cars. We 
just don’t do it.” 

Nebraska dealer: “We use a 
courtesy car to run people to work 
in the morning. Other than that, 
loaning of cars is taboo, You loan 
to one, you must loan to all.” 

North Carolina dealer: “Post- 
ing of signs has greatly reduced 
requests for loans. All new-car 
dealers in town cooperate in this 
policy.” 

A Missouri dealer pointed out 
that he and, presumably, all other 
dealers in the state have the loaner 


| problem licked. He said: “Our state 
\law forbids us loaning cars.” 


Two-Way Trade Display— 


Alfred J. Coventry, left, chairman, British 
Motor Industry in Canada, and James S. 
Duncan, chairman, Dollar Sterling Trade 
Council, discuss Canadian National Sports- 
men's Show automotive exhibit showing 
how British car imports contribute to Can- 
adian employment on docks and highways 
and in the export industries. Exhibit also 
shows locations of British car dealers and 
| factory parts depots employing 8,000 
people. 














Jaguar's XK-E Shows Race Heritage— 


New Jaguar XK-E coupe was unveiled last week by Jaguar Cars. Inc. It is also 
available as a roadster. Jaguar said the new XK-E is capable of 150 miles per hour. 


New body-chassis construction is 


stressed-shell, all-steel monocoque design. Side- 


opening door in rear, incorporating window, gives access to luggage compartment. 
XK-E has twin bucket seats, leather upholstery, tachometer, adjustable steering wheel 


and console for radio and twin speakers. 








Used-Car Sales Slump Ends 
In Sudden Buyer Rush 


(Continued from Page 1) 


that a swing away from new cars 
is helping used units, Said he: 

“People who used to purchase 
new only are now looking for 
bargains in late-model used cars.” 

Certain dealers, in voicing opti- 
mism over used cars, emphasized 
that success on the lot is geared 
to operating on a “current” basis. 
Briefly, they mean buying at the 
right price, avoiding heavies and 
shooting for a quick turnover. 

A San Diego dealer rated dealing 
“in today’s market” so important 
that he called it “the key to staying 
in business.” And a dealer in the 
Rockies said that good profits are 
almost always turned on recently 
purchased units. 

eo * * 
bese reconditioning can help, 
dealers agree, they appear to 
feel it is wiser to pass up units 
that need anything more than a 
quick touch-up. 

In expressing caution over 
taking on heavy pieces, dealers 
say that compacts have hit par- 
ticularly hard at ’59s outside the 
Ford - Chevrolet - Rambler- 
Plymouth range. 

Best merchandise, according to 
the consensus, are low-priced cars 
in the ’57-’59 model range. 

* * + 


Used-Car Stocks Dip 
To a Seven-Year Low 


TOCKS of unsold used cars held 

by franchised dealers as of 
March 1 stood at a seven-year low 
for that date, according to AvuTo- 
MOTIVE News’ estimates based on 
field reports. 

Inventories were good for 35.4 
days of selling on March 1, com- 
pared with a 37.7-day supply a 
month earlier and 35.5 days a 
year earlier. 

One of the highest March 1 used- 
car inventories ever recorded was 
the 49.4-day supply in 1958. 

In showing a decline from Feb. 1 
to March 1, the used-car inventory 
ran counter to a historic pattern 
which usually shows an increase for 
that interval. 

* * * 

OR the first time in three 

months, Automotive News found 
dealers reporting inventories that 
could be sold out in 15 days or less. 

While only 5.9 percent of re- 
porting dealers put themselves in 
this category, this represented an 
agreeable improvement over 

January, when the smallest in- 
ventory reported was a 23-day 
stock, and February, when the 
minimum was 19 days. 

Minimum stock reported for 


March 1 was eight days, and the 


maximum was 63 days, compared 
with 96 days on Jan. 1 and 90 days 
on Feb. 1. 

A year ago, 9.1 percent of dealers 
said they could sell in 15 days or 
less, and the range of stocks re- 
ported was 10 to 60 days. 

* * oK 


EALERS with used-car inven- 
tories in the 16-to-30-day cate- 
gory on March 1 amounted to 52.9 
percent of those reporting, compar- 
ed with 81.8 percent a month ear- 
lier and 36.4 percent a year earlier. 

This left 41.2 percent of report- 
ing dealers over the theoretical 
30-day limit on used cars on 





March 1, compared with 18.2 per- 
cent on Feb. 1 and 54.5 percent on 
March 1, 1960. 

The reduction in average inven- 
tory, despite the growth in the 
number of those over the 30-day 
boundary, resulted from a sharp 
cutback in the number of exceed- 
ingly large stockpiles and an in- 
crease of dealers with small sup- 
plies. 

If the pattern of past years is 
repeated, this. year will show fur- 
ther reduction in used-car inven- 
tories this month. 

* * * 


March Pumps Up Sales 


In Lancaster, Pa. 


LANCASTER, Pa.—Sales of new 
and used cars in the Lancaster 
area jumped 50 percent in a 10- 
day period spanning the last week 
in February and the first week in 
March, a business survey reveals. 

One dealer reported that his sales 
for the first three days of March 
were the highest for any three-day 
period in the past five years. 

William K. Sanders, general 
manager of Wolfe Motor Co., 
added that “we sold 41 cars in 
those three days. During the en- 
tire month of February our sales 
volume was only 111 new and 
used cars.” 

He said the major cause of the 
buying slump was “tight money.” 
He reported that about 80 percent 
of the company’s business had 
been on a time-payment basis, but 
added that that figure has dropped 
now to about 25 percent. 

Six new and 20 used autos 
were sold by Brubaker Motors the 
first week in March, President 
Jeff Durkota reported. He called 
February the worst month in 12 
years, with only 36 new and used 
vehicles sold compared to a 
monthly average of 85. 

An increase of 50 percent during 
the 10-day period was reported by 
John S. Groff, Inc., with 10 new 
cars sold. 

For the same period, Wiggins 
Chevrolet Co. said 54 new cars were 
disposed of as against 37 during the 
first two weeks of February. 





Jaguar Unveils 


New Coupe 


And Roadster 


NEW YORK.—Details of the 
long-awaited “new” Jaguar were 
revealed last week by Jaguar Cars, 
Inc., although the XK-E coupe and 
roadster will not be shown publicly 
until the International Automobile 
Show here April 1. 

Jaguar said the cars are capable 
of speeds of 150 miles per hour and 
called them “two of the fastest pro- 
duction sports cars ever offered for 
public sale.” 

The XK-E series has a stressed- 
shell, all-steel unitized body which 
was developed in the D type Jaguar 
racing cars, This construction, Jag- 
uar said, permits a 600-pound re- 
duction in weight. 

The new models are equipped 
with XK engines mounting three 
carburetors and developing 265 
horsepower. They have independent 
suspension and disc brakes on all 
four wheels. Rear discs are mount- 
ed inboard to reduce unsprung 
weight. 

The four-speed transmission has 
synchromesh on the top three 
gears. 

Dimensions of both cars are: 
Wheelbase, 96 inches; track, front 
and rear, 50 inches; overall length, 
1755/16 inches; overall width, 65% 
inches, and overall] height, 48 
inches, Dry weight of the roadster 
is 2,464 pounds; of the coupe, 2,520 
pounds. 

Jaguar said both cars would be 
priced at under $6,000, port of 
entry. 


Falcon end Comet 
Ready to Show 
Luxury Models 


DETROIT. — The Falcon Futura 
and Comet S-22, Ford Motor Co.’s 
answer to the dolled-up Chevrolet 
Corvair Monza in the compact field, 
will be introduced April 1 at the 
International Automobile Show in 
New York, Automotive News learn- 
ed last week. 

The cars reportedly will feature 
deluxe trim, bucket seats and a 
control console similar to that in 
the Thunderbird. 

Also shown will be a special Pon- 
tiac Tempest with bucket seats, 
called the LeMans, and a special 
Oldsmobile F-85 station wagon. 

The Tempest and F-85 reportedly 
have been built for shows only, The 
Futura and S-22 are slated to go 
into regular production. 


S-P’s Porta Joining 


Associates as V-P 


SOUTH BEND.—A. J. Porta, 57, 
executive vice-president of the 
Studebaker-Packard Corp., has 
been elected financial vice-president 
of Associates Investment Co., ef- 
fective April 1. 

George C. Coquillard, Associates 
assistant treasurer, was elected 
treasurer. 





Booming the Country's Economy— 


In an effort to stimulate business in Toledo, Carl F. Weissenberger, Inc. (Chevrolet), 
launched a ‘Business Is Good"’ campaign during February with excellent results. “As a 
matter of fact,” J. E. Ward, dealership president, said, ‘‘we were so pleased that we 
thought we might spread some of our optimism over the entire community. We 
lettered our windows, ran an ad in the local paper, and mailed 3,500 ‘We're Strong 


for Toledo’ cards and ‘Business Is Good’ 


buttons to area business and professional 


men. | think this is one of the finest community relations programs we have ever 
attempted,’ Ward said. “We feel that emphasizing our blessings rather than publi- 
cizing negative thoughts is certainly part of the answer to our country’s economy." 
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READY, WILLING AND ABLE--TO SERVE YOU 


>> U.C.I.T. is actually a great many people. But we 
would like to tell you about just one of us who is or can be 
immediately important to you...your Division Head. 

First—-his job. He is in charge of a group of branches 
serving many dealers. His service with C.I.T. exceeds 20 years 
and he's been a Division Head 9 years. 

Like all C.I.T. Division Heads, he worked his way up from 
the bottom. That means he knows every phase of the automobile 
financing business. 

>> He knows your business, too. Up-to-the-minute Trend Cards 
show him where individual dealers have been, where they're going. 
He's always prepared to alert them to potentially dangerous trends. 
And, he tailors our various profit—building and sales—training 
programs to local needs. 

>> A report on the economic conditions of your area is 
prepared by him each month. Not just about automobile sales, 
but the over-all picture. How are crops coming? How's factory 
output? What's ahead that might affect the flow of money 
in your area? Your Division Head is on top of the things that 
affect your sales. 

>> Most of all, he's a competent, carefully—trained business 
leader, with talents he is always ready to make available to you. 

>> We're proud to have him associated with us. It is our 


constant hope that you're pleased to be associated with him, too. 


Whe ¥ fete 


NOTE: This is the first in a new series of messages which 
Universal C.I.T. hopes will become a forum where management and 
selling suggestions can be shared with all dealers. We invite 
you to submit your own contributions——to 650 Madison Ave., 

New York 22, N.Y. 








6 





Tire, Oil Colniginny Ties Hit... 


TBA Sales Contracts 
Ruled Out by FTC 


WASHINGTON. — Contracts be- 
tween the country’s two largest 
manufacturers of rubber products 
and two major oil producers under 
which the oi] companies are paid 
commissions in return for promot- 
ing the manufacturers’ tires, bat- 
teries, and accessories are illegal, 
the Federal Trade Commission has 
ruled in far-reaching cease and de- 
sist orders. 

Involved in the two decisions 
are Goodyear Tire & Rubber Co. 
and a subsidiary in Akron and 
Atlantic Refining Co., Philadel- 
phia; and Firestone Tire & Rub- 
ber Co., Akron, and Shell Oil Co., 
New York City. 

Retiring FTC Chairman Earl W. 
Kintner ended his government ca- 
reer by writing the opinions him- 
self. They modified and supple- 
mented an initial decision of 
Hearing Examiner Earl J. Kolb. 

Kintner said that the evidence 
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conclusively established that the 
companies “have unlawfully injured 
competition in the distribution of | 
TBA at the manufacturing, whole- 
sale and retail levels.” 

The initial decision filed by Kolb 
had found that Shell and Atlantic 
used coercion to force dealers to 
buy sponsored TBA; he did not 
hold that the sales-commission con- 
tracts themselves are illegal. His 
order would have required the two 
oil companies to discontinue their 
intimidating activities and would 
have dismissed the 1956 complaints 
against the tire manufacturers. 

Kintner, at the same time that 
he required the companies to dis- 
continue their unlawful arrange- 
ments both among themselves 
and any other firms, sent back to 

Kolb a companion case in which 

he had issued a similar initial de- 
cision. 

The remanded case involves B. F. 








Late Report. .-. 


Used-Car Market 


The wholesale used-car market last week was characterized by 
the paradox of increased demand and lower prices, according to 


Automotive News’ index. 


Average prices declined $15 to a new level of $1,037 while the 
sales ratio at a group of representative auctions rose to 74.8 per- 
cent from 73.6 percent a week earlier. 

This was the highest sales ratio recorded since the index of last 


May 9. 


Most of the price setback was a result of a $129 loss on ’6\1s, al- 

though ’56s went down $23, ’58s declined $10 and ’60s dropped $1. 
Gains amounted to $25 on ’55s, $8 on ’59s and ’54s and $3 on ’57s. 
Auction reports begin on Page 16. 


Goodrich and Texaco, The commis- 
sion said that the record does not 
contain sufficient market data to 
determine the competitive effects of 
the sales-commission method of 
distribution of TBA employed by 
the respondents. FTC directed Kolb 
to receive further evidence and in- 
dicate any change he may wish to 
make in his initia] decision. 
According to Kintner, under the 
contracts Shell and Atlantic are 
paid a 7% or 10-percent commission 
by Firestone and Goodyear for help 
in getting TBA orders from their 


BUILT-IN 
air control 





No external regulator necessary. Adjustable trigger- 
stop controls valve opening and power. Ingersoll-Rand’s 
exclusive, air-balanced, rubber-faced throttle valve pro- 
vides full power range with smooth trigger pull and 
complete control. 
grinding or lapping valve seat. Look for these red @ ball 
extras before you buy! 


Be 6-Vane Air Motor. Compare a “six” with a “four” 


.. you get greater power, smoother operation, 
higher starting torque. 


anothe 


O-ring in valve eliminates need for 


“Cuss-proof” Socket Retainer. Sockets can’t fall 
off accidentally, but strong, spring-held retainer 


can be easily replaced. Another I-R exclusive. 


Sealed Nose Bumper. Exclusive I-R rubber guard 
seals out dirt in addition to protecting impact 
mechanism. 


“2-Pack” Construction. Either the impact mech- 
anism “pack” or the motor “pack” can be serv- 
iced individually without disturbing the other. 


Electronic Precision. Special electronic equip- 


ment double-checks machined parts for perfect 
mating of all surfaces and bores. 





r red 









service stations or other dealers. 
These payments are made monthly 
to the oil companies which incur 
no expense for financing, warehous- 
ing or delivery of the items. Month- 
ly reports of the tire companies 
inform the oil companies of the vol- 
ume of sponsored TBA purchases 
by individual dealers. 

In 1955, Atlantic was paid $506,- 
199 by Firestone and $557,559 by 
Goodyear on purchases of $5,562,- 
936 and $5,700,121, respectively. 
From 1950 to 1957, Firestone’s 
sales to Shell outlets jumped from 


ball extra 


IMPACTOOL 
Size 403, /2" Drive 


best design—biggest line 
look for the red @ ball extras 


Ingersoll 


47A-18 


-Rand 


11 Broadway, New York 4, N. Y. 








$12 million to $21 million while 
Goodyear’s rose from $13 million 
to $26 million, By 1957 the two 
rubber firms were paying Shell 
more than $3.5 million annually 
in commissions on their combined 
sales of $47 million. 

Kintner said that the “overt acts 
of coercion” are “mere symptoms of 
a more fundamental restraint of 
trade inherent in the sales commis- 
sion itself.” He noted that the 
“more dramatic and immediate im- 
pact” of the system is upon service- 
station dealers and other dealers. 

But, he went on, that “from the 
point of view of the antitrust laws, 
it is the devastating competition ef- 
fects of the sales-commission sys- 
tem on competitors of Firestone 
and Goodyear which raise the most 
grave questions” in these proceed- 
ings. 

Earl B. Hathaway, Firestone 
sales vice-president, said Firestone 
will promptly file an appeal of the 
FTC order. 

Hathaway stated that the sales- 
commission plan has been a com- 
mon practice in the rubber in- 
dustry for 30 years and has 
always been accepted to be legal. 
Firestone will aggressively pur- 
sue its appeal in the courts from 
the ruling of the commission, he 
added. 


Goodyear also said that it will 
“aggressively appeal” the order. 

“This is the first time that the 
sales-commission plan, which is 
historic in the industry, has been 
held to be illegal, and represents 
new law on the subject,” Vice-Pres- 
ident O, E. Miles declared, “and we 
intend to aggressively appeal the 

ruling.” 

Atlantic also said it would appeal 
the order. 

Members of the Automotive 
Service Industry Assn., which 
represents wholesalers, manufac- 
turers, rebuilders and warehouse 
distributors of automotive prod- 
ucts, expressed gratification with 
the FTC order. 

J. L. Wiggins, ASIA executive 
vice-president, said: 

“We in the automotive service in- 
dustry are gratified at the commis- 
sion’s decisions. We were particu- 
larly heartened by the commission’s 
findings that the freedom of the 
service-station operators “to buy 
and sell as independent merchants 
is shown to be less complete in 
practice than in theory.” 


Budd Centralizes 
Automotive Unit 
In Detroit Plant 


DETROIT.—Edward G. Budd jr., 
president of Budd Co. of Philadel- 
phia, announced that the divisional 
headquarters of Budd Automotive, 
previouslyin 
Philadelphia, has 
moved to Detroit. 

“Although the 
parent company 
always has been, 
and always will 
be, a Philadelphia 
concern,” Budd 
said, ‘the import- 
ance of our Auto- 
motive Division, 
newly reorgan- 
ized, dictates that 


Thomas J. Ault 
its headquarters and executive staff 
be located close to our automotive 
customers.” 

Thomas J. Ault, president of 
Budd Automotive, announced that 
the division will spend in excess of 


$7 million for improvement, re- 
placement and expansion of its fa- 
cilities in Detroit before the end 
of 1961. 

Over the last three months, 21 
Budd executives, 19 from Philadel- 
phia and two from Gary, Ind., have 
set up permanent headquarters in 
the recently renovated and expand- 
ed offices at the Detroit plant. In 
addition, several new men from 
outside the company have been 
brought to Detroit to assume key 
management positions in the Auto- 
motive Division. 

Robert J. Kalbfleisch, manufac- 
turing vice-president, Budd Auto- 
motive, reported the major im- 
provement projects would be: $3,- 
380,000 on new foundry equipment, 
including a new mechanized line 
and other modern equipment and 
$1,600,000 for installation of truck- 
rim fabricating equipment. There 
will be other improvements in rim 
facilities and in research and test- 
ing equipment. 
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Report To Ford Dealers 





Economy Is Another Reason Why Falcon Has Won The Battle Of The Compacts 








A new stock-model Falcon beat every car competing in every average of 32.1 M.P.G. Yet championship economy will come as 
class of the 2,000-mile Mobilgas Economy Run from Los no surprise to the more than 600,000 Falcon owners. With them, 
Angeles to Chicago.. And the second place car, another Falcon Savings are an everyday affair. Find out all the reasons why 


of course, scored 31.6 M.P.G. for a Falcon-winning, two-car Falcon is America’s best loved compact...at your Ford Dealer’s. 


FALCON WINS CLASS A 


_ Tops Compact, Manual Shift Class in Mobilgas 33 c 
~ Economy Run-Los Angeles to Chicago M.P.G. 


WHEN IT COMES TO 
GREAT GAS MILEAGE, You 
JUST CAN'T BEAT FALCON .. 













cpproved andre = FORD FAIRLANE WINS CLASS E 


data certified by 


the United States Low price V-8 class...with 21.3 M:.P.G. 


Auto Club. 





FORD DIVISION backs you best ae 


Sor ER United Feature Syndicate, Inc. 
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Cadillac Sales 
To Equal Record, 


Warner Says 


LOS ANGELES. — Cadillac sales 
this year will equal the record set 
last year, Harold G. Warner, gen- 
eral manager, and Fred Murray, 
‘sales manager, told a press confer- 
ence here. 

They said the division had main- 
tained its normal rate of production 
since the beginning of the year and 
1961 sales could top last year’s rec- 
ord, if present sales trends continue. 

The pair also attacked the “fear 
propaganda” about the current re- 
cession. Warner commented: 

“During every other depressed 
period sincg we have been keeping 
records, our company has always 
been among the first in the nation 
to feel the effects of business de- 
cline. 

“Our buyers represent a heavy 
percentage of both business people 
and investors. Their natural con- 
servatism, if conditions are really 
distressed, affects us at once.” 








New Look— 
Dual 


and Pioneer models. 


For light on dealer thinking, read Dealer 
Forum each week on Page 3. 
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taillights are being added, as 
standard equipment, on all Dart Phoenix 
The circular lights 
will be a low-cost option on earlier pro- 
duction ‘models and on all Seneca models. 
The midmodel design change is a part 
of Dodge's spring promotional program. 


In West and South... 





Unions Again Attempt 
To Crack Showroom 


By Francis J. Gawronski 
Staff Writer 


i byes new campaigns to organize 
dealership personnel and the ap- 
parent failure of a third were re- 
ported last week. 

Members of the Valley Motor 
Car Dealers Assn. (San Fernando, 
Calif.) announced they will fight at- 
tempts by Auto 
Salesmen _ Union 
Local 1056 to organ- 
ize their salesmen. 

The Tennessee 
Automotive Assn., in 
a bulletin to its members, warned 
that “word has come to us that the 
Teamsters Union hag accelerated 
its efforts to organize firms in the 
automotive field” in Knoxville and 
in other sections, 

But in Dallas, a campaign 
launched by the Retail Clerks In- 
ternational Union to organize 


LABOR 
FRONT 





salesmen appeared headed for 
failure following the withdrawal 
of numerous salesmen and the 
resignation of the union’s presi- 
dent. 

In the San Fernando Valley, the 
union has filed 98 petitions with the 
Nationa] Labor Relations Board for 
representative elections, according 
to Robert Fawl, union representa- 
tive. Fawl said this represented vir- 
tually every auto outlet and nearly 


‘Welcome Springtime’ 


LEBANON, Pa.—All eight auto 
dealers in this city participated in 
a “welcome springtime” open house 
held here under auspices of the 
Center of Lebanon Assn, Each 
dealer displayed ’61 models along 
the curbs of a downtown business 
street, which was roped off for 
visits by more than 10,000 shoppers. 


DITZLER SHELF-SHOP MIX. 
For the shop with limited shelf space. 
This compact unit comes in two sec- 
tions. Requires only 16 sq. ft. of floor 
space, and wall space just 8 ft. wide 
and 7 ft. high. Can be used in straight 


line or in corner. 





DITZLER color mixing system cuts costs 4 ways 


1. More accurate color mixing 


4, Eliminates costly inventory of half-used and slow-moving colors 


e Whether your shop is large or small, you'll find the 
DirzLER Color Mixing System one of the most profit- 
able investments you can make. 


e Constant improvement has placed the DirzLER mixing 
system far ahead of all other kinds in simplicity, effi- 
ciency and accuracy. It gives you 8,000 laboratory- 
controlled formulas for lacquers, acrylics, and enamels 
—covering latest models as well as older cars and trucks. 
Also provides you with formulas for interior colors, im- 


Ditzler Color Division, Pittsburgh Plate Glass Company ¢ Detroit 4, Mich. 


py DITZLER 
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es as is sean Saale Shel, | Sea» Sti <i 


2. Mix only amount needed for job 


3. No waiting for needed colors 


ported cars, commercial vehicle fleets, boat finishes, 
appliance colors, farm machinery, and many others. 


e@ You'll service customers more quickly, match colors 
more efficiently and accurately—and with less waste. 


e Rugged and well-built, the DirzLerR Shelf-Shop Mix 
lasts for years. You’ll continue to enjoy the extra profits 
it makes for you long after it has paid for itself. 


e Call or see your nearest DiTzLER jobber for details. 


Go Lt a SS 5 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


e Torrance, Calif. 
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90 percent of the 1,000 auto sales- 
men in the Valley. 

The only auto salesmen in South- 
ern California currently organized 
are in the San Pedro-Wilmington 
area, he said. 

* * * 
te Valley Motor Car Dealers 

Assn. indicated that its mem- 
bers would put up a fight against 
the union. 

“We feel the union is some- 
thing we don’t want,” said Jim 
Cross, an association director. 
“The dealers will fight it.” 

He said many dealers had attend- 
ed an association meeting to hear 
the legal aspects of the expected 
controversy. 

The Tennessee association, in its 
bulletin, said, ‘“‘We strongly suggest 
to all members that an alert be 
maintained for evidence of union 
activity and for weaknesses in the 
organizational structure before any 
possible organizational work has 
had an opportunity to jell.” 

* * * 


— P. REUTHER, presi- 
dent, United Auto Workers, 
criticized Ford Motor Co. last week 
for paying its executives $33.6 mil- 
lion in bonuses while calling it nec- 
essary to hold the line on wages. 
Reuther described the two 
moves as “the typical double eco- 
nomic and moral standards of 
management.” 


Reuther’s comments were in an- 
swer to Ford’s 1960 annual report 
to stockholders. 

In the report, Henry Ford II, 
chairman, said “management be- 
lieves it essential to hold the line 
on ail costs, avoiding particularly 
any labor cost increases that could 
force us to raise prices.” Elsewhere 
in the report the company said it 
paid $33.6 million in bonuses to 
4,373 employes, 

More than $30 million was paid 
to laid-off UAW members in 1960 
by automobile and other compa- 
nies in supplemental unemployment 
benefits (SUB), the UAW said last 
week. 


Studebaker Moves 
South Bend Zone 
Back to Chicago 


SOUTH BEND.—The reestablish- 
ment of a Studebaker-Packard 
Corp. zone sales office in Chicago 
was announced by L. E. Minkel, 
marketing vice-president. It will re- 
place the South Bend zone office at 
the corporation’s home offices, 

“This change in the location of 
our principal Middle West sales of- 
fice is part of Studebaker’s exten- 
sive program to strengthen its field 
organization and improve service to 
our dealers,” Minkel said. “Chicago, 
centrally located, is one of the na- 
tion’s largest automobile markets.” 

Glenn S. Finney, South Bend 
zone sales manager, and Robert T. 
DeMas, administrative manager, 
will continue their present positions 
in the new office at 1640 N. LaSalle 
St., Chicago 14, Ill. Studebaker- 
Packard formerly maintained a 
zone sales office in Chicago, but it 
was moved to South Bend in May, 
1958. 

Minkel also announced several 
zone sales Managerial appoint- 
ments. 

Robert M. Pistor has been named 
New York zone sales manager. He 
succeeds E. J. Platfoot, who is 
being transferred to the corpora- 
tion’s headquarters for a special 
sales assignment on Minkel’s staff. 

William S. Williams has been ap- 
pointed New York zone assistant 
sales manager. He replaces John R. 
Wallace, who has resigned. 

L. Roy Martin, 49, has succeeded 
Pistor as Memphis zone sales man- 
ager. He has been a district sales 
manager in New Orleans the past 
two years, and formerly served in 
the Memphis zone. 





Dealership’s Personnel 


Halt Brush Fire at Door 

WEBSTER, N. Y.—Employes of 
Corey Motors, Inc., proved that they 
can do more than sell and service 
automobiles. More than 20 execu- 
tives, mechanics and salesmen 
turned firemen when a brush fire 
endangered the establishment. 

Manning garden hoses and fire 
extinguishers, Corey employes kept 
the flames in check until West 
Webster volunteer firemen arrived. 
Two used cars were scorched. 
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Short of crippling storm 
or Ga fa Ss tr op h Guaan Nothing stops nearly two million New Yorkers 


from leaving home and loved ones, hustling 
to the nearest store or stand, digging down in 
their change pockets—and buying the 

New York News. Every day in the year! 

Nobody has any obligation to buy this 
newspaper. Carrier delivery is limited largely 
to the suburbs. 

But more than 90% of News circulation is 
delivered by News drivers, who dump the papers 
off trucks. Dealers display them. People come 
and get them. The largest newspaper circulation 
in these United States is a self-shopped 
cafeteria copy-for-copy bwy! 

And it is read by 4,700,000 people every day 
(Profile-2nd Edition). More people with good 
jobs, high incomes, owned homes, kids and 
college degrees than any other New York City 
newspaper Can give you. 

When you can put your advertising in such 
a newspaper, with such coverage, in such 
a market as New York, at such a low rate 
—what are you waiting for? 


THE NEWS, New York’s Picture Newspaper 


More than twice the circulation, daily and Sunday, of any other newspaper in America 


News Building, 220 East 42nd St., New York 17—Tribune Tower, Tribune Square, Chicago 11—634 - Buh! 
Building, Detroit 26—1405 Locust St., Philadelphia 2—3460 Wilshire Boulevard, Los Angeles 5—407 Lincoln 
Road, Miami Beach 39—155 Montgomery St., San Francisco 4—3 & 5 Warwick House St., London, S.W. 1, England 











Stronger-than-steel 
NYGEAN CORO 


Nygen is the most indestructible tire mate- 
rial known — a real premium-tire safety 
feature of the Jet-Air. Nygen is high-speed 
impact resistant, heat dissipating. 


Safer, road-gripping 
TUAIAI- TREADS 


You get the extra traction of two treads, not 
one. Load is shared, mileage increased. 
Braking is more efficient—wet or dry. Notice- 
ably more stable, especially on curves. 


Softer, tougher 
ODESSA RUBBER 


You get bump-absorbing, luxury softness and 
penny-pinching mileage costs with General’s 
exclusive Odessa Rubber—a chamois-soft, 
rhino-tough formula so superior it was 
awarded a U.S. patent. 


GENERAL’S 
DOUBLE GUARANTEE 


Your Jet-Air Nygen investment is protected 
all the way—to the last extra mile. You get a 
warranty (1) of materials and workmanship 
for the life of the tire and (2) 27-month guar- 
antee against all normal driving hazards! 
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HUGE NEW TIRE 
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PLANT NOW MAKES POSSIBLE 


THE GENERAL 


SEIAIR 


the first premium-quality 


In General Tire’s 40 years experience in build- 
ing premium tires, none has been so phenom- 
enally successful as the Dual 90—built with 
Nygen Cord, twin treads and Odessa rubber. 

With our available production facilities, we 
have never been able to meet the tremendous 
demand for this remarkable tire. 

Retaining the basic advantages of The Dual 
90—long mileage and extra safe performance 
—and bringing them to the low-price field 
became our great objective. 

This required building a huge, ultra-modern 


General Tire in the low-price field! 


tire plant. After nearly two years of planning 
and construction, this is now a reality. 

Our tremendously expanded production 
facilities are being devoted to producing the 
new General Jet-Air, with Nygen Cord and. 
the extra-safe, long mileage two-tread design 
proved so successful in the Dual 90—America’s 
most wanted top-quality premium tire. 

See the new Jet-Air at your General Tire 
Dealer’s. Compare it feature for feature—dollar 
for dollar—with conventional tires. The extra 
quality and performance cost nothing extra. 


THE GENERAL TIRE & RUBBER COMPANY 


The fastest growing business in the rubber industry 


World’s foremost manufacturer of premium-quality passenger tires « more than 700 different types and sizes of truck, bus, farm and airplane tires 
e largest vinyl film and sheeting producer, Boltaflex and Textileather for furniture, car interiors, etc. e Aerojet-General, rocket fuels, satellite 
and missile components e RKO-General television and radio e athletic goods e wrought iron and plastic pipe e plants in 15 foreign countries. 
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Ira Alexander; Des Moines—F. W. Lazell; East Waterboro, Me.—Robert C. Fay; Fairbanks, 
Alaska—Jerome F. Sheldon; Fort Worth—William Stone; Georgia—Robert H. Brown; Houston— 
euby Fenoglio, Louis Alexander; Huntington, W. Va.—William E. Francois; Indianapolis— 
C. L. Kern; Jefferson City—L. H. Houck: Lewiston, Me.—Howard C. Jordan; Little Rock— 
Silas Dunn; Los Angeles—Slim Barnard, William Carroll; Louisville—A. W. Williams; Lowell, 
Mass.—Charles Sampas; Manchester, N. H.—Guy Langley; Marthaville, La.—E, E. Gentry; 
Miami—Trescot Goode; Milwaukee—Benn Ollman; Minneapolis—Donald Lyons; Montgomery, 
Ala.—William Lynn; Nashville—Ed Goins; New Jersey—Bethune Jones: New Orleans—Gordon 
Hebert; New York City—Ed Brown; Norfolk, Va.—Ken Baldwin; North Kansas City—Larry E. 
Johnson; Oakland, Calif.—Steve Still; Oklahoma City—M. L. Risen; Omaha—A. R. Oleson; 
Pawtucket, R. 1.—T. L. Forbes; Peoria, IIl._—Gene Booth; Philadelphia—Allen Sommers: Phoenix 
Sheldon A. Engel; Pittsburgh—Robert Thomas; Portland, Ore.—E. W. Peterson; Providence— 
Ruth M. Eddy; Reading—Wesley Stillwell; Rochester, N. Y.—Ted Case, Howard M. Duffy; 
Salem, Ore.—F. K. Haskell; Salt Lake City—Dan Valentine, W. F. Smiley; San Antonio—J. H. 
Reed; San Francisco—Leon Pinkson; Santa Fe—Lewis E. Thompson; Scranton, Pa.—Gene 
Coleman; Seattle—Martin Trepp; Sioux Falls—Frank Harrington; Springfield, IIl.—C. C. Hall; 
South Bend—L. E. Dunkin; Spartanburg. $. C.—L. D. Bray; St. Louis—Jack Bernstein; Twin 
Falls—Freelancers; Waterville, Me.—Julian Radziewicz; Wilmington, Del.—William Frank; 
Worcester, Mass.—Sidney Dorfman: Youngstown—Stephen L. Ritz. 
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AUTOMOTIVE NEWS PLATFORM 


f |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
{| 3. Guard the precepts of individual freedom, which made the U, S, A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 


Capsule Comment 


Dealers surveyed by AUTOMOTIVE NEWS see signs of a 
sales upturn from February’s low. 

But some predict trouble continuing until stocks get 
down to half the current size. 


* * * 


The new-car stockpile receded last month, with the aver- 
age dealer counting a 67-day supply. 
But one dealer, on the basis of his February pace, had 
an inventory good for 476 days of selling. 


* * * 


New-car dealers in metropolitan areas averaged $49 profit 
per new unit retailed in the first two months of this year, 
survey shows. 

About the same gross as in a good suit of clothes, and 
the tailor takes no trade. 


* * * 


Georgia has become the 42nd state to adopt an automo- 
bile title law. 
Leaving eight which are still dragging their feet. 


* * * 


A Texas firm has signed a contract to build a flying auto- 
mobile. 
Dealers who handle this item will need lots of blue sky. 


* * * 
A Montreal department store has started selling automo- 


biles. 
“Madam, your charge-plate, please.” 


* * * 
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In Cleveland, employes worked Saturday night and Sun- 
day to repair a storm-damaged dealership. 


Loyalty is earned, not purchased. 


Coming 
Events 


% Eniror’s Nore: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


March 19-21 — North Dakota Automobile 
Dealers Assn., Williston, N. D. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

April 12—Rhode Island Automobile Deal- 
ers' Assn., Sheraton-Biltmore Hotel, Prov- 
idence. 

April 12-13— Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 
April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 
April 23-25—Arizona Automobile Dealers 

Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

May 7-9—Texas Automotive Dealers Assn., 
Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May I1-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-l16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah, 

May 14-16—| daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-l6—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston. 

%& May 18-20—Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane. 
May 21-23— Oregon Automobile Dealers 

Assn., Eugene, Ore. 

June I1-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 

Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 
Ns 


Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* * * 


Auto Shows 


March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 

April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. I1-18—Philadelphia Auto Show, Phila- 
delphia. 

* * x 


General 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

March 21-23 — Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit. 

% April 6-8—Northwest Automobile Deal- 
ers Parts & Service Managers Assn., Win- 
throp Hotel, Tacoma. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 

%& May 1417—39th Annual Convention and 
Show, Automotive Engine Rebuilders 


Assn., Fontainebleau Hotel, Miami 
~ Beach. 
Oct. 29-Nov. | — National Lubricating 


Grease Institute, Rice Hotel, Houston. 


national defense work. 


10 Years Ago—1951 


As of March 1, 1951, there were 284,903 new cars actually in dealers 
hands and another 136,000 in transit. The Feb. 1 figures were 291,042 


and 127,000, respectively. 








The Big Stories 


35 Years Ago—1926 

The automobile now is successfully competing with the baby car- 
riage industry to such an extent that the bottom has practically fallen 
out of that market. From manufacturing plants come reports that 
many families assert they intend to use their automobiles for car- 
riages in giving their infants fresh air. A large portion of the 1925 
baby carriages remain unsold, and 1926 production is being cut. 


20 Years Ago—1941 

Companies in the automobile industry alread 
huge program for turning out parts and assemblies for multiengine, 
long-range bombers, in addition to carrying a heavy load of other 






"We got this trip because my husband sold 
the most cars in his dealership." 





Letterbox 
‘A Pox om Brass... .... 


This is an open forum for the discussion of any subject of interest to our 
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readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


Hooray for ‘Fitz’ ice was too small to be worth a 
: lawsuit. 
A hearty salute to John T. Fitz- 
gibbons (Automotive News of Feb. I am not a dealer or a manufac- 
20) and a loud second to his plea| ‘¥rer- I am only one of those who 
i ‘ form the missing link in their eco- 
for more integrity among automo- nomic wheel—the guy who would 
tive dealers and manufactur-| pyy transportation and service if he 
ers. Pity for the poor dealers and| knew where to find it—Ear.e D. 
the manufacturers who blame each! Hatey Jr., 8779 Mohawk Way, Fair 
other for their woes instead of do-| Oaks, Calif. 
ing something about it, and a pox 
on the ‘Detroit Brass’ that builds Likes FitzGibbons, VW 
profits instead of transportation. | ‘The letter from John FitzGibbons 
Unlike Mr. Fitzgibbons, I need|in the Feb. 20 issue was the best 
a big car. I have driven many, many | letter published in Automotive News 


* * * 


| miles with six or more people in/ during the six years I have been a 


the car, starting with the old fam-! subscriber. 
ily seven-passenger 1924 Big 6 Stude The VW is probably the most 
Tourer. Today it has become a nine-| }5nest automobile being built in 
passenger 1959 Plymouth Suburban | +h. world today, The trouble with 
with overdrive and no power equip-| the United States auto makers is 
ment. We can still buy the big ones, | that they reflect the malady of the 
but for the little ones we must 80) nation—an obsession to conform. 
Crees. One maker is so afraid that his 
For short trips and one or tw0| car won’t be just like the others 
passengers, we keep a two-cylinder| that he can’t or won't risk a change. 
Lloyd in one corner of the garage.|__SouTHERN SERVICE MANAGER. 


Perhaps if more people shopped ee ae ae 
for and bought the really big ones What’s Good for ite 
Mr. Fitzgibbons of Goulds, Fla., 


and the really little ones, more peo- 
ple would make them again. - a “a ee S 
As to dealer woes, they are not all| W™tes a Tne letter in AUTOMOTIV 
the fault of the product. I fondly|N#®ws of Feb. 20. I am sure many 
recall the Morristown (N. J.) deal-| °f your readers will agree with 
er who came out from behind his| him; I like the way he calls a 
spade a spade. 


desk one Saturday to try to set my 

tappets himself, after his shop had In the old days we brought the 

forgotten me and gone home. I also| first valveless cars to the Florida 

recall, not so fondly, the dealer in| West Coast at Tampa, and sold 

Roseville, Calif. who refused to| them until General Motors took 

make good even on the work spelled| them off the market. After that 

out in my purchase agreement, be-| We sold Stanley Steamers and 

cause the bill had been paid, and| Franklin air-cooled sixes. __ 

the cash value of the disputed serv-|__1 drove a Franklin six-cylinder 
57 1/10 miles on one gallon of gaso- 


line, put in a bottle by the Packard 
dealers of Tampa at that time, and 
the late Honorable D. B. McKay, 
mayor of Tampa, and Mr. H. E. 
Snow of the Board of Public Works 
went along as observers. 

This still stands as the six-cyl- 
inder economy record of the South. 
After Elmore valveless, Stanley 
Steamers and Franklin air-coolers 
went off the market, it seems that 
automobile engineering got in a 
deep rut, copied each other, built 
them bigger and bigger, wider and 
wider, wheels lower and lower, so 
scooter wheels under box cars 

may be next. 

Like Mr. Fitzgibbons, I believe 
the reason for the great sale of 
imports in this country stemmed 
from lack of what was wanted. 
Practically all American cars 

(Continued on Page 27, Col. 1) 
















are embarked on a 









FIRST CLASS 


VIA AIR MAIL PERMIT NO. 3117 
PITTSBURGH, PA. 


BUSINESS REPLY MAIL 


No postage stamp necessary if mailed in the United States 


POSTAGE WILL BE PAID BY: 


United States Steel 
Room 6267 

525 William Penn Place 
Pittsburgh 30, Pa. 








Gentlemen: 
Please send me your free promotion kit that reproduces scenes and music 


from U.S. Steel’s sparkling musical, ‘‘Deal Me In.’’ The kit also con- 
tains sales literature, including an Auto Steel Guide that itemizes the 
uses of Steel in the cars we sell. Send us a Guide for each salesman.* 


Name_ 


Title 


a, 


Address __ 


rs 


Make or makes | sell 


*Number of Salesmen_ 





Saleh ate 


Sere 





Sell ag ... it sells for you 





Here’s a package that is designed to do just one thing: help your salesmen 
know your car better, so they can sell more effectively for you. It’s a complete 
kit including an easel chart and a record which a Dealer or Sales Manager 
can use to teach salesmen how they can capitalize on steel as a strong 
selling aid. The kit is based on a highly successful musical presented by 
United States Steel at the NADA convention in San Francisco. Thousands of 
dealers of all makes have already ordered this entertaining, effective kit. It’s 


a morning-sales-meeting natural. And it’s free; just send the coupon. 





United States Steel 


TRADEMARK 
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Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


"59 ’60 
May 


"59°60 
April 


"59 °60 
March 


"59 =°60 
duly 


59 =°60 
Aug. 


759 60 59 


June 


"60 
Sept. 


"59 ’60 
Nov. 


"59 =°60 
Dec. 


"59 =*60 
Oct. 


60 =’°61 
Jan. 


"60 61 
Feb. 


"60 (61 
March 
to Date 


Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of March 9. 
Inclement weather kept the consignment 
down; but high percentage sold, Sold 48 
cars from 67 consignments. 

BUICK—’ 57 Century 4-dr. Riviera, $690* 
(ps); Special 2-dr, Riviera, $580. 
’56 Special 2-dr. Riviera, $375*. 


CADILLAC—’58 (62) conv., $1,900* (ps). 
"57 (62) Coupe de Ville, $1,400* (ps). 
’56 (62) 4-dr., $800*. 

*54 (62) 4-dr., $420* (ps). 

CHEVROLET—’59 Bel Air (6) 4-dr., 2 at 

$1,125*; Bel Air (8) 4-dr., 2 at $1,- 
125°. 


’58 Bel Air (8) sport sedan, $915* (ps); 
4-dr., $900*; Biscayne (6) 2-dr., $725*. 
"57 Two- ten (8) 4-dr., $680*, 
"56 One-fifty (8) 2-dr., $280. 
’55 Two-ten (8) 2-dr., $320. 
’54 Bel Air (6) 4-dr., $180*, 
DeSOTO—’57 Firedome 2-dr. 
$260* (ps). 

55 Firedome 2-dr, hardtop, $250*. 

FORD—’60 Falcon (6) 4-dr., $1,330; Fair- 
lane 500 (6) 4-dr., $1,200*. 

’59 Country Sedan (8) 4-dr., $1,245*; 
Fairlane (8) 2-dr, Victoria, $1,200; 2- 
dr., $1,000, $900*; Fairlane 500 (8) 
4-dr, Victoria, $1,200*; 2-dr, Victoria, 


hardtop, 


$1,000*. 

"58 Fairlane 500 (8) 4-dr. Victoria, 
$775*; Fairlane (8) 4-dr., $650*; 2-dr., 
2 at $600*, 

’57 Fairlane (8) 2-dr, Victoria, $550*. 

’56 Country Sedan (8) 4-dr., $400*, $315* 
(ps). 

*55 Custom (8) 2-dr., $150*, 

OLDSMOBILE — ’59 (88) 4-dr., $1,450* 
(ps). 
*57 (88) 4-dr., $650*, 


"56 (88) Super 2-dr, Holiday, $450*. 


PONTIAC—’58 Star Chief 2-dr, Catalina, 
$910* (ps), 
’57 Star Chief 2-dr., $600*, 
"56 Chieftain 2-dr., $375*. 
"55 Star Chief 4-dr., $220*; Chieftain 


2-dr, Catalina, $225; 4-dr., $125*. 
’54 Star Chief 2-dr. Catalina, $210* (ps). 
MISCELLANEOUS—’56 Ford Courier, 
$200. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of Mazch 7. Mar- 
ket extremely active, Showing incline on 
’55 to '60 models. Sold 183 cars from 229 
consignments, 

BUICK—’59 LeSabre 4-dr. hardtop, $1,485* 
(ps). $1,300*; Invicta 4-dr. hardtop, 
$1,380* (ps). 

’58 RM 4-dr. Riviera, $1,140* (ps); Spe- 
cial 4-dr, Riviera, $995* (ps), 

’57 RM 2-dr. Riviera, $780* (ps); Special 
2-dr. Riviera, $720* (ps), $700* (ps); 
Century 4-dr., $670* (ps). 

56 Century 2-dr, Riviera, $530* 
Special 2-dr. Riviera, $360*. 


(ps); 


’54 Special 4-dr., $160*; Century 4-dr., 
$150". 
CADILLAC—’59 (60) Special 4-dr. hard- 


top, $2,790* (ps). 

’58 (62) Coupe de Ville, $1,930* (ps). 

’57 (60) Special 4-dr. hardtop, $1,525* 
(ps). 

’56 (60) Special 4-dr., $1,040* (ps); (62) 
4-dr., $980* (ps); conv., $815* (ps). 

*55 (75) Limousine, $755* (ps), 

CHEVROLET —’60 Parkwood (8) 4-dr., 
$1,670*; Brookwood (8) 4-dr., $1,645*; 
Bel Air (8) 4-dr., $1,580*; 2-dr., $1,- 
550*; Biscayne (8) 2-dr., $1,325*. 

759 Impala (8) sport sedan, $1,450* 
(ps), $1,400* (ps); Parkwood (6) 4- 
dr., $1,230; Parkwood (8) 4-dr., $1,- 
200°; Bel Air (6) 4-dr., $1,220, $1,155*, 
$1, 150* (ps), $1,090, $1,090*, $1,035, 
$1,025, $1,010; 2-dr., $1,160*; Bel Air 
(8) 4-dr., $1,155*, $1,130*, 2 at $1,- 
125*, $1,115, $1,105, $1,095*, $1,000. 

’58 Bel Air (8) conv., $1,040* (ps); 2-dr. 
hardtop, $1,025* (ps); Biscayne (8) 
2-dr., $775*; 4-dr., $775*; Biscayne 
(6) 2-dr., $690. 

’57 Bel Air (8) 4-dr., $805*; Bel Air 
(6) 4-dr., $690; Two-ten (8) 2-dr., 
$755* (ps); One-fifty (8) 4-dr., $685* 
(ps). 

’56 Bel Air (8) 4-dr., $635* (ps); sport 
coupe, $600; Two-ten (6) 4-dr., $400*; 
One-fifty (8) 4-dr., $295*; One-fifty 
(6) 4-dr., $400*. 

"55 Bel Air (6) sport coupe, $475*; 4- 
dr., $410*; 2-dr., $390; Two-ten (8) 
4-dr., $295, $290*; station wagon 4- 
r., $195, $145. 

’54 Bel Air 4-dr., $145*. 

"53 Deluxe 4-dr., $120. 

CHRYSLER—’58 Saratoga 
$1,060* (ps); NY 4-dr., 


2-dr. hardtop, 
$1,180* (ps). 


’57 NY 2-dr. hardtop, $870* (ps). 

DeSOTO—’59 Firedome 4-dr., $1,090* (ps). 
’53 Firedome 4-dr., $140*. 

DODGE—’59 Coronet (8) 4-dr., $940*. 
’58 Coronet (8) 2-dr. hardtop, $790*. 
’57 Custom Royal (8) 4-dr., $675*; Cor- 

onet (8) 4-dr., $545*, $350* (ps), 
’56 Coronet (8) 4-dr., $429*; 2-dr., $160*. 


FORD—’60 Country Sedan (8) 4-dr., $1,- 
530; Fairlane 500 (8) 4-dr., $1,470*; 
Falcon (6) 4-dr, station wagon, $1,- 
285; Fairlane (8) 2-dr., $995*. 

59 Galaxie (8) 4-dr., $1,135*; Country 
Sedan (8) 4-dr., $1,060; Custom 300 
(8) 4-dr., $1,010* (ps), $790*; Fairlane 
(8) 4-dr., $945*, $905*; 2-dr., $820*; 
Custom (8) 4-dr., $915, $855*, $840, 


$835. 
’58 Thunderbird (8) 2-dr, hardtop, $1,- 
850*; Fairlane 500 (8) 2-dr,. Victoria, 


$890* (ps); Ranch Wagon (8) 4-dr., 
$605*. 
’57 Ranch Wagon (8) 2-dr., $605*, $340; 


4-dr., $300*; Fairlane (8) 2-dr. Vic- 
toria, $430*; Custom (8) 4-dr., $325*. 
’56 Country Sedan (8) 4-dr., $290* (ps); 
Fairlane (8) conv., $290* (ps); Tustom 
(6) 4-dr., $170. 
’55 Country Sedan (8) 4-dr., $390*. 
*54 Custom (8) Country Sedan, $160*; 
Crest (8) 2-dr, Victoria, $105. 
’52 Ranch Wagon (8) 2-dr., 3140, 
IMPERIAL, — ’56 Imperial 4-dr., $660* 
(ps). 
LINCOLN—’58 Premiere 4-dr. hardtop, 
$1,450* (ps), 
’57 Capri 4-dr., $900* (ps); 2-dr, hard- 
top, $635* (ps). 
MERCURY—’59 Montclair 4-dr., $1,355* 
(ps). 
’58 Monterey 2-dr., $855* (ps); 4-dr., 
$720*. 


’57 Montclair 2-dr, hardtop, $740* (ps); 
Monterey 4-dr. hardtop, $400* (ps). 

’56 Monterey 4-dr., $160*, 

’55 Monterey station wagon 4-dr., $335* 
(ps); Montclair 2-dr, hardtop, $300* 
(ps). 

NASH—’56 Statesman (6) 4-dr., $255*. 
OLDSMOBILE—’59 (88) 4-dr. Holiday, $1,- 


610* (ps); $1,550* (ps); 4-dr., $1,- 
440* (ps), $1,360*, 

"58 (88) Super 4-dr., $1,125* (ps); (98) 
4-dr. Holiday, $900* (ps); (88) 2-dr., 
$660*. 

’57 (88) Super 2-dr, Holiday, $825* (ps); 
(88) 4-dr., $695* (ps). 

’56 (88) 2-dr. Holiday, $320*, 

’54 (88) 4-dr., $180* (ps). 

PLYMOUTH—’60 Suburban (8) Custom 4- 
r., $1,400*. 

"59 Savoy (8) 4-dr., $920*, $830, $755; 

Belvedere (8) 4-dr., $890* (ps), $840*. 


"58 Plaza (8) 2-dr., $515*; Suburban (8) 
Custom 2-dr., $510. 

’57 Belvedere (8) 4-dr, hardtop, $610* 
(ps); 4-dr., $590*; 2-dr. hardtop, 
$460*; Suburban (8) Custom 4-dr., 
$510*, $495*; Plaza (8) 2-dr., $340. 

’56 Suburban (8) Sport 4-dr., $230* 
(ps); Custom (8) 2-dr., $175*. 

’55 Belvedere (8) conv., $335*; Belve- 
dere (6) 4-dr., $315*. 

PONTIAC—’60 Bonneville conv., $2,450* 
(ps). 

’59 Star Chief 4-dr., $1,425* (ps), $1,- 
150* (ps). 

’58 Chieftain 2-dr., $785*. 

’57 Star Chief 4-dr. Catalina, $810* 
(ps); Chieftain 2-dr., $515* (ps); 4- 
dr. Catalina, $410*, 

’55 Star Chief 4-dr., $235*, 

’54 Chieftain 4-dr., $175* (ps), $150* 
(ps). 

RAMBLER — ’59 Ambassador (8) 4-dr., 
$1,180*. 

’58 Custom (6) Cross Country 4-dr., 
$895*. 

’57 Custom (6) 4-dr., $670*, 

MISCELLANEOUS—’ 58 ‘Ford 4-ton panel, 
$505. 
ALBANY 

Tim Anspach, Inc. Dealer’s Auto Auc- 

tion. Sale every Monday, Prices are for 
sale of March 6, Once again today 1959 


and ’60 Chevrolets were the Hot Numbers. 
Only a few 1961s were offered and the 


action on them was very drab, 118 cars 

sold from 150 consignments. 

BUICK—’57 Century conv., $700* (ps); 
Special 4-dr., $560*. 

’56 RM 4-dr., $550* (ps), 

CHEVROLET—’59 Impala (6) sport coupe, 
$1,425*; Impala (8) 4-dr., $1,110* 
(ps); Bel Air (6) 4-dr., $1,200, $1,- 
150*; Bel Air (8) 4-dr., $1,175*, $1,- 
150*, 

’58 Biscayne (6) 4-dr., $1,050*, $950*, 
$900*; Brookwood (6) 4-dr., $985; Bel 
Air (6) 2-dr., $950*. 

’57 Corvette (8) conv., $1,150; Two-ten 
(6) 2-dr., $1,060*; station wagon 2- 
dr., $560; Two-ten (8) 2-dr., $675; 
Bel Air (8) conv., $1,000*; station 
wagon 4-dr., $975*. 

"56 Two-ten (8) station wagon 4-dr., 
$600* (ps); Two-ten (6) 4-dr., $365*; 
Bel Air (6) 4-dr., $600*; station wag- 
on 4-dr., $590*; Delray (8) 2-dr., 
$520*. 


55 Two-ten (6) 
$460; station wagon 4-dr., 
$410*; sport coupe, $270. 


station wagon 2-dr., 
$375; 2-dr., 


CHRYSLER—’57 Saratoga 4-dr. hardtop, 
$750*. 
’56 NY 4-dr., $520*. 


’55 NY 2-dr. hardtop, $425* (ps), 
DeSOTO—’56 Fireflite 2-dr. hardtop, $670* 
(ps). 
’54 Powermaster 2-dr., 
DODGE—’59 Sierra 
(ps). 
’57 Suburban (8) 2-dr., 
’56 Coronet (8) 2-dr., $390*, 
’55 Coronet (8) 4-dr., $260*, 
EDSEL—’59 Ranger 2-dr. , $500. 


$110*. 
(8) 4-dr., $1,400* 
$790*. 


$200*. 
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ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 





COLORADO 








Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU _ 1-7821 
SALE EVERY TUESDAY 
11:00 A.M 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write fer FREE Market Reports. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


Rates: Listing (maximum: three lines of 
space, 1 inch on 1 column—maximum 
ept., Automotive News, Detroit 7, Michigan. 


@ 1961, by Automotive News 





FORD—’61 Fairlane (6) 2-dr., 


’60 Country Sedan (8) 
(ps); Falcon (6) 2-dr., 
an 2-dr., $1,400*; 

, $1,400*, 

6O. ‘Country “Sedan 
Custom 300 (8) 4-dr., $850. 

’58 Custom (8) 2-dr., "$850", 

’57 Fairlane 500 (8) 2-dr. Victoria, 
$735*; 2-dr., $625*, $620* (ps), $560*; 
Custom (8) 2-dr., $625, $520*; 4-dr., 
$570*, $500; Custom (6) 2-dr., $420; 
Fairlane (8) 4-dr., $610*; Country Se- 
dan (8) 4-dr., $450* (ps). 

56 Thunderbird (8) 2-dr, hardtop, $1,- 
130*; Custom (8) 4-dr., 3260, 


$1,420*. 

4-dr., $1,825* 
$1,600; station 
Fairlane (8) 4- 


(8) 4-dr., 
$1,025*, 


$1,400*; 


LEADING USED-CAR AUCTION DIRECTORY 


e)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- | 
nches on 2 columns.) For display Rates contact Want Ad 


MICHIGAN 


Aptco 


DETROIT'S 


Hi 


Oldest, Largest and Very Best SS 


Wednesday at Noon 


Aptco 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Aptco 





Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 
“DUAL RING" 2 lines running simultane- 
ously. 


© Conveniently located in the heart of the 
automobile world. 


Ten acres of completely fenced parking 
area, 


© Always a fine selection of sharp cars. 
@ Friendly relations prevail at all times. 
@ Congenial auctioneers, 
@ Fair management, 
MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M. D. McCollum, Vice-President and Manager 
3711. Western Road Phone CEdar 2-318! 








NEW JERSEY 


N-A-D-E 


Tea 


600 CARS ..>,. 


EVERY WEEK LANES 


unct 
koute DOR 


ymnof Penna and N areal 
1, Bordentown N 
a 


i Turnpike « AXmnste re taT 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
-~Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation’s top auto auctions. 





’55 Fairlane (8) 4-dr., $320* (ps), $210*; 
conv., $300*; Ranch Wagon (8) 2-dr., 


$305*. 
LINCOLN—’59 Capri 2-dr. hardtop, $1,- 
610* (ps). 
’56 Premiere 2-dr, hardtop, $650* (ps). 
MERCURY—’60 Monterey 2-dr., $1,250. 


"59 Monterey 2-dr., $965*. 

’58 Colony Park e dr., $750*, 

’57 Monterey 2-dr. hardtop, $700*; 4-dr., 
$485*; Turnpike Cruiser, $575* (ps). 

"56 Monterey 4-dr., $330*; ‘Custom 2-dr., 
$275*. 

OLDSMOBILE — ’59 (98) 4-dr. Holiday, 

$1,575* (ps). 

’58 (88) 4-dr., $1,150* (ps); (88) Super 
2-dr. Holiday, $1,100* (ps); (98) 4-dr. 


Holiday, $950* (ps). 
"57 (88) Fiesta 4-dr., $775* (ps). 
"56 (88) 4-dr. Holiday, $585* (ps), $530*. 
PLYMOUTH—’58 Suburban (8) Custom 


4-dr., $780*; Deluxe 4-dr., $480*; Sa- 
voy (8) 2-dr., $620*, 
’56 Belvedere (8) 4-dr., $550*; Suburban 
(6) Custom 2-dr., $340*, 
PONTIAC—’58 Super Chief 4-dr., $1,050* 
(ps); Chieftain Safari 4-dr. (9 pass.), 
$800*. 
’57 Chieftain 4-dr, Catalina, $675*, 
’56 Chieftain station wagon 4-dr., $570*. 
RAMBLER—’58 American (6) 2-dr., $535. 
’56 Super Cross Country 4-dr., $560, 


$500*; Deluxe 4-dr., 
$200. 
STUDEBAKER—’59 Lark (6) 4-dr., $900*. 
MISCELLANEOUS—’58 Ford %-ton pick- 
up, $800. 
55 Ford %-ton pickup, 
%-ton pickup, $365. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of March 
8. Market real hot, Sharp cars bringing 
spring prices. Sold 78 percent of 155 con- 


4-dr., $425*; 


$460; Chevrolet 


signments. 
BUICK—’58 RM 4-dr., $1,090*. 
’57 RM 4-dr., $795*; Special 4-dr., $700*. 
°56 Super 2- ‘dr, hardtop, $550*; Special 
4-dr., $405*. 


’55 Super 2-dr, hardtop, $480* (ps). 


CADILLAC—’60 (62) 2-dr. hardtop, $3,- 
675* (ps). 
’59 (62) 4-dr., $2,825* (ps), 
’58 (62) 4-dr., $1,780* (ps). 
’56 (62) Sedan de Ville, $1,060*; 4-dr., 


$835* (ps). 
’55 (62) Coupe de Ville, $790*, 
°54 (62) 4-dr., $585* (ps), 


(Continued on Page 18, Col. 1) 











NEW JERSEY 





Minutes from New York City 







EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 
SEATS us A RT ERTNN oe rcihne MARR RS Ree RRS EN 





Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 





NEW YORK 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 
Overy Menday — I! O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 








heres 


Just as you read Automotive News with a 
more intense and moving interest than other 
publications, 5° does this big farm customer 
read his Home State Farm Paper. 

This is his occupational “trade paper.” More 
than that, it’s like a visit by a friendly neighbor .. - 
bringing him local news of people and events he knows - «+ 
significant stories of the latest in crops and livestock 
produced under his special conditions. 

From his Home State Farm Paper, this big farm 
customer makes his key planning and buying decisions. No 
other farm publication can match this “right where he lives” 
kind of motivation! 

Our INDIANA FARMER, OuI0 FARMER, MICHIGAN FARMER, 
PENNSYLVANIA FARMER, KANSAS FARMER, and Missour!I RuRALIST 
are Top-Third Farm Markets. KENTUCKY FARMER and TENNESSEE 
Farmer serve the rich Top-of-the-South market. All are printed 
in high-quality color gravure and offset. 


What a customer he is! 


THIS BIG 8-STATE CUSTOMER OWNS AND USES: 

Automobiles 1 ,046,577 
Trucks 700,604 
Field tractors 1 273,384 
Gallons fuel (est.) 1,728,1 70,400 
Expenditures for petroleum productS.-.----°° $ 342,865,903 
Total spendable farm income in these 8 states. . $1 4,4 77,093,000 


There’s a whole NEW LOOK in 
Farm Paper Aavertising —write 


You have new advertising opportunities in the Home State Farm Papers 
never before available in this field. ROP full color at surprisingly low 
cost — no expensive plates needed. Full bleed, no charge. Different copy 
in each state, no premium. Combination rate savings — earned on 4 
papers up to 8 (as much as $1,382.40 on a b& _ SrraicHT-LINE 
ADVERTISING services to help localize; focus and your selling. 
Send for brochure. 


Home State 
Farm Paper Unit E ie. 


1010 ROCKWELL AVENUE, — Hees 
CLEVELAND 14, OHIO Yes 


= ee 
TOP-THIRD FARM STATES.- _TOP-OF-THE sOUTH STATES fe : , IPO 17 Li 
j ‘ 
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Used-Car Auction Prices 





(Continued from Page 16) 


CHEVROLET—’ 61 Impala (8) sport sedan, 


$2,545* (ps); Bel Air (8) 4-dr., $2,- 
160°. 

°60 Bel Air (8) 4-dr., $1,640*; Corvair 
700 (6) 4-dr., $1,185, 


’59 Impala (8) conv., $1,700*; 4-dr., $1,- 
500* (ps); Parkwood (8) 4-dr., $1,- 
335*; Bel Air (8) 4-dr., $1,175*; Bel 
Air (6) 4-dr., $1,175*, $1,055; Biscayne 
(6) 4-dr., $1,095; 2-dr., $1,020, $980*; 


Biscayne (8) 4-dr., $1,050*; 2-dr., 
$970. 

’58 Impala (8) sport coupe, $1,135*; Bel 
Air (8) 4-dr., $990*; 2-dr., $870; 
Brookwood (6) 4-dr., $950* (ps). 

’57 Two-ten (8) station wagon, $900*; 


4-dr., $735*; Bel Air (8) 4-dr., $810*. 

’56 Bel Air (8) 4-dr., $750; sport sedan, 
$710*; 2-dr., $680; One-fifty (6) 2-dr., 
$530; Two-ten (8) 4-dr., $525. 

"55 Bel Air (8) 4-dr., $630*, $560*, 
$545°*; me-fifty (6) business coupe, 
$350. 

’54 Two-ten 4-dr., 
coupe, $300*. 


$315*; Bel Air sport 


$290*. 
Windsor 4-dr., 


'53 Bel Air 4-dr., 
OHRYSLER — ’60 
(ps). 
'58 NY 4-dr., $840* (ps), 
'56 NY 2-dr, hardtop, $670*, 


DeSOTO—’54 Firedome 4-dr., $265*, 
DODGE—’ 58 Coronet (8) 4-dr., $860* (ps). 

’57 Coronet (8) 4-dr., $685*. 

56 Royal (8) 4-dr, hardtop, $520*, 
EDSEL—’59 Ranger 4-dr., $645*. 
FORD—’61 Falcon (6) 4-dr., $1,800*, 

’60 Thunderbird (8) 2-dr, hardtop, $2,- 
490; Fairlane 500 (8) 4-dr., $1,340*; 
Falcon (6) 2-dr., $1,305; Custom 300 
(8) 4-dr., $1,260. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
310* (ps), $1,950*; Galaxie (8) 4-dr. 
Victoria, $1,410*, $1,400* (ps); 4-dr., 
$1,390* (ps); Country Sedan (8) 4-dr., 
$1,350*, $1,220; Country Sedan (6) 4- 
dr., $1,165* (ps); Fairlane 500 (8) 4- 
dr, Victoria, $1,275*; Fairlane (8) 4- 
dr., $1,100*, $1,045*, $1,040*; Custom 
300 (8) 4-dr., $1,050; 2-dr., $1,000. 

"58 Thunderbird (8) 2-dr. hardtop, $1,- 


$1,945* 





ta 
“BELL-RINGER’”’ 
MET eects 


Helps you 


Terrific merchandising idea that will help you 
ring up more sales than ever before! With each 
assortment of the 6 most popular Super Load- 
Levelers, you get the new Monroe “Bell 
Ringer.” It’s a handy car level gage that you 
put under a rear bumper, like a bumper jack. 


Call your jobber now. Get all the details about this terrific MONROE BR-6 ASSORTMENT! 













FREE 


MONROE AUTO EQUIPMENT COMPANY e 
In Canada, MONROE-ACME LTD., Toronto, Ontario « 


WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 


sell 


$5 Bell Ringer 
$3 Outdoor Plastic Banner (10') 
$3 Display Board and Rack 
Window Banners 
100 Hand-out Leaflets 











BR-6 Assortment—6 Super Load-Levelers 


MONROE, MICHIGAN 


In Mexico, MEX-PAR, Box 28154, Mexico City 


664* (ps); Fairlane 500 (8) 2-dr., 
$880*; Custom 300 (6) 2-dr., $860*; 
Ranch Wagon (8) 4-dr., $725*, 

’57 Country Sedan (8) 4-dr., $720*; 
Fairlane (8) 4-dr, Victoria, $665* (ps), 
$650*, $600; Fairlane 500 (8) 4-dr., 
$615 (ps). 

’56 Fairlane (8) 4-dr, Victoria, $510*; 


Main (8) 2-dr., $420, 

’55 Country Sedan (8) 4-dr., $390*; Cus- 

tom (8) 4-dr., $330*, 

’54 Crest (8) 2-dr. Victoria, $325*. 
LINCOLN—’57 Premiere 4-dr., $950* 
MERCURY — ’58 Monterey 4-dr., 

(ps). 
’57 Monterey 4-dr., $595*, $585*. 
’56 Montclair 4-dr., $500*; Monterey 4- 


(ps). 
$780* 


dr., $400*; Custom 2-dr, hardtop, 
$455". 
OLDSMOBILE—’61 F-85 4-dr., $2,260*. 

"60 (88) Super 2-dr. Scenic, $2,460* 
(ps). 

’59 (88) 2-dr, Scenic, $1,350*, 

’58 (88) Super 4-dr., $1,185* (ps); (88) 
2-dr. Holiday, $830* (ps), 

’57 (88) 4-dr., $710*. 

"56 (98) 4-dr., $630* (ps), 


’55 (98) 4-dr., $375*, 
’54 (88) 4-dr., $405*. 
’53 (88) 4-dr., $210*, 

PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 
000* (ps), $940* (ps); Belvedere (6) 
4-dr., $890*; Savoy (6) 4-dr., $805, 
$785. 

’57 Suburban (8) 
(8) 4-dr., $520*. 


4-dr., $620*; Savoy 





Set the gage to fit the customer’s car. Add 
weight to the rear seat or trunk. The buzzer 
sounds .. . and the indicator rod clearly shows. 
whether your customer needs Super Load- 
Levelers for a safer, more comfortable ride. 


Your selling price $131.70 
Cost. . 88.50 
YOUR PROFIT... $43.20 
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Model Breakdown 
Of Auction Averages 

















Mar., 1961 Feb., Jan., 
Model To Date 1961 1961 
$2,457 $2,533 $2,812 
1,917 1,932 1,935 
1,346 1,370 1,340 
955 920 785 
627 632 676 
453 439 429 
333 320 324 
207 219 242 
Overall 
Average $1,037 $1,046 $1,075 
56 Savoy (8) 4-dr., $430*; Belvedere 
(8) 2-dr., $400. 
’55 Plaza (8) Suburban, $450. 
PONTIAC — ’60 Catalina 4-dr., $2,105* 
(ps); 2-dr, hardtop, $2,025 (ps). 


’59 Bonneville sport coupe, $1,875* (ps). 
’58 Chieftain 4-dr., $630*. 

’55 Star Chief 2-dr. Catalina, $405* (ps). 
RAMBLER—’59 Custom (8) Cross Coun- 
try, $1,280; Super (6) 4-dr., $975*, 
’58 Ambassador (8) Cross Country, $1,- 

000* (ps), 
’57 Custom (6) Cross Country, $670*. 











’56 Super 4-dr., $560, 
55 Custom 4-dr., $315. 
STUDEBAKER—’59 Silver Hawk (6) 2-dr. 
hardtop, $1,090, 
’56 Champion (6) 4-dr., $375. 
MISCELLANEOUS—’58 Chevrolet (6) %- 
ton truck, $770. 
’57 Chevrolet (6) %-ton pickup, $750. 
’56 Ford (8) %-ton, $620. 
’55 Chevrolet (6) 1-ton truck, $545, 
4 


’54 Chevrolet 1%-ton truck, $340, 
DETROIT 
Aptco Auto Auction. Sale every Wednes- 


day. Prices are for sale of March 8. 
BUICK—’60 LeSabre 4-dr. hardtop, $2,225* 
(ps); 2-dr. hardtop, $2,040* (ps). 
’59 Invicta 4-dr., $1,435* (ps). 
’58 Special 4-dr. Riviera, $970* 
2-dr., $700* (ps). 
’57 RM 4-dr. Riviera, $770* (ps). 
’51 Super 2-dr. Riviera, $275*. 


(ps); 


CADILLAC—’59 de Ville 4-dr. hardtop, $2,- 
850* (ps). 

’56 (62) Coupe de Ville, $820* (ps); 2-dr. 
hardtop, $625*. 

CHEVROLET—’60 Impala (8) conv., $2,- 
200* (ps), $2,125*; 2-dr. hardtop, $2,- 
075* (ps); Bel Air (8) 2-dr., $1,525*; 
Corvair (700) (6) 4-dr., $1,475*, $1,- 
335. 

’59 Impala (8) 2-dr. hardtop, $1,575* 
(ps); Parkwood (8) 4-dr., $1,325* (ps), 
$1,200*; Bel Air (8) 2-dr., $1,250*, 
$1,100, . $1,100*, $925*; 4-dr., $1,205; 
Bel Air (6) 2-dr., $1,120*; Biscayne 
(6) 2-dr., $1,170*; 4-dr., $1,105*, $1,- 


010; Brookwood (6) 4-dr., $1,090. 

’58 Bel Air (8) 4-dr., $1,200* (ps); 4-dr. 
hardtop, $1,040* (ps), $970* (ps); Bis- 
cayne (6) 4-dr., $1,010* (ps); Biscayne 
(8) 2-dr., $830*; Parkwood (8) 4-dr., 
$1,000*. 

’57 Bel Air (8) 4-dr., $875*. 

’56 Bel Air (8) conv., $650*, $600*; 2-dr. 
hardtop, $635*; 4-dr., $545*; 4-dr. 
hardtop, $525*; Two-ten (6) 2-dr. hard- 
top, $595*; Two-ten (8) 2-dr., $520*. 

55 Two-ten (6) 2-dr., $340; Bel Air (6) 
2-dr., $210*. 

CHRYSLER—’59 Saratoga 
$1,525* (ps). 

"57 (300 C) sports coupe, $885* (ps). 


4-dr. hardtop, 








DeSOTO— 57 Fireflite 4-dr, hardtop, $660* 
(ps). 
DODGE—’61 Dart (8) Phoenix 2-dr. hard- 


top, $2,340* (ps). 

60 Dart (8) Phoenix conv., $2,100* (ps). 

’59 Coronet (8) 2-dr. hardtop, $1,200; 
Coronet (6) 4-dr., $915*. 

758 Coronet (6) 2-dr., $590*. 

’57 Coronet (8) 2-dr. hardtop, $590*; 
4-dr., $550*, $400*; Royal (8) 4-dr. 
hardtop, $585*. 

’56 Royal (8) 2-dr. hardtop, $515*; Cor- 
onet (8) 2-dr., $250. 

"55 Roval (8) 2-dr. hardtop, $310*; Coro- 
net (8) 2-dr, hardtop, $260* (ps). 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,730* (ps), $2,635* (ps); Galaxie (8) 
conv., $2,000* (ps), $1,950* (ps); Coun 
try Sedan (8) 4-dr., $1,710*; Ranch 
Wagon (8) 4-dr., $1,625*; Fairlane 500 
(8) 2-dr., $1,475*; 4-dr., $1,415*, $1,- 
400* (ps); Fairlane (8) 4-dr., $1,425* 
(ps); Faleon (8) 4-dr., $1,350; Falcon 
(6) 4-dr., $1,250; Custom 300 (6) 2-dr., 
$1,300. 

’59 Galaxie (8) Skyliner, $1,800* 
4-dr, Victoria, $1,520*, $1,265* (ps); 
Country Sedan (8) 4-dr., $1,305*; Fair- 
lane (8) 4-dr., $1,075*; Custom 300 
(8) 2-dr., $900; Custom 300 (6) 2-dr., 
$890*; 4-dr., $725*. 

’58 Thunderbird (8) 


(ps); 


2-dr. hardtop, $2,- 
070* (ps); Fairlane 500 (8) 2-dr. Vic- 
toria, $965* (ps); 4-dr., $770*; Fair- 
lane (8) 2-dr. Victoria, $750; Country 
Sedan (8) 4-dr., $900* (ps); Custom 
300 (8) 4-dr., $760*; Custom 300 (6) 
2-dr., $640. 

’57 Fairlane 500 (8) Skyliner. $900* (ps); 
conv., $810* (ps); 2-dr. Victoria, $620*, 





$565*; 4-dr., $575* (ps), $570*, $550*; 
Fairlane (8) 4-dr., $485*; Ranch Wag- 
on (8) 2-dr., $500*; Custom 300 (6) 
4-dr., $400. 


56 Fairlane (8) conv., $700* (ps); 4-dr., 
$410; Main (6) 2-dr., $310. 


’55 Country Sedan (8) 4-dr., $340*. 


IMPERIAL ’59 Crown Imperial 4-dr. 
hardtop, $2,430* (ps); Imperial 4-dr., 
$2,175* (ps). 

’58 Imverial 4-dr. hardtop, $1,465* (ps). 

LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $2,525* (ps). 

MERCURY—’59 Montclair 2-dr. hardtop, 
$1,410* (ps); Monterey 2-dr. hardtop, 
$1,200*. 

’58 Monterey 2-dr., $760*. 

"57 Montclair 2-dr, hardtop, $680* (ps); 
4-dr., $475*; Monterey 4-dr., $670*. 

’56 Monterey 2-dr. hardtop, $205*. 

’55 Monterey 2-dr. hardtop, $225". 

OLDSMOBILE—’60 (88) Super 4-dr. Holi- 

day, $2,380* (ps). 

758 (88) 4-dr., $900*. 

’56 (88) 4-dr., $240*. 
PLYMOUTH—’60 V-200 (6) 4-dr., $1,450*; 


V-100 (6) 4-dr., $1,320. 
’59 Belvedere (6) 2-dr. hardtop, $1,505*; 


Suburban (8) 4-dr., $960, $900. 
’57 Belvedere (8) 2-dr. hardtop, $525*; 
4-dr., $450*, $410* (ps). 


PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 


410* (ps); Catalina Safari 4-dr., $2,- 
150* (ps). 

’59 Bonneville 2-dr. Vista, $1,950* (ps); 
2-dr., $1,625*. 

’58 Chieftain conv., $900* (ps). 

’57 Chieftain 2-dr., $700*. 

’56 Chieftain Safari 4-dr., $425*; 2-dr., 
$265*. 

RAMBLER—’59 Super (6) Cross Country 

4-dr., $1,275. 


’58 Super (6) 2-dr., $550. 
MISCELLANEOUS ’59 Chevrolet (8) 
Apache pickup, $865. 
58 Chevrolet (6) Apache pickup, $720. 
’52 Ford (8) F-100 pickup, $100. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday, Prices are 
for sale of March 7, 

BUICK—’60 LeSabre 4-dr. hardtop, §$2,- 
285* (ps). 
°59 Electra 225 conv., $1,935* (ps). 
’5S Special 2-dr., $895*. 


’57 Super 4-dr. Riviera, $840* (ps), $790* 


(ps); Special 2-dr. Riviera, $590*, 

’56 Special 2-dr. Riviera, $425*. 

55 RM 2-dr. Riviera, $385* (ps), $285* 
(ps); Special 2-dr. Riviera, $345*, 2 at 
$335*; Super 2-dr. Riviera, $340* (ps), 
$325* (ps), $290* (ps). 

"54 RM conv., $500* (ps); Special 2-dr. 


Riviera, $310* (ps); Super 4-dr., $230* 


(ps). 

CADILLAC—’60 de Ville 2-dr. hardtop, 
$4,310* (ps), $4,275* (ps), $3,985* 
(ps); (60) Special 4-dr, hardtop, $4,- 
190* (ps); (62) 4-dr., $4,135* (ps), 


(Continued on Page 61, Col, 1) 
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Twenty-five years ago, six special '36 Ford V-8’s were made of Al- 
legheny Metal, today’s Allegheny Stainless. They proved that noth- 
ing lasts like Allegheny Stainless. On the car shown above, tires 
wore out, shocks had to be replaced, yet the stainless was like new. 
Gears and transmission wore out. Mileage passed 250,000. Still 
the stainless was like new. Now a veteran of four engines and 
400,000 miles, the Allegheny Stainless is just as good as it 
was when it left the factory—always stainless, always like new. 





This T-Bird is all Allegheny Stainless. 
The Budd Company, fabricators of 
Thunderbird bodies, made the parts 
on its regular production dies from 
Allegheny Ludlum stainless steel taken 
from a regular production run. Ford 
completed the car and rolled it from 
the regular assembly line for delivery 
to Allegheny Ludlum. Body work is 
Type 302 stainless with a special satin 
finish; muffler, bumpers are 302. All 
trim is Type 430, mirror finish. 








Sn ies dat all 


Be eed 
Pres ia ata be 


This Stainless Bird wont lose its plumage 


Twenty-five years from now, this 1960 stainless 
steel Thunderbird will still look showroom new. 
Time won't dull its luster any more than it has the 
special 1936 Ford V-8—also made from Allegheny 
Stainless. 

These cars, built 24 years apart, were made for 
Allegheny Ludlum as practical demonstrators of 
the long-lasting good looks of Allegheny Stainless, 
its corrosion resistance, its strength, and its ease of 
fabrication and joining. 

A-L will display the new car—along with its 
new-looking older sister—at auto shows, in fairs, 


and exhibits to stimulate consumer interest in the 
lasting value of the stainless now being used so 
effectively on American automobiles. 


No other material can keep pace with stainless 
steel. When you need beauty and practicality... 
long life. ..unexcelled engineering performance. . . 
you can rely on Allegheny Stainless, by the leading 
stainless supplier to the automotive industry 


For even better cars tomorrow, Allegheny Lud- 
lum’s research is constantly developing new stain- 
less steels and new uses for existing stainless steels. 








Even Stainless pops up with problems... .. 


As you would expect, the growth and develop- 
ment of even stainless steel automotive applications 
have not been without some dark moments. With 
Allegheny Ludlum's considerable background in the 
automotive applications, and even greater experi- 
ence with stainless steel in a demanding variety of 
industrial environments, it came as a distinctly un- 
pleasant surprise to learn that certain automotive 
trim parts of stainless were not standing up. Neither 
were other metals, but stainless must stand up. 


BRIGHT ANNEAL FINISH 


Isolated reports began to filter in from various 
locations throughout the country complaining of a 
frosty white etch appearing on Type 430 trim and 
molding components. Allegheny Ludlum’s exami- 
nation of the problem revealed that this condition 
was due to increasing use of road salt for snow re- 
moval. Other factors were processing changes made 
at the mill to meet the fabricators’ demands for 
brighter strip finishes to reduce buffing costs. 





Extensive research suggested that this condition 
was probably due to the final pickling operation 
given bright automotive strip. In processing, the 
strip was annealed conventionally which formed a 
thin oxide layer on the strip. Pickling was necessary 
to remove that oxidation. But heavy pickling tend- 
ed to produce a duller finish. The problem was to 
eliminate or minimize the pickling that was needed 
to remove the oxide layer. 

The automakers spelled out this problem: In 
addition to developing a finish that would resist 
this corrosive road condition, come up with a finish 
that was even brighter than before. Allegheny Lud- 
lum analyzed its experience with smaller equipment 
where stainless steel was annealed in a vacuum or 
an inert atmosphere. The surface oxide was avoided 
and, therefore, so was the final pickling treatment. 
Result: better corrosion resistance than obtained in 
the past and a brighter finish. 

The solution involves annealing stainless on a 
continuous, tonnage basis in a pure, dry hydrogen 
atmosphere which permits no oxidation or scaling, 
and keeps the surface clean and bright. A new 
Allegheny Ludlum furnace—the largest of its kind 
ever built in this country—went into full produc- 
tion on November 1, 1960, giving Allegheny Lud- 
lum the tonnage capacity to service the automotive 








, and heres how A-L solved them 


industry with Bright Annealed Allegheny Stain- 
less Strip in all automotive stainless types in the 
brightest, most corrosion resistant state. 


NEW—SUPER CORROSION RESISTANT 
A-L 433 


Another problem faced recently was that of 
pitting and crevice corrosion on trim in certain, 
specific areas of the United States. After much in- 
vestigation by the automotive companies and the 
stainless producers, it was believed that it was due 
to increased use, in combination, of deicing mate- 
rials—salt, calcium chloride, slag, cinders—during 
winter in some sections of the country. 

After extensive research in A-L’s laboratories, 
a new steel to combat these conditions was devel- 
oped. Tentatively called A-L 433 and patent applied 
for, it is an improved Type 430 alloy with the 
greatest corrosion resistance of any of the straight 
chrome stainless steels. Molybdenum is added to 
improve corrosion resistance against general pitting 
and copper is alloyed to enhance the moly in com- 
batting crevice corrosion. 

Available now, and at no premium in price over 
standard Type 430, A-L 433 should end the isolated 
complaints of pitting and crevice or joint corrosion, 
which has been called ‘‘red or back rust’’ in auto- 
motive industry slang. 


MINIMUM ROPING TYPE 430 


Another vexing problem reported, even though 
it was by no means universal, was roping. Some of 
the fabricators were running into this phenomenon 
which showed up as a lightly furrowed, wrinkled 
appearance, marring the surface of the finished part 
after severe stretching operations had been per- 
formed. 

Heavy buffing, resulting in unusual costs, was 
required to eliminate these lines. Occasionally, it 
meant rejections. Considerable investigation and 
research has resulted in a special stainless steel strip 
with low roping characteristics. A combination of 
alloying and processing resulted in uniform ductil- 
ity across the strip. A-L Type 430, low rope quality, 
is already in use in these applications. 

And so, one by one, as unusual design, fabricat- 
ing, and service conditions dictated, the problems 
of stainless in automotive service have been met 
head on and dealt with by Allegheny Ludlum in 
cooperation with the nation’s leading automakers 
and fabricators. With its research and service teams, 
with its extensive production facilities, A-L ex- 
pects to lead the way to the increased use of stain- 
less steel in the automotive designs of the future. 
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Allegheny Bright Annealed Stainless Strip is produced in this special continuous annealing furnace, on 
line at Allegheny Ludium since November 1, 1960. Bright annealed strip results in a more corrosion 
resistant and brighter finish. 











STAINLESS...a growing force in todays automotive design 


The continued improvement in stainless steels and the increased 
demand of today’s motorists for attractively styled automobiles that 
stay attractive have combined to throw open the door to more and 
more stainless automotive applications. And longer warranties are 
pushing the trend to stainless. Here are some of the places you're most 
likely to find Allegheny Stainless on cars today...or maybe tomorrow. 


RUE Py  - "ecaaamnaran cemaaameamaetee eset: 


It’s long been admitted by automotive people that a 
car shouldn't have one of its components operating in a 
hot, highly-corrosive environment without real corro- 
sion resistance built into that part. But it’s been a cost 
problem. Allegheny Ludlum's answer to the muffler 
problem is MF-1, a special, economical, ferritic stainless 
psteel with good formability and corrosion resistance. 
Mufflers made from MF-1 have corrosion resistance built 
in. The stainless is solid. There will be mufflers made 
entirely from MF-1; others with MF-1 in the corrosion- 
susceptible internal wraps and baffles only. In either case, 
this corrosion resistance won't chip, peel, or burn off. 








Nothing enhances the beautiful lines of an automo- 
bile like sparkling brightwork, and nothing is a bigger 
chore to care for if it begins to spot and pit, rust or peel. 
With Allegheny Stainless trim, the original beauty is a 
beauty forever, stainless clear through and as corrosion 
resistant in its old age as the day it came off the line. 
Highly formable, gleaming bright, protective and dent 


resistant. ..stainless steel. 





Seer Grilles Goes 








Wheel covers and hubcaps demand a variety of 
metal characteristics and some are almost mutually 
incompatible. ..springiness, formability, dent re- 
sistance, brightness, corrosion resistance, scratch 
resistance, dimensional stability, stiffness...and 
more. Only one metal can come close to meeting all 
these requirements. ..stainless steel. 








Nothing establishes the appearance of a car as 
much as the ‘‘expression on its face’’...its front 
end-grille design. And nothing has more to con- 
tribute to the beauty, prestige, and crisp styling of 
the grille design than stainless steel. Allegheny 
Stainless in bar form, tubing, strip or patterned 
sheet lends itself to economical fabrication tech- 
niques...roll forming, expanded metal, spot weld- 
ing...all important in any fabrication with as 
much resultant waste as present grille forming 
techniques. Automotive engineers, using some of 
these newer processes, are re-evaluating stainless. 
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STAINLESS .. .both on and over the automotive horizon 


More and more stainless steel will 
appear on the cars of tomorrow. Every- 
thing points to it...today’s conditions 
require it, so will tomorrow's. There's 
a definite trend to longer warranty peri- 
ods. Competition will probably cause 
these warranties to be extended, and ex- 
tended yet again. Parts simply must last 
longer to make these warranties possible. 

There's also a trend toward less own- 
er-maintenance, such as sealed lubrica- 
tion systems, sealed engine coolant and 
automatic air conditioning systems, 
self-adjusting brakes, and the like. De- 
sign features such as these will continue. 
Again, competition will probably force 
the extension of such systems, and their 
inevitable elaboration. 

Both trends lead to increased use of 





Bumpers 


Allegheny Stainless. When parts just 
have to stand up in warranty, the call is 
for stainless. And when less owner- 
maintenance develops, the corrosion re- 
sistance and foolproof characteristics of 
stainless begin to pay off. Such hidden 
applications as fuel tanks, floor pans, 
surge tanks, radiator systems, etc., are 
already receiving a good, hard look from 
engineers as future stainless applications. 

Other requirements are advanced by 
design problems and improvements in 
automotive interiors. Gleaming, durable 
stainless steel makes a sales feature of 
the constant, close-up scrutiny of even 
the most discriminating auto passenger. 
It stands up under constant handling, 
scuffing and lack of polishing and pro- 
vides the modern automotive interior 


Possibly the most exciting design possibilities involve the front and rear of 
the modern automobile and the need for bumpers. Designers are faced with the 
task of integrating a massive section of metal into an over-all design concept. 
Stainless steel can play a very great part in this effort, from both the esthetic and 
structural standpoints. 

One interesting bumper technique is the fabricated bar bumper of stainless 
steel. Solid stainless bars offer an unmatched combination of beauty and strength, 
are easily formed, and may be worked into a variety of front-end designs featuring 
floating grilles and fabricated bumper guards. Stainless bars are repairable, by 
straightening, welding, buffing... .all relatively simple operations. 

Or, the protection and beauty of stainless steel may be obtained in a bumper 
with a metallurgically-bonded stainless cladding over the baser, underlying metal. 
Cladding offers the same exterior corrosion resistance and durable beauty as solid 
stainless designs. It won't scrape, peel, or rust. And, for maximum impact strength, 
and equal protection with lighter cross sections, some of the high strength stainless 
grades offer most interesting avenues for exploration. 


Interiors 


with the ornamental brilliance that is 
uniquely stainless. 

Characteristic of stainless, as well, is 
its remarkable ability to withstand ele- 
vated temperatures for long periods of 
time, and to resist corrosive environ- 
ments under such conditions. As early 
developmental work has shown, this 
admirably fits it for service on the nu- 
merous anti-smog devices now vying for 
official recognition. With service tem- 
peratures as high as 1800 F, with lead 
oxide, sulfur, catalysts, and other chem- 
ical corrosion a factor, no other mate- 
rial can be actively considered aside 
from a stainless, heat-resisting steel. 

These are just a few thoughts on how 
Allegheny Stainless and the automotive 
designers will be working for motoring 
enjoyment. ..tomorrow or the next day. 














The Value of Stainless E 
in Automotive Design... 








IN DESIGN. design- 


ers, stainless steel has a highly utilitar- 
ian character. Designers feel better about 
working with its honest nobility. They 
prefer its reliability, its mathematical 
predictability, its strength, the look and 
feel of it, and its uniquely masculine 
character. It’s a designer’s metal. 


ly ALLEGHENY LUDLUM STEEL CORPORATION Gs) 


General Headquarters: Oliver Building, Pittsburgh 22, Pa. 


EVERY FORM OF STAINLESS EVERY HELP IN USING IT 
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(Continued from Page 12) 


were engineered alike; you could 
take it or leave it. 

As for myself, I left it. I drove 
an Austin over 100,000 miles, 
sometimes getting 60 miles per gal- 
lon after I made a hand control 
for mixture on the dashboard. 

American cars could be greatly 
improved with no increase in cost 
by better streamlining. All they 
need do is open their eyes as to how 
nature does it. 

Take a look at a tadpole, notice 
the thinness of the end of a fish 
tail, look at the thinness at the 
end of any bird’s tail. The thin 
end drags less water or air. 

I believe it is better to reduce 
the work the engine has to do than 
to build a larger and heavier en- 
gine to overcome stupid engineer- 
ing. No doubt many of you know 
how a long, heavy freight train has 
to start. The locomotive cannot 
move all the cars at once, but it 
can move the first one, then the 
second one, and so on down the 
line. 

Too many automobiles today 
lack flexibility in the driveline. 
John Wilkinson of the Franklin 
Co. was probably the foremost 
engineer in designing flexibility 
into an automobile with light un- 
sprung weight. I have never seen 
a faster car on a bad road than 





Metvodes Dealers 
Offered Free Trip 
To West Germany 


SOUTH BEND.—American Mer- 
cedes-Benz dealers will join offi- 
cials of Daimler-Benz A, G. as 
guests of Mercedes-Benz Sales, Inc., 


this summer when 
automobile 
cele- 


the 
company 
brates its  Dia- 
mond Jubilee in 
Stuttgart, West 
Germany. 

L. A. Fleener, 
Mercedes - Benz 
Sales president, 
said plans for the 
observance are 
unique in automo- 
bile industry his- 





Lon A. 
tory. The company, a subsidiary of 


Fleener 


Studebaker-Packard Corp. dis- 
tributes Mercedes-Benz cars in the 
United States. 

Two chartered jet planes will 
transport dealers and their wives 
from New York to Vienna, Austria, 
for the beginning of a 10-day tour. 
The group will visit Vienna, Salz- 
burg, Berchtesgaden and Munich 
before arriving at Stuttgart for the 
jubilee festivities. The return flight 
to New York will be made via 
Frankfurt. 

“Mercedes-Benz Sales will pay all 
travel expenses from New York to 
Europe and return for the dealers 
and their wives,’ Fleener said. 
“Dealers will qualify for the trip 
by making retail sales between Feb. 
1 and May 31 equal to the sales 
made during the same period in 
1960. There is no competition 
among dealers for the jubilee trip.” 


Fleener said the oldest name in 
motordom began in 1886 when Karl 
Benz drove his first motor vehicle 
with the chassis and drive unit 
forming one integral part on the 
streets of Mannheim. During this 
same year Gottlieb Daimler inde- 
pendently began development of 
motor vehicles. The two pioneer 
companies merged in 1926. 





New Veek Area a 


To Assemble May 8 


NEW YORK. — The annual din- 
ner meeting of the Greater New 
York, Long Island and Westchester 
Automobile Dealers Assn., Inc., will 
be held May 8. 

This association was recently 
formed by the merger of the 
Brooklyn and Long Island Dealers 
and the Automobile Merchants 
Assn. of New York, both of which 
had been Operating for over 50 
years. 













an oldtime Franklin — no shock 
absorbers either. 

I was born in a Florida orange 
grove, still live in an orange 
grove; that makes me a Cracker. 
We have a four-wheel drive Jeep, 
a dome-head DeSoto and a little 
valveless German DKW. 

Last summer we drove the DKW 
valveless to Niagara Falls and back, 
2,904 miles, most of the time doing 
60 to 70 miles per hour. We got 
better than 32 miles per gallon. 

What I want now is a valveless, 
air-cooled four-passenger car. I 
like Automotive News; that is why 
I have been reading it several years. 
—L. C. Hanna, Hanna Rd., Route 
3, Lutz, Fla. 

* * * 


Boys in Business 


I get quite a kick out of these! 


boys in business (seeking to be 
recognized as the youngest auto 
dealer). It takes me back 30 years 
to.when I was a young dealer—19 
years old—or back to the days of 
1931 when, if you had a job and 
were making $25 a week, you were 
living high off the hog. 

I had been out of high school for 
a year and I didn’t know what I 
wanted to do. My father, who came 
to this part of the country about 
1905, got into the land business. 
When the Big Depression came 
along in the ’30s the finance com- 
panies were taking back cars faster 
than they could sell them and my 
father had to take back some land 
he was carrying on contract. 

Between us we hit on an idea. 
My father traded a finance com- 

pany in Dodge City a quarter 

(160 acres) of land for 16 used 
cars and I was in business as a 
dealer. I had to get him $1,600 out 
of those 16 cars. Everything above 
that and expenses was mine. 

Eventually, we made about three 
such deals with the finance company 
and it worked out for all of us 
concerned. 

In March, 1934, I bought into the 
Ford dealership in Colby, Kans., 
when I was not quite 22 years old. 
-That business went along as Barker 
Murray Motor Co. until August, 
1937, at which time I sold out. 

After loafing for a month or so, 
I made another land trade with a 
dealer in Salina, Kans., and got back 
into used cars. In October, 1937, I 
signed my first contract with Chrys- 
ler Corp., handling DeSoto and 
Plymouth. Along with new cars, I 
continued to trade Jand for used 
cars and, a couple of times, even 
for a new Chrysler, up until some 
time in 1941. 

I continued with DeSoto and 
Plymouth up to the late fall of 
1956 (outside of a couple of years 
during the war when I was off 
instructing younger men in the 
first art of flying for Uncle Sam), 
when after 19 years as a Chrysler 
Corp. dealer we parted company. 

I am sorry to see the good name 
DeSoto being discontinued and I do 
not think it was necessary to dis- 
continue it. 

It was a hell of a good car. 

I still have my building.and still 





operate it in a small way. We handle 
a few used cars and also a foreign 
car, but farming is the main source 
of income along with camping 
trailers. 

I also have way too big an inven- 
tory of Chrysler Corp. parts and 
can’t eat them. But we manage to 
sell a few of them as we go along. 
(I wish Chrysler Corp. would buy 
back the parts.) 

Getting back to young dealers, 
it isn’t a question with me as to 
who is the youngest dealer at 
present, but who was the youngest 
back in the early ’30s? Do I qual- 
ify or am I just another reader 
thinking back to the good old 
days when you made $25 to $50 
on a new car and didn’t have to 
worry about some outside dealer 

invading your territory and it 
didn’t cost so much to live or to 
purchase a new car. 


Dealer cost on a new Plymouth 
deluxe four-door sedan in October, 
1940, was $720 and retail was $905. 
The same kind of DeSoto invoiced 
for $842 and retailed for $1,090, 

I still have those papers from my 
distributor, Paul Swartz Motor Co., 
Salina, Kans., for ’41 model cars. 

I am sorry that he has gone— 
the way so many new-car dealers 
have gone in the past few years— 
through expenses, tradeins, smaller 
profits, no protective territory, la- 
bor unions, chiseling customers and 
free service.—C. D. Murray, Murray 
Motor Co., Colby, Kans. 

* * * 
Import Breakdown 


Why have you discontinued list- 
ing new-car registrations for for- 
eign cars by makes? I assume that 
they are included in the “Misc.” 
item in the Top Cars registrations, 
which for 1960..was 507,695. 

This number is exceeded only by 
the totals for Ford and Chevy and 
I for one would like to see some 
breakdown of such a large figure. 
I believe that one of the imports 
outsold half of the 16 “Top Cars” 
of domestic make but I can’t find 
this information in your paper. 

In this connection, I would like 
to see all compacts listed separ- 
ately as you do with the Comet. 
Since the compact sales now in- 
clude one in four (and still in- 
creasing) it is of more than pass- 
ing interest to have this informa- 
tion. 

The above suggestion is offered 
with a view to making a good 
publication even better. — A. J. 
Ouiver, Manatee, Fla. 

Epitor’s Nore: A breakdown of 
imported-car registrations was 
published in the Feb. 27 issue on 
Page One and Page 4. For those 
domestic compact cars for which 
no registrations are separately 
listed, R. L. Polk & Co. includes 
the total with the parent make, 
according to request of the re- 
spective factories. 

* * * 
Poison Pointer? 


With so many defective car muf- 
flers in use that can and often do 
result in death to unsuspecting car 
drivers and passengers, I’d like to 
see someone research and develop 
a carbon monoxide detector that 
shows the presence of this poison- 
ous gas by changing color. 

It would have to be simple, low 
cost and unaffected by moisture 
and temperature changes.—R. Buac- 
DEN, East Hampton, Conn. 








Bill Would Make Failure 
To Honor Warranty a Crime 


DENVER.—A number of bills} 


concerning the auto industry have 
been introduced in the Colorado 
Legislature. Among them is House 
Bill No. 290. This bill reads: 


“Section 1, Refusal to perform 
warranties — penalty. Any motor 
vehicle dealer, as defined in sub- 
section 13-11-2 (3), Colorado Re- 
vised Statutes 1953, who has con- 
tracted with the manufacturer of 
motor vehicles to perform war- 
ranties made by the manufac- 
turer to a purchaser and who re- 
fuses to perform as provided by 
the warranties, when requested 
by the purchaser or manufactur- 
er, shall be guilty of a misde- 
meanor and upon conviction shall 
be fined not more than $1,000 or 
imprisoned in the county jail not 
more than 30 days or both.” 


This bill is in the Business Af- 





fairs Committee with no action 
taken as yet. 


Another bill, HB-272 is the Lien 
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Made by a company wifh 29 years automotive experience 


SELL 
CLIMATIC 
AIR 
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Climatic Air auto air conditioners for 1961 offer YOU more 
Profits, more satisfied customers, more prestige with a 
quality performing unit. A model for every style and make 
of automobile including most foreign models and American 
compacts. The Portamatic truck unit offers the finest per- 
formance on record for every truck cab on the road. It will 
PAY you to check NOW with the .auto air conditioner line 
that SELLS with a sales promotion plan for dealers: 


for Distributor and Dealer information — contact: 






Portamatic 





AUTO AND TRUCK AIR CONDITIONING 


3030 CANTON 804 W. ERWIN 
DALLAS, TEXAS TYLER, TEXAS 
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SAVE LABOR! SAVE TIME! 


USE OUR CHROME PLATED.GRILLE REPAIR CAPS. INSTALLED IN- 
STANTLY WITHOUT REMOVING ORIGINAL GRILLE. EASILY AND 
NEATLY COVERS. RUSTED-OUT ‘PARTS ON CHEVROLET AND FORD 
GRILLE FENDER EXTENSIONS. 


Shaded portions show where our repair caps fit. 


Dealers Net. CHEV. 1954 $6.45 Pr., FORD 1953 $7.65 Pr. 


NEW! NOW AVAILABLE 
CHEV. 1956 REPAIR CAPS 
INSTALLED INSTANTLY ON 
ORIGINAL GRILLE FENDER 
EXTENSIONS WITHOUT REMOVING 


Dealers Net 


$5.95 Per Pair 
DETROIT GRILLE MFG., 258 E. Vernor, Detroit 1, Mich. 














Bill. This bill is virtually the same | = 


as the 1959 bill sponsored by the 
Independent Garage Owners Assn, 
It was defeated two years ago. 

The -bill would seriously re- 
strict the sale of older vehicles 
on a time basis, as any repair bill 
on an older car would have to be 
paid by the first chattel holder, 
if the car’s owner were unable 
or unwilling to pay the bill. 

This could work a hardship on 


| people in the low income groups 
| because dealers,.fearing later place- 


ment of a ‘prior lien, would hesti- 
tate to sell. older cars except for 
cash, new-car dealers here point 
out. They say the slower sales of 
used cars would depress their value, 
in the hands of the public, as well 
as the dealer. 











“STRONG IDENTIFICATION AT LOW COST” ... that’s what dealers 
say about Childers Carports with colorful Panorama trim. Big sign letters 
are easily attached to the smart front panel. Save the expense of a separate 
sign! Sheltered cars stay sparkling clean, and gay night lighting attracts 
extra customers. Read how Childers Carports pay for themselves by reduc- 
ing display costs. See Page 59. 





P 
Se Ge MeZ 


Studying a Lady's Reactions— 


Irvin Hill, an instrument technician at GM's Research Laboratories, operating an 
analog driving simulator to study this girl’s road reactions. Beneath the five horizontal 
bars are two short vertical bars representing a car's front wheels. The five bars|'ther refinement 


keep shifting, simulating bends in the road. The driver is supposed to manipulate) and testing, while 
‘awaiting a deci- 


the steering wheel to follow the road curvature. 
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TURNINGS ... 
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Most Factories Testing 
Single-Leaf Springs 


it was ap- 











Manufacturers of Metal Buildings ° 
Sales offices in Los Angeles and Richmond, Calif. ° 


mH 


Pull more traffic...handle more traffic 


with a new BUTLER BUILDING 


How come so many auto dealers are buying Butler 
buildings? Simple! Butler gives you more for your 
money. More customer attracting style, more prestige, 
more usable space — more value. 

Here’s why. Rigid frame Butler steel structurals 
carry the entire building load. Result, you get large, 
spacious uncluttered areas in which to showcase your 
cars. The effect is truly dramatic . . . attention com- 
pelling. Best dressed pre-engineered buildings ever. 

In your service area, clear-spans bridge up to 120 
feet. Here’s maneuverability without fender denting 
posts. Natural roof-slope helps carry away exhaust 
fumes. Hoists are easily installed. Clear plastic Butler 
Lite*Panls in the roof give your mechanics natural 
daylight. A 20-year guaranteed roof is available. 

Best of all, you can shave deals closer with what you 
save on a Butler building. And you will save. The Butler 
building is mass produced to cost less. Precision built 
to give you a tighter building that’s easier to heat, eas- 


ATING 65 
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Plastic Panels ° 
Houston, Tex. °* 
Cleveland, Ohio * 


Birmingham, Ala. * 
New York City and Syracuse, N.Y. ° 


By Joseph M. Callahan 


Engineering Editor 
THOUGH relatively little has been said or written about 
the single-leaf spring, this component (which will make 
its debut on one Chevrolet series this fall) has been the sub- 
ject of an amazing amount of¢ 
development work in the in- 
dustry. 
Since 1957, Ford Motor Co. has| 
had an accelerat- 
ed single-leaf 
program, Last 
year, 
proved by Ford’s 
Advanced Prod- 
uct Study En gi- 
neering Group 
and passed on to 
production en gi- 
neering for fur- 


sion from top management as to 
whether it would be used. 

A major part of the final testing 
program will be implemented in the 
next few weeks by installing single- 
leaf springs on 100-200 New York 
City taxi cabs which will subject 
them to service that is about as 
rough as possible, outside a proving 
ground. 

Because of the weight savings 
anticipated, the Army is intensely 
interested in single-leaf springs 
for trucks. At present six medi- 
um-sized Reo trucks equipped 
with single-leaf springs are un- 
dergoing a one-year, 10,000-mile 








ier to maintain... a building that goes up faster, gets 


you into business sooner. 


Phone your Butler Builder for the full story. He’s 


listed in the Yellow Pages under 
Buildings.” Or write direct. 


“Buildings” or “Steel 





Equipment for Farming, Transportation, Bulk Storage, Outdoor Advertising 


Minneapolis, Mi 
Burlington, Ontar 


Kansas City, Mo. ¢ 
Washington, D.C. * 


BUTLER MANUFACTURING COMPANY 


7432 EAST 13th STREET, KANSAS CITY 26, MISSOURI 


° Contract Manufacturing 
nn. * Chicago, Ill. * Detroit, Mich. 


io, Canada 


test run at the Aberdeen (Md.) 

Proving Grounds. 

These trucks reportedly have pro- 
totype single-leaf springs produced 
by the Transmission and Axle Divi- 
sion of Rockwell-Standard Corp. 
Great emphasis is put on the 
weight of these vehicles because c 
their need to be “droppable” and 
“floatable.” 

* * * 
LL the GM car divisions, as well 
as the General Motors Engi- 
neering Staff, have had consider- 
able single-leaf experience, dating 
back in some cases to the end of 
World War II. 

As a matter of fact, veteran sus- 
pension men say that in 1950 Pon- 
tiac was definitely committed to the 
single-leaf units and had farmed 
out blueprints for building such 
springs, but cancelled the program 
at the last minute when it appear- 
ed that costs would be out of line. 

Currently, Pontiac is “playing” 
with two and three-leaf springs 
for possible use in the Tempest, 
although there is nothing to indi- 
cate that any such change will be 
made, 

The suspension groups of several 
auto makers, especially Chrysler 
Corp., have seriously considered fol- 
lowing the current trend to fewer 
and fewer leaves in their springs, 
but the consensus has been that 
this is a compromise of doubtful 








merit. 
* * * 


Friction Problem 


T HAS been said that a two or 
three-leaf spring develops inter- 
leaf friction that is hard to control, 
even though this friction also has 
the beneficial effect of damping out 
noise and vibration. 

An interesting thing about single- 
leaf springs is that the engineers 
involved invariably say that they’ve 
discovered and solved certain mys- 
terious problems concerning these 
springs, but they’re doubtful as to 
whether their competitors have dis- 
covered these problems. Whether 
these engineers are talking about 
the same or different problems re- 
mains to be seen. 

Oldsmobile is researching the 
single-leaf spring at least to the 
extent that an F-85 at the GM 
Tech Center is now equipped with 
these springs. 

Cadillac is also working on the 
Single-leaf spring although the 
problems in supporting such a 
heavy car are considerable. The 
easiest way to absorb the additional 
stress of such a vehicle is to use 
longer leaves, but they might have 
to be as long as six or seven feet, 
and this is undesirable. 

* * * 
hey! on lighter cars, a length 
of five feet or more is almost 
necessary because this helps in get- 
ting the stresses down and adds 
immeasurably to the spring’s life. 

Buick’s suspension engineers, 
long the industry’s leading ex- 
ponents of the ultra-soft ride, 
have also studied the single-leaf, 
although it might not produce 
just the ride they like. However, 
the single-leaf’s ability to reduce 
costs and weight might be at- 
tractive to them. 

Chrysler has had a sing]e-leaf 
study program since 1954 and has 
had numerous vehicles equipped 
with these springs. Some of the 
company’s suspension engineers are 
hopeful that the Chevrolet single- 
leaf spring will succeed, as this will 
boost their (the Chrysler engi- 
neers’) cause. 

Other engineers are more favor- 
ably disposed to the coil spring as 
the rear spring of the future. 
There is also sentiment at Chrysler 
for the two or three-leaf spring, 

* ok * 


Mixed Emotions 

HE traditional leaf-spring sup- 

pliers of the auto industry have 
“mixed emotions” about the single- 
leaf spring. They like it because it 
returns the leaf spring to favor, at 
least for a time, Coil springs are 
usually made by the car makers 
themselves. 

However, some of the spring 
suppliers have a mild distaste for 
the single-leaf because much of the 
fabrication of this spring will be 
taken out of their hands and done 
partly by the steel companies and 
partly by the car makers. 

The Spring Division of Eaton 
Mfg. Co. has been working off 
and on with the single-leaf spring 
for a decade or more and still has 
a 1952 DeSoto equipped with such 
a spring. 

Some of the Eaton springs were 

(Continued on Page 30, Col. 5) 
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E. S. WHITLOCK Who else grasps the sudden surprise and wonder of a 
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KOB, Albuquerque WINZ, Miami WED, Bictmand world in change...and brings it to us exactly as it hap- __ 
Be ted Gc ee : * ce f 
FRANK GAITHER JAMES BUTLER FRED C. BECKWITH pens? Who else communicates it with such an amazing = 
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what's in a name’? 


Dayton Assn. Urges Helping Hand... 


Rival’s Survival Vital 


a name that’s nationally known 
for all ‘round top value in 








send for Borroughs Bin Catalog TODAY! 
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These Borroughs warehouse distributors are at your service.... 


PHILADELPHIA: East Coast Distributing Co. 


780 S. 52nd St 


The Brower Co. 
1633 N. W. 21st Ave, 


HOUSTON: W. W. Cannon Co. 
1901 Winter St. 


Automotive Bin Service Co. 
4508 Alisonville Road 


Universal Equipment Co. 
2420 Oakville St. 

Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 


ALEXANDRIA, VA.: 


ATLANTA: INDIANAPOLIS: PORTLAND, Or.: 


BROOMALL, PA.: East Coast Distributing Co. as ' t | SACRAMENTO: Paul W. Roeder Co. 
2010 Boxwood Dr. rn wa 1721—13th St., P.O. Box 1552 
3 tive Bi i - Inc. s 5 ‘ 
BUFFALO: my og ala Co., Inc. KANSAS CITY, MO.: Siggins Co. SALTLAKE CITY: Business Equipment Co. 
as! . 706 Broadway 949 E. 21st, South 
CHICAGO: felix F. Loeb., Inc. ‘ ' : 
8810 S. Vincennes Ave. LOS ANGELES: Green-Penny Co. ST. LOUIS: sp hey neg Co. 
CINCINNATI: Automotive Bin Service Co., Inc. 4180 E. Noakes St. ST. PAUL: Borroughs Mfg. Co 
1220 Richmond St. LOUISVILLE: Automotive Bin Service Co., Inc. : 7 Saniore Branch and Warehouse 
CLEVELAND: a Service Co., Inc. 204 Builders Bldg. 809 Hubbard Ave. 
ee MEMPHIS: Metal Products Co. SEATTLE: The Brower Co. 
DALLAS: W. W. Cannon Co. 1620 Channel Ave. 114 Virginia St. 
epi MILWAUKEE: felix F. Loeb, | 
: Felix F. Loeb, Inc. SEATTLE: William A. Gore Co. 
DENVER: yo he Dr. 864 E. Birch Ave. 214 3rd Ave., S. 
DETROIT: Automotive Bin Service Co., Inc. NEW ORLEANS: Edco Metals, Inc. TACOMA: Tacoma Asbestos Co. 
10040 Freeland Ave. 3030 Josephine St. 25th and Holgate 
FARGO: Adams, Inc. NEW YORK: Borroughs Mfg. Corp. TOLEDO: Automotive Bin Service Co., Inc. 
6 North 13th St. 121 Varick St. 518 Jefferson Ave. 
FORT WORTH: vas aoee Co. OAKLAND: William A. Gore Co. WATERTOWN, Mass.: Alexander Steel Products, Inc. 
P. O. Box 1834 Adeline St. 264 N, Beacon St. 
8 I e 
aan ca Se OKLAHOMA CITY: W. W. Cannon Co. PUERTO RICO: Automotive Specialties, Inc. 
: r P, O, Box 7317 1100 Corchado St., Santurce 
HONOLULU,Hawaii: Hunters’ Office & Industrial 
Equipment Co. OMAHA: Siggins Co. CANADA: Wickware-Stackbin, Ltd. 
538 Reed Lane 1236 S. 13th St. P.O. Box 740, Perth, Ontario 
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OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
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To All, Dealers Told 


DAYTON—Every auto dealer is 


his brother’s keeper, no matter how 
well or how poorly his business is 
doing. 


This was the message Ralph 
executive secretary of 


Caverlee, 
the Dayton Area Auto Dealers Assn., 
left with dealers in a recent news- 
letter. 

“Let’s get up on ‘cloud nine 
and assume that you were the 
only dealer who didn’t have a lop- 
sided inventory of 1960 models 
when the ’6ls appeared on the 
market,” Caverlee suggested. 

“You had no apparent sales prob- 
lems—you were sitting in the 
‘cat-bird seat.” But your competitor 
down the street and across town 
was not so well blessed, and so 
things began to happen. 

“He had ’60s left over—too many 
of them, and his factory ‘conned’ 
him into taking a few more. They 
weren’t moving as they should—the 
’6ls came pouring in, so the poor 
guy panicked and told the public 
via the medium of advertising that 
he would sell ’em at cost, or words 
to that effect. 

“Still other dealers equally dis- 
traught decided to further explain 
their dilemma by telling the public 
how many units they had on hand, 
while still others defined their 
actual cost in dollars and cents, so, 
bang went the latch on the out- 
house door. 

“With the 1961 model season 
now over three months old, the 
new ones are moving much too 
slowly for the peace of mind of all 
concerned and those that are be- 
ing sold are not bringing what 


, 


California Dealer, 


2 Ex-Aides Draw 
Jail Terms in Plot 


AUBURN, Calif—Roseville auto 
dealer O. E. Saugstad and two as- 
sociates, former general manager 
William Kimball and James Quirk, 
a former employe, were fined and 
sentenced to county jail terms for 
conspiracy to file false reports with 
the Department of Motor Vehicles. 

Saugstad was fined $5,000 and 
sentenced to six months. Kimball 
was sentenced to one year and 
James Quirk was fined $2,500 and 
sentenced to three months. 

The men, who have filed appeals, 
were allowed to remain free on 
$2,500 bail each. 

During the lengthy trial, Prose- 
cutor Wayne Wylie attempted to 
show that several persons were 
sold the same car, which was rep- 
resented as new. The prosecution 
also charged that sales reports 
were sent to the Department of 
Motor Vehicles after the legal 
deadline of 24 hours after the sale. 

The men were indicted by a grand 
jury on eight counts of conspiracy 
to defraud and making false re- 
ports to the Department of Motor 
Vehicles. 


Louisiana Dealer Named 


To Motor Vehicle Group 


NEW ORLEANS. — Appointment 
of Joseph L. Paretti, Paretti Pon- 
tiac Co., Inc., as a member of the 
Louisiana Motor Vehicle Commis- 
sion has been confirmed by the 
State Senate. Paretti replaces Wil- 
liam Willkomm sr., who resigned. 

Other commission members are 
William J. Cleveland, Bernie 
Dumas, Larry J. Louviere, Francis 
R. Edwards, E. J. Shipp, Bert Fei- 
ber and Garland Mahaffey. 


Rowell Leaves Miami 


MIAMI.—Stacey Rowell, for many 
years a prominent used-car dealer 
in Miami and known throughout 
south Florida as the “Suwanee 
River Boy,” has sold his used-car 
operation in Miami and moved to 
Key West, Fla. where for some 
some time he has owned a Ford 
dealership. He is a past president 
of the National Independent Auto- 
mobile Dealers Assn. and at one 
time organized and was president 
of the now-defunct Miami Used Car 
Dealers Assn. 















they should—because the public 
is beating you over the head with 
the ‘cost weapon’ that the over- 
stocked dealer handed him only a 
few weeks ago. 

“And, to make matters even 
worse, if you will look closely, you 
may detect your next customer 
holding another ‘price stick’ behind 
his back to clobber you with—one, 
perhaps, that he has taken from 
(perish the thought) some of your 
own ads... 

“So, you see, the fact that you 
consider yourself in the category 
of the ‘elect’ in our industry—you 
have the knowhow, make the right 
decisions and are not yourself pres- 
ently in a bind—that alone is not 
enough. You must also work to- 
gether with your fellow competitor, 
regardless of make handled, to see 
that he makes the right decisions, 
too. 

“Rough, isn’t it? As all these 
years your attitude has been, ‘I'll 
run my own business the way it 
should be run and if Joe Doaks, my 
competitor down the street, can’t 
cut the mustard, that’s his hard 
luck.’ 

“Not so today, however, as the 
true facts of the case make it 
necessary for you to help keep 
your competitor alive to stay 
alive yourself. 

I’d like to see all of our dealers 
meet in a selected room each morn- 
ing at nine where a class in simple 
arithmetic would be conducted 
until noon. We would go over the 
same figures each day and we would 
continue to do this just as long as 
it would take to teach every last 
dealer three basic fundamentals of 
this business: 

“How much it costs to sell a new 
car; how much profit it takes per 
car sold to stay in business; how 
much profit it takes in total oper- 
ation to insure a reasonable return 
on total investment involved. 

“The first thing each day would 
be to review the previous day’s 
operation. If any dealer had either 
forgotten or willfully violated any 
of these three basic rules, his 
fingers would be ground in the 
pencil sharpener, one at a time.” 


Turnings 


(Continued from Page 28) 


as long as 74 inches, causing some 
engineers to feel that the single- 
leaf spring is really only suitable 
for relatively light cars. 

* A * 


OCKWELL-STANDARD CORP. 

also has done a good deal of 
development work on the single- 
leaf spring, dating back at least to 
1949. Rockwell went so far as to 
design and have built a $300,000 
machine to do the heavy and tricky 
job of rolling tapered single-leaf 
springs. 

This machine, which was large- 
ly experimental, is the only unit 
of its type and is still used for 
taper rolling springs for both 
cars and trucks. Located at New 
Castle, Pa., it is entirely too slow 
to competitively produce car 
springs. 

Many foreign car makers, at- 
tracted by the chance to save 
weight as well as costs, are now 
also working on the sing|le-leaf 
spring. 

* * * 


IH Experimenting 


NTERNATIONAL HARVESTER 
is experimenting with 1%-leaf 

springs on SOMe cab-over-engine 
trucks, The results so far are re- 
portedly very favorable. 

Another application for single- 
leaf springs is being studied by 
GM’s Euclid Division which has 
installed huge single leaves on 
some 40-ton vehicles now being 
used at the Kennecott copper 
mines. 

The gist of the situation seems 
to be that, if the pioneering efforts 
of Chevrolet’s General Manager Ed 
Cole and Chief Engineer Harry 
Barr are successful, a lot of other 
car makers will be in position to 
climb on the bandwagon in a hurry. 
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How They're Pushing Sales... 


Dealer Ad Ideas 


dds Based on Trip 


TANLEY J. TROHIMOVICH of 

Grays Harbor Motors, Aberdeen, 
Wash., used the story of his trip 
to the National Automobile Dealers 
Assn. convention in San Francisco 
as the basis for a series of adver- 
tisements. 

His trip was unusual because he 
made it in a 10-foot-long BMC 850 
and packed the car with himself, 
his wife, his three daughters and 
the luggage for five. 

The ads, in the form of tele- 
grams to the dealership, appeared 


Hard to Stop 


Dealer Turns Misfortune 
Into Ad Theme 


OST automobile dealers would 
probably feel quite despondent 
if their big storage buildings col- 
lapsed under the weight of heavy 
snow and ice, but not Cavanaugh 


Bros. Motors, a Rambler-Metro- 
politan dealership in Manchester, 
N. H. 


The dealership turned misfor- 
tune into an effective promotional 
activity after the roof and some 
of the walls of its storage building 
crashed with a mighty roar when 
the ice and snow became too heavy 
after severe blizzards. 

With a photograph of the wreck- 
age, Cavanaugh Bros. Motors ran 
a big advertisement in the Man- 
chester Union Leader, captioned 
“Look What Happened to Us !! ” 

“The roof fell in,’ the copy ex- 
plained. “Yes, our storage building 
on Lowell St. caved in under the 
weight of the snow! We haven’t 
got the room to store all our cars 
at our main garage. We’ve got to 
sell them, and we mean fast! Come 
in today for the deal of your life 
on a top-notch used car or brand 
new Rambler. We need the room 
—170 new and used cars to choose 
from. Extra special deals.” 








in the local newspaper while Tro- 
himovich was away. 

The points he made in the ads 
included: The comfort of the five 
in the car, the amount of gasoline 
consumed, a report of other costs 
and day-by-day account of the trip. 

od * * 


The Greatest Things 


. HE greatest asset to our busi- 

ness is a truly satisfied custom- 
er,” said Jerry Smith Buick, Inc., 
Kansas City, in an ad listing the 
“Greatest Things” by an unknown 
author. 

Among the other greatest things: 
The greatest need—common sense; 
the greatest mistake — giving up; 
the greatest sin—fear; the greatest 
troublemaker—talking too much; 
the greatest of all things—an abid- 
ing faith in God. 

* oe * 





Zany Promotions 


Hike Sales for 
Plymouth Deal 


LOUISVILLE.—“See the Jerry 
Lewis Fantasy Car,” “Hang the 
Sales Manager,” “See Santa Claus 
in His Flying Plymouth.” These 
promotions may sound a little rev- 
olutionary, but they’re just a mat- 
ter of course at Perkins Motors, 
highly successful, promotion-con- 
scious Plymouth dealership here. 

Promotions of this type are 
monthly occurrences at Perkins and 
they pay dividends in capital let- 
ters. 

The dealership is headed up by 
Mrs. Maurice Perkins, one of the 
few women to preside over a Plym- 
outh dealership in the country. 
Maynard Powell, general manager 
and a veteran of 20 years in the au- 
tomobile business, is the man be- 
hind the unique sales-building ad- 
vertising and promotions, 

The dealership spends well over 









Family Trip— 





Stanley J. Trohimovich, Aberdeen (Wash.), auto dealer, and his wife prepare to 
load their three daughters and luggage into a BMC 850 for the trip to San Francisco 
and the National Automobile Dealers Assn. convention. The dealer used the story 
of the trip and its cost as the basis of a series of advertisements gn the car. 

*” 


$100,000 a year in advertising. Local 
media are so saturated with Per- 
kins Motors that its clever slogan, 
“Confidentially Perkins Will Take 
Less,” is just about as well known 
as “The Pause That Refreshes” in 
the Louisville market. 

The dealership, in conjunction 
with radio station WAKY, once 
conducted a 10-day, “Hangathon 
sale.” The Perkins sales manager 
(two standins took his place) was 
hung from a 75-foot pole directly 
in front of the showroom. 

He was lowered one-half foot 


Three-Time Winner 


MANCHESTER, N. H.—For the 
third straight year, Morse-Batch- 
elder, Inc. (Studebaker), received 
a bronze plaque for having the 
most attractive showroom during 
the Washington’s Birthday open- 
house observance. Thirteen dealers 
participated in the program, which 
was sponsored by the Manchester 
Automobile Dealers Assn. 


ations, investigate how a DeVil- 
biss air compressor can help cut 
down both noise and power costs 


in your shop. The DeVilbiss Com- 


each time a car was sold and ad- 
vertising copy read, “The Sales 
Manager Has Been Hanging Day 
And Night!” “The Salesmen Have 
Gone Wild,” “They Are Talking 
Almost Any Kind Of Deal,” “The 
Sales Manager Doesn’t Care, He 
Wants Down,” 


Dealers in Maine 


Remember George 


PORTLAND, Me.—A Washing- 
ton’s Birthday Open House pro- 
gram was conducted by Greater 
Portland Automobile Dealers Assn. 
last week. 

Arranging the open house were 
association officers Wallace E. 
Camp, president; Philip E. LaRou, 
vice-president; Harold F. Hutchin- 
son, secretary, and Harold Aase, 
treasurer. 





St. Louis Clergy, _ 
Teachers Called 
Referral Targets 


ST. LOUIS.—The Better Business 
Bureau has reported that certain 
auto dealers, posing as “advertising 
agencies,” are concentrating their 
“referral selling gimmick” on 
school teachers and ministers. 

The procedure, said the Better 
Business Bureau, is for the sales- 
man to tell the prospect that he 
can get a car for little or no costs 
and talks about big money spent on 
advertising. 

Then the salesman cites a “sur- 
vey” by the automotive industry 
showing that about 45 percent of 
sales made don’t cost anything for 
advertising because one person rec- 
ommends the particular car to an- 
other person. 

The manufacturer is quoted as 
Saying it can give part of the ad- 
vertising costs to individuals who 
would advertise the car. Then the 
salesman tells the prospect he can 
put him in a new car and he can 
spread the word around and it 
won’t cost him a cent. 

All the prospect has to do is set 
up interviews for the promoter 
with friends and neighbors who 
would also like to get free cars. For 
each friend “who qualifies,” the 
prospect is told that he will re- 
ceive $100, Although the prospect 
is told there are papers to sign and 
a deposit to make, he is told that 
he “can’t miss” getting a car for 
nothing. 





Auto Official Cleared 


BONN, West Germany. — Fritz 
Koenecke, former Daimler-Benz 
general manager, has been cleared 
of bribery charges by a Bonn crim- 
inal court. The Bonn representa- 
tive of Daimler-Benz, Frederich 
Hummelsheim, was given a sus- 
pended three-month sentence for 
bribing a parliamentary official by 
first loaning him a Volkswagen and 
then giving it to him. 





pany, Toledo 1, Ohio. 


it’s running constantly? This continuous cycling eats up more electric 
current than you ought to be paying for. Here’s where DeVilbiss air 
compressors can come to your rescue. DeVilbiss compressors give you 
more air for your power dollar because they make fewer starts and stops, 
consume less current. Thanks to their greater finned cooling areas— 
intercooler, cylinder walls and heads, aftercooler, even manifold are all 
deeply finned—they deliver cooler, less expanded air to your tank. 
There’s less air shrinkage, less pressure drop, less frequent cutting in and 
out to meet your air demands. (And when they do start up, DeVilbiss 
air compressors run quietly.) Available in sizes from 44 through 25 hp. 


If you need a clean, constant supply of air for all your pneumatic oper- 
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lKewer starts 
and stops | 


Does your air compressor start and stop so frequently that you’d swear 
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By David J. Wilkie 


SOMEWHERE in the decade 
ahead, new-car retailers may find 
‘a market that will absorb eight mil- 
lion units a year. Right now that 
market still is be- 
yond the horizon. 

Industry leaders 
have been talking 
about annual sales 
of eight million 
new cars ever 
since the indus- 
try’s record year 
of 1955. That was 
the year that saw 
production of al- 
most eight million 
David J. Wilkie cars and retail 
sales of approximately 7% million. 
At that time many industry spokes- 
men pictured automotive produc- 
tion and sales on a new plateau; 
they said that by 1965 eight million 
new-car sales annually would have 
become commonplace. 





Withie Views... 


Beyond the Horizon 











the 1955 record sales volume was 
gained the hard way—through 
forced-draft selling that was 
profitless for many retailers and 
that “borrowed” sales from fu- 
ture markets. 

It is a matter of record that in 
the year following record 1955, the 
car factories dropped output to less 
than 5,900,000 units and sales, still 
taking up some of the preceding 
year’s overproduction, declined to 
5,955,000. 

The decline, both in output and 
retail deliveries, was the direct re- 
sult of the huge inventories built 
up by the record-smashing output 
of 1955. These totalled approximate- 
ly 900,000 units through March, 
April and May of 1956, up until 
then the highest number in indus- 
try history. 

* * * 

WITH THE coming of the small- 

er economy cars in greater num- 


They said it despite the fact | bers, dealer inventories have gone 


above the million-unit mark on sev- 
eral occasions and occasioned much 
less apprehension among the man- 
ufacturers, retailers and industry 
analysts generally. 

Competition in the car industry 
is surpassed by that of no other 
industry in the world. It’s a model- 
for-model competition that requires 
substantial inventories. With the 
growing variety of economy mod- 
els, every car maker believes he has 
to keep a large number of differ- 
ent models in production. 

So, barring a collapse of the 
overall car market, dealer inven- 
tories undoubtedly will continue 
at high levels. 

Nevertheless, million-unit new- 
car inventories present a problem 
both for the manufacturer and the 
retailer. Excepting with substantial 
price-cutting, it is difficult to re- 
duce these inventories near the end 
of a model period. And if outgoing 
models have to be carried over into 
a new model year at lower prices, 
they do cut into incoming model 
deliveries by the retailer. 

* * * 


Why Volume Needed 


HOWEVER, THE industry ac- 
quired problems of that kind with 
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“The price is high because the 
manufacturer had to spend so 
much in developing a car people 
could afford.” 





Volume is required to keep unit 
production costs down, 

So the car maker has to project 
output on a basis that cannot al- 
ways be geared strictly to current 
demand. That is particularly true 


the advent of mass production.| with respect to the smaller econ- 











is the air pressure down 





at your tools ? 


The newest, most efficient air-operated tools and equipment you 
can buy are only as effective as the air power that drives them. 
Reduce this air power, and you reduce their efficiency. 














Since inadequate supply is usually the 


the special features 
compressors. 


Ingersoll-Rand. 


11 Broadway, New York 4, N. Y. 


Y, through 20 hp 


Ingersoll-Rand Type 30 
Air-Cooled Air Compressor 


cause of low air pressure, the eco- 
nomical solution is an Ingersoll-Rand 
Type 30 Compressor. These compres- 
sors have shown, for years, that they 
have the power and performance to 
deliver full capacity with trouble-free 
dependability . . . Call your local |I-R 
Jobber today for a quick run-down on 


of these rugged 














omy models on which both the 
manufacturer and retailer profits 
are smaller. 

(Several industry analysts have 
pointed out that not only are the 
profits of manufacturer and re- 
tailer smaller on the economy 
models, but that so, too, is the 
tax-take of various governmental 
agencies, This, they add, could 
lead to further tax increases for 
the motorist.) 

As the 1961 model year got under 
way most automakers enthusiastic- 
ally asserted the addition of smaller 
models to their conventional series 
would provide “plus business” for 
them. At the same time the manu- 
facturers, somewhat cautiously, 
said 1961 output and sales volume 
would be about the same as that of 
1960. 

* * * 


THE SOURCES OF “plus busi- 
ness,” naturally, are limited, Any 
producer who gets “plus business” 
in a market where total unit vol- 
ume remains unchanged, must take 
it from his competitors, from im- 
ports or from the used-car market. 
If he takes it at the expense of his 
own conventional-sized makes, the 
volume cannot truthfully be called 
“plus business.” 

Every maker is trying to take 
volume from his competitors. 
Those with smaller cars already 
have taken substantial volume 
from foreign makers. The com- 
petition for a bigger share of the 
smaller car market will become 
even keener as more of these 
models are brought to market. 
Several more already have been 
blueprinted. 

One sure thing about auto manu- 
facturing and retailing is that they 
never stand still. 

And there are numerous sources 
to be drawn upon to increase the 
overall car market—an upsurge in 
the national economy, new housing 
starts that mean more families and 
more automobiles, continuing ex- 
pansion of the national highway 
system, increased appeal of com- 
pacts to teen-agers getting their 
first automobiles and an increase in 
the number of multiple-car fam- 
ilies. 


Dealers Outtalk 


Factory Chiefs 
At S-P Meeting 


NEW ORLEANS. — The dealers 
talked more than the factory offi- 
cials as Sherwood H. Egbert, new 
president of Studebaker-Packard 
Corp., and other S-P officials met 
with their dealers here. 

In his remarks, Egbert compared 
the factory-dealer relationship to 
a football team. He said that, while 
the quarterback calls the plays, it 
is the linemen who spot the weak 
points and suggest where the play 
should go. 

He said factory management 
plays the quarterback role while 
the dealers are the linemen. He 
added that he welcomed sugges- 
tions from the dealer body. 

Egbert said he accepted the S-P 
presidency as a challenge. He said 
his goals in the auto industry will 
not be reflected until 1964. His im- 
Mediate goal, he said, was to get 
3 percent of the market for Stude- 
baker. 

Lewis E. Minkel, marketing vice- 
president, accompanied Egbert. 


Willys Promotes 


Hendrickson 


TOLEDO.— The appointment of 
J. L. Hendrickson as manager of 
the southwest region of Willys 
Sales Corp. with headquarters at 
Dallas was an- 
nounced by C. W. 
Moss, sales vice- 
president. 
Hendrickson, 
who has_sbeen 
with Willys in 
key field’ sales 
positions for sev- 
eral years, has 
been assistant 
manager of the 

4 company’s central 
J. L. Hendrickson sales region with 
headquarters in Detroit since 1958. 

The southwest regional sales 
area serves dealers throughout Ar- 
kansas, Oklahoma, Kansas and a 
major portion of Texas and 
Louisiana. 




















one-stop 


shopping advertising builds sales- 


room traffic for Chevrolet dealers 


What with the muddle of makes and models on the 
market today, One-Stop Shopping gives new-car 
prospects just what they want. A new, easy way to 
find the car they want at the price they want to pay, 
without having to shop all over town. Sounds like a 
big promise, and it is! But with a whopping variety of 
31 models to pick and choose from under one roof— 
new Chevy Biscaynes, Bel Airs, Impalas, six full- 
sized wagons, a full line of thrifty Corvairs, and the 
Corvette—it’s a rare customer, indeed, who could 
ask for anything more. As it’s turned out, Chevrolet 
dealers couldn’t be happier with the way One-Stop 
Shopping is catching on. Because once people drop 
into their Chevy dealer’s and take a good look 


around, they’re just about sure ain ws 


to like what they see, and buy 

a. Which is what’s happening — > 
every day in Chevrolet show- >=SSS355, Lith 
rooms everywhere. ...Chevrolet 
Division of General Motors, 


Detroit 2, Michigan. 












Chevy can mateh your 






CHEVY 
SHOW ROOM 
‘61 STYLE! 


These new Chevrolets are the people-pleasingest cars 
you'll find anywhere. Their new-size, you-size dimen 
sions give you extra inches of clearance outside for tight 
turns and snug parking places. Yet you also get extra 
inches of comfort for feet, knees and elbows— thanks to 
things like door openings as much as 6 inches wider 
higher seats and a trimmed-down driveshaft tunnel. The 
going is easier, too, with Chevy's Jet-smooth ride to 
gloss over even the roughest roads. There's even a new 





One-Stop Shopping makes it easy 
to make the right buy 
at your Chevrolet dealer’ ! 


No need to look farther than your Chevrolet dealer's to find the car you're 
looking for. There under one roof you can pick from 30 models—almost any 
type of ea: for any kind of going. A full crew of Chevy Corvairs, including four 
wonderful wagons unlike any built before in the land. Thrifty 
Chevrolet Biscaynes, beautiful Bel Airs, elegant Impalas and six 
Chevy wagons—all with a Jet-smooth ride. Come in and choose 
the one you want the easy way—on a one-stop shopping tour! 


| |] mew "st Chevreit 4-DOOR BISCAYNE 6 
NOW —GIG.CAR COMFORT AT SMALL CAR PRICES 
Hewarnrs 6 or VR ane the lowest priced faB-cimdt Chevien They give 
quality and perfarmanes, yer arr 


proeed 


new Corvette at your local «a 
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Now! Big-car comfort at small-car prices! New ‘61 Chevy Biscayne 6. 


trunk that opens at bumper level for easier loading 
And, with the widest model choice ever, your Chevrolet 
dealer now offers one-stop shopping for just the car to 
suit your taste—and your budget! Drop in and see. 
1~- Impala Convertible. 2— Nomad 6- Passenger Station 
Wagon. 3— Bei Air Sport Coupe. 4-- 1 mpala Sport Sedan. 
§— Impala 2-Door Sedan. 6—~ Bel Air 2-Door Sedan. 7~- 

Corvette. 8 — Biscayne 4-Door Sedan... Chevrolet Division 
of General Motors, Detroit 2, Mich 
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Leasing Group Backs 
Tourist Agency Bid 


A MOVE to increase travel by 
F foreign visitors to the United 
States has won the support of the 
Car and Truck Renting and Leas- 
ing Assn. 

At its recent annual meeting in 
Chicago, CATRALA pledged to 
support a bill by Senator Warren 
G. Magnuson, Washington Dem- 
ocrat, calling for establishment of 
a federal tourist office to stimu- 
late travel by people from abroad. 

Donald A. Petrie, Hertz Corp. ex- 
ecutive vice-president and CA- 
TRALA’s new foreign affairs vice- 
president, told the trade group:. 

“American car-rental companies 
have always been in the vanguard 
of private travel organizations pro- 
moting European tourism to the 
U. S. 

“Those of us in the car-rental in- 
dustry must further promote the 
fact that the most economical way 
to tour the U. S. is in a rented car 


Coming: April 24th 
1961 


Automotive News 


ALMANAC 


Order One For Your... 





where four can tour for the price 
of a single rental and can see the 
country at close hand, at their own 
leisure.” 

Petrie said a survey has showed 
that the practice of renting cars for 
both vacation and business is re- 
ceiving increasing acceptance 
worldwide. 

In the commercial] field, he cited 
the experience of car-leasing organ- 
izations which are signing interna- 
tional contracts with firms 
headquartered in Europe for car 
fleets which will be operated on 
five continents. 

* * * 
Tenn. Lessors Organize 


HE Tennessee Car and Truck 
Renting and Leasing Assn. has 
been organized by operators in that 
state. The president is Floyd E. 
Jenkins, vice-president; Matthews 
Driveurself Service, Inc., Nashville. 
Other officers are Carl Carson, 
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president, Carl Carson Co., Mem- 
phis, vice-president; James C. 
Cowan jr., Nashville Ryder Sys- 
tem, secretary, and Jack Burch, 
Avis System, Nashville, treasurer. 

Jenkins said the group’s objec- 
tives will be to promote a “sound 
public policy” on car and truck 
rental, collect and distribute in- 
formation on legislation and regula- 
tions affecting the industry and to 
foster formation of: similar groups 
in other states and communities. 

* * * 


Saunders Reports Gains 


ARRIS SAUNDERS, chairman 
of the Saunders System, a na- 
tional organization of car and truck 
rental firms, has reported a 20 per- 
cent increase in revenue for last 
year and a 27 percent gain in profits. 
The report was made at the 
group’s annual management con- 


ference in Birmingham, Ala. 
* * * 


Lease Plan Expands 


_— Plan International Corp. 
has acquired Executive Car 
Leasing Co., Los Angeles, and ex- 
tended its operations to Puerto Rico 
in a joint venture with Caribe Mo- 
tors Corp., according to H. L. Meck- 
ler, LPI president. 

The Puerto Rican firm has been 
named Caribe Lease Plan, Inc., 





fost 


“We want something nice 
enough to make people think 
we've got something that’s cheap 
enough to make us think so.” 





with Charles Conway, head of 
Caribe Motors, as president. Ca- 
ribe Motors is sole distributor of 
Chevrolet, Buick, Cadillac, Opel 
and GMC truck on the island. 
Meckler said acquisition of the 
Los Angeles firm adds about 2,200 
autos to the LPI fleet, bringing its 
total to nearly 25,000 cars and 


trucks. 
* * * 


EASING NOTES: Charlie Hillard 
has announced the appointment 
partner and general manager of 
Hillard Rent-A-Car and Hillard 
Leasing Co., Fort Worth ... The 
1ith Avis Rent-A-Car International 
Convention will be held May 1-4 in 
San Francisco’s Sheraton Palace 
Hotel . . . A third revised edition 
of a 28-page study on the pros and 
cons of leasing auto fleets by in- 
dustry has been issued by the 
Foundation for Management Re- 
search, Chicago. 


297 Salesmen 


CHICAGO.—Incentive awards of 
$25 each were distributed among 
297 salesmen on the floor of the 
53rd Chicago Automobile Show, ac- 
cording to Maxwell S. Evans, pres- 
ident of the sponsoring Chicago 
Automobile Trade Assn. 

Many of the winners won more 
than one award. High man was 





Increased Bond 
Sought for Dealers 


In New Mexico 


SANTA FE.—Rep. Travis Brem, 
Deming Chevrolet dealer, has in- 
troduced a bill in the Legislature, 
sponsored by New Mexico Automo- 
tive Dealers Assn., to raise the bond 
required of new and used-car and 
truck dealers doing business in the 
state from the present $5,000 to 
$12,500. 

Nelson T, Turner, executive sec- 
retary, said the bill is designed to 
“halt fly-by-night ‘dealers’ who dis- 
appear after a couple of months, 
leaving debts and other obligations. 

“Casualty companies have told us 
that while almost anyone can 
raise $5,000, that $12,500 will not 
only slow up some speculators but 
that amount will bring a more 
thorough scrutiny into the appli- 
cants’ personal responsibility, moral 
character and history,” Turner said. 

“The association feels this: is 
good business practice, protecting 
not only the industry but the pub- 
lic interest. Arizona, our neighbor- 
ing state, passed such legislation 
this year and several other states 
are considering or already have 
dealer bonds this high.” 


Exports to Jamaica Soar 


NEW YORK.—More autos were 
imported into Jamaica, West Indies, 
during the first six months of: 1960 
than during all of 1959, according to 
Carroll C, deCosta, United’. States 
director of the: Jamaica Industrial 
Development Corp. He said 6,704 
vehicles were brought into Jamaica 
between Jan. 1 and June 30, 1960, 
compared with 6,500 in: all of ’59. 
England was the main supplier, 
with 4,878 vehicles. : 


of his son, Charlie R. Hillard, as/| 


New Rack Hauls 
14 Cars by Rail 
At 2-Deck Height 


DETROIT.—A trilevel auto car- 
rier that can meet the same clear- 
ance restrictions as a bilevel .unit 
was shown to automotive and rail- 
road officials last week by Multi- 
Car Corp. 

It’s called the Multi-Car Carrier. 
The company expects it to find 
favor with railroads operating in 
the Eastern and Southeastern. sec- 
tions of the country since it can 
handle 12 standard-sized autos or 
a combination of 14 standards and 
compacts at bilevel height. 

Other bilevel racks carry eight 
standards or 10 compacts. Trilevel 
units can accommodate 12 to 15 
cars, but they cannot be used in 
some areas because of clearance 
problems. 

The Multi-Car Carrier tilts the 
autos so that the wheels of the 
cars on the upper levels use the 
open spaces above the hoods and 
trunks of the cars beneath. The 
autos are tilted hydraulically and 
the effect is similar to that of a 
loaded highway trailer. 

The Multi-Car Carrier is loaded 
in the same manner as other bi- 
level and trilevel racks. Cars are 
driven up an adjustable ramp. It 
can be operated as a regular tri- 
level carrier in sections where 
there are no clearance difficulties. 

Mounted on a Pullman-Standard 
Lo-Dek flatcar, the Multi-Car is 16 
feet, eight inches high with 14 cars 
aboard—about two feet lower than 
other trilevel racks. Overall length 
is 87 feet, four inches. 

The Multi-Car Carrier was de- 
signed by William O. Bridge, Bir- 
mingham, Mich. He has assigned 
the patent rights to Multi-Car 
Corp., which is headed by his wife, 
Frances. Whitehead & Kales Co., 
Detroit, will built the racks, and 
Multi-Car Corp. will lease them. 


Get Awards : 





Of $25 at Chicago Show 


Ed Cundiff, Crane Motor Sales 
(Mercury), with eight. Ray Mar- 
tin, J-K Co. (Chrysler), La- 
Grange, won five awards, Last 
year he was the leader with 10, 


Evans said there were many win- 
ners of four, three and two awards. 
One of the double winners was the 
first woman salesman to win an 
award — Norma Mathews (Merce- 
des-Benz). 

One change was made this year 
in the method of making the 
awards. 

Instead of “shopping” the show 
as they did in the last two years, 
dealers assigned to the various ex- 
hibits served only as observers. 
They determined the winners by 
observing salesmen and noting the 
efficiency of their contacts with the 
public, said Evans. 

The CATA again set aside 
$10,000 for the awards, but, said 
Evans, “the entire amount was 
not awarded because the nearly 
150 dealers serving as observers 
were exacting judges of sales 
techniques. 

“In many instances,” he added, 
“no awards were made at certain 
exhibits on certain shifts because 
dealers reported back that none 
was merited.” 

In general, Evans said, the ob- 
servers “got the impression that 
salesmen were putting forth more 
effort because they seemed to feel 
that the many persons paying a 
dollar to attend the show must 
have had a genuine interest in au- 
tomobiles and were potential buy- 
ers.” 





In several cases the CATA’s $25 
award was duplicated by the fac- 
tory or the line group, Evans said. 

“A winning salesman of an- 
other make stood to earn $100:in 
all,” he added. “Besides the or- 
iginal award, he also got $25 each 
from the factory, the line group: 
and the dealer who employed 
him.” 

The show, which was held for 
the first time in Chicago’s new 
lakefront exposition center, Mc- 
Cormick. Place, drew a record 
10-day crowd of 789,734, an increase 
of 52 percent over the previous 
high of 518,521 which was establish- 
ed in 1958. 
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Rubbermaid gives you the complete line 
| of newest, most beautiful 
nationally known and advertised Kar-Rugs. 





RUBBERMAID 


= ae CITATION twin sets 








Hits a new high in twin type mats with 
new design and new low price. Fits all 
cars including '61’s. Always-ahead 
Rubbermaid features—heavy wear areas, 
non-tear borders, generous floor cover- 
age and bright car-harmonizing colors 
give you that extra sell. 


RUBBERMAID 


7 joaomemmmmmmmmmmmmume”: S| \LELINER one-piece 


New universal fit including 1961 models. 
Beautifies, protects, adds color to full 
floor area. High-fashion two-tone inserts, 
wear and scuff resistant design, new 
beaded borders are just a few of the 
easy-to-see, sure-to-sell Rubbermaid 
exclusives. 
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RUBBERMAID 


DISPLAYS 













Put Kar-Rugs on display in your best traffic spot—it’s the proven way to increase sales and 
profits. The new, portable Master Wheeler shows Kar-Rugs in realistic floor setting. Provides 
a complete Kar-Rug department, compact for pump island, walkways, lube or wash bays, 
etc. You will attract impulse sales for extra profits. With the Master Merchandiser and the 
Wooster Wheeler, Rubbermaid now offers a complete selection to handle every display need. 

use photos. Quickly identifies mats and sells 

idea to car owners. National advertising and 


sama iO merchandising keeps you up-to-the-minute— 
promotes local and seasonal plans for fastest 
turnover—helps you get your share of this multi- 
million dollar market. 






RUBBERMAID RUBBERMAID 


MERCHANDISING PROGRAMS 


Completely new display cartons show actual in- 


RUBBERMAID 


PACKAGING 









You have more to sell—and you'll sell more — 
with Rubbermaid. 


sel ere MAC DTT y 


Rubbermaid Citation 


twin mats for front floor coverage 


Rubbermaid. 


MEANS BETTER MADE 





RUBBERMAID INC. e AUTOMOTIVE DIVISION e WOOSTER, OHIO 


Rubbermaid Krestliner = 
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automobiles nor aircraft. His com- 
ments, although related for the 
most part to the hauling aspects 
of “air car vehicles,” seemed more 
in agreement with industry assess- 
ments of the new craft than the 
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Washington 


“@(‘ROUND-EFFECT machines’”—also known as “air-pres- 

sure vehicles” and “air cars’’—will in future be known 
as “air car vehicles” to those truckers hauling the unique 
craft, the Interstate Com-‘ - ee 


merce Commission has de- 
cided. 

In a decision handed down last 
week in a case in- 
volving the Cur- 
tiss-Wright Corp. 
and a number of 
auto haulers, the 
ICC determined 
that smal] ve- 
hicles “supported 
in the air solely 
by a cushion of 
air ‘squeezed’ be- 
tween the vehicle 
base and an earth 
surface” are not 
included at present within any 
known freight classification, and 
thus require a new name for haul- 
ing purposes—‘air car vehicles. 

And, putting its decision to im- 
mediate use, the regulatory agency 
awarded George R. Burnett Co., 
Ine., and Arco Auto Carriers, two 
nationally known haulers of cars 
by truck, authority to operate as 
the first regulated carriers of “air 
car vehicles” in the United States, 
serving Curtiss-Wright. 

Discussing its findings, the com- 
mission made public the fact that 
Curtiss-Wright, one of the-major 
potential producers of the .air car 
in this country, now has in pro- 
duction two sports-car-size mod- 
els designed for off-highway use 
in connection with swamp and 
off-shore operations, farm and 
ranch work, real estate develop- 
ment, oil exploration and drilling, 
pipeline construction and survey 
operations. 

It added, somewhat facetiously, 
that the air-car might even eventu- 
ally replace the golf cart. 

ok 





William Ullman 


2 Larger Versions 

“JN ADDITION to the two models 
presently available for sale,” 

the ICC added, “(Curtiss-Wright) 

has in the design and development 

stage a ‘bus’ version able to trans- 





Bill Requiring 
More Accurate 


Odometer Is Killed 


ST. PAUL. — Auto speedometers 
are made to register slightly faster 


ICC Decides Air Cars 


Aren't Planes or Autos 


By William Ullman 


| ception to the majority finding that 


Bureau Chief 
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oa large numbers of passengers 
and an ‘air-boat’ vehicle having a 
carrying capacity of 14,000 pounds.” 

The agency said that, in testi- 
mony relating to the case, Curtiss- 
Wright stated it had received “over 
10,000 letters of inquiry from po- 
tential buyers and represented that 
within the use limitations specified 
above . . its vehicles, appropri- 
ately modified for particular uses, 
are now marketable on a nation- 
wide basis.” The corporation also 
said it anticipated a production fig- 
ure of 25,000 units annually by 1963. 


“As of March 7, 1960,” the ICC 
also said, “it had produced three 
machines, and it had received 
one order for delivery of a ma- | 
chine to Fort Eustis, Va. It will 
grant franchises to 50 dealers 

- and additional dealers will 
be added in subsequent years. 
Sales and demonstration offices 
are proposed for South Bend, 
Reno, Houston, New York and 
Miami.” 

One of the commission’s mem- 
bers, Charles A. Webb, took ex- 


the involved craft were neither} 


Ford Claims 
Leadership in 


Sales to Police 


DEARBORN. — More Ford police 
cars operate in major American 
cities than all other makes com- 
bined, according to H. W. Cook, 
Ford Division fleet sales manager. 


He said a survey of police fleets 
in the 50 largest cities in the United 
States disclosed that out of a total 
of 11,990 units in operation in 1960, 
there were 6,934 Ford police cars, 
or 57.8 percent of the total. 

Cook said the survey also dis- 
closed that Ford leads in the num- 
ber of patrol units owned and op- 
erated by five major turnpike au- 
thorities. In this field, he said, Ford 
police cars accounted for 242 units 
out of 560. 

In the number of units used by 
state police, Cook said, Ford has 
more than half the total — 8,946 
units out of 17,674 in operation. 

He said the Ford police Intercep- 








than actual speed to protect motor- 
ists from speeding tickets, an in- 
dustry spokesman told Minnesota 
legislators. 

The Senate Highways Committee 
rejected a bill designed to force 
manufacturers to install more ac- 
curate odometers (the mileage in- 
dicators on speedometers) on new 
cars. Four industry representatives 
answered charges made by the 
bill’s author, Rep. Jack M. Peter- 
son, Duluth. 

Peterson claimed persons renting 
cars or paying mileage lost money 
because odometers consistently 
register more miles than: actually 
are covered, His bill would require 
manufacturers either to _ install 
devices with an error of one per- 
cent or less or place a tag on the 
door post stating the degree of 
error. 

A. H. Kelly, testing chief at the 
General Motors proving grounds, 
told the committee that mileage 
to 


errors are “primarily due 
changes in the diameter of the 
tires.” 


tor, powered by a 330-horsepower 
V-8 engine, accounted for nearly 73 
percent of the Fords used by state 


other commissioners’ views. 
* * * 


|Need Earth Support 


Bi ied majority concludes,” he 

said by way of summarizing 
the overbearing decision, “that air 
cars are not ‘aircraft’ because they 
are dependent upon earth surfaces 
for support. Although I agree that 
the vehicles in question are surface 


be subsumed under the commodity 
description ‘motor vehicles.’ ” 

The “factual basis” for the major- 
ity conclusion, he said, was that 
air cars “differ essentially from 
motor vehicles because at their 
present stage of development they 
lack the directional stability requir- 
ed for operation in highway traf- 
fie.” 

Taking a different stand, how- 
ever, Webb implied that the 
“present stage” concept might 
not hold true at all in a very 
few years hence. He hinted, in 
effect, that the air car might be 
technologically improved and 
mass-produced in the next decade 
to a degree making it competi- 
tive with the automobile. 

“If and when (Curtiss-Wright) 
produces as many as 25,000 air cars 
a year capable of traversing hill 
and dale,” he pointedly concluded, 
“safe operation over smooth high- 
way surfaces will certainly be feas- 
ible.” 

* * * 
Unemployment Gains 


, gow transportation equipment in- 
dustry accounted for 174,500 in- 
sured jobless persons in January, 
a Labor Department report revealed 
last week. This compares with 120,- 
000 in December of last year and 
72,100 in January, 1960. 
According to the tabulation, 
“transportation equipment” unem- 
ployed were higher than in any 
other sector of the durable-goods 
manufacturing industry in January, 
and. had increased by 45.4 percent 
over December, 1960, and by 142 
percent over January of last year. 
They accounted for 10.6 percent of 
the total jobless in durable-goods 
manufacturing industries. 

Total insured unemployed— 
those jobless collecting unemploy- 
ment benefits during the survey 
period preceding the report—rose 
to 3.2 million in January, the de- 
partment said, a record high for 
that month in any year. 

“Of the million increase since 
January, 1960,” the department said, 
“some 700,000 came from factories, 
mainly those making durable 
goods.” 

The January-to-January changes 
reflected in the report, it added, 


craft, they should, in my opinion,|* 





















recently completed a two-month expansion 








MINNEAPOLIS. — The _ cliche, 
“local boy makes good,” aptly 
describes the success story of Ervin 
Pentel, head of Pentel Pontiac, 


Upper Midwest. The firm recently 
completed a two-month expansion 
and modernization program. 

The .main building, which in- 
cludes the showroom, general 
offices and parts and service de- 
partments, now has 15,000 square 
feet of space. A modernized 
body shop adjoins the main build- 
ing, and the company’s used-car 
lot, with a capacity of 145 cars, 
is across the street. 

The sales staff has been increased 
from 10 to 16 men, and the total 
number of employes from 45 to 70. 
The showroom floor now accom- 
modates 16 cars, and the closing 
offices have been air-conditioned. 
The showroom floor reportedly is 
the largest Pontiac display area in 
the Upper Midwest, 

Cost of the expansion and im- 


Pontiac Showroom Enlarged— 


This is a view of the enlarged showroom of Pentel Pontiac Co., Minneapolis, which 
can accommodate 16 cars. The firm, largest Pontiac outlet in the Upper Midwest, 


Pontiac Outlet Expanded... 


Pentel Makes It Big 





largest Pontiac dealership in the} 


and modernization program. 





in the Minneapolis newspapers 
and uses radio “spots.” 


Pentel also has mapped out a 
program for hig sales staff, under 
which they contact prospects by 
telephone, personal calls and make 
demonstrations. Currently prospects 
who take a demonstration ride 
receive a free magnetic flashlight 
for their car. The offer also is being 
promoted on television. 

All personnel is split into two 
teams to promote car sales. The 
teams are the “Dynamos” and the 
“Chargers.” At the conclusion of the 
sales contest, the winning team will 
eat steaks (courtesy of the man- 
jagement) and the losing team, 
beans. A similar contest was car- 
ried out last November. 

The dealership also concentrates 
on building its service business. 
Spring specials now are being 
offered. Pentel also uses the 30-60- 
90-day control cards to remind pur- 
chasers of new vehicles to come in. 








provement program was almost 
$40,000, according to Pentel. 


Pentel entered the business when 
he was 25 years old after attending 
the University of Minnesota. He 
sold cars for four years before go- 
ing into business for himself, ac- 
quiring a Chrysler-Plymouth fran- 
chise. His earlier business venture 
was burned out. 


Pentel has been a Pontiac dealer 





highlighted the major “soft spots” 
in the nation’s economy, one of 
which is the “transportation equip- 
ment” manufacturing sector. And, 
the report added, many more are 
out of work in those and other in- 
dustries than were encompassed by 





police in 1960. 


the survey. 
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Auto, Tire Firms Aid Safety-Check Program— 


since 1953 and in his present loca- 
tion at 720 East Lake St. since 1955. 

Pentel is a firm believer in ex- 
tensive advertising and mer- 
chandising to sell cars. He cur- 
rently is sponsoring “Playboy’s 


Penthouse,” a weekly television 
program, and also runs large ads 








For the sixth consecutive year, automobile and tire manufacturers are providing the Auto Industries Highway Safety Com- 


Senator Urges 
Loophole-Closing 


Before Tax Hikes 


WASHINGTON. — Senator Albert 
Gore, Tennessee Democrat, has 
said he believes loopholes in the 
tax laws should be plugged “before 
raising taxes on anything or any- 
body.” 

The senator, a member of the 
Senate Finance Committee, made 
it clear that he thought that loop- 
hole-closing should take precedence 
in tax action, and that the Presi- 
dent had made an “unhappy” choice 
in suggesting extension of the gaso- 
line tax at its present rate along 
with increases.in other excises that 
are paid by highway users. 

Gore told a meeting of the Ameri- 
can Road Builders Assn. at Atlantic 
City, N. J., that he recognized the 
fiscal problems that face the ad- 
ministration. 

But he noted that “not only are 
highway users expected to pay in 
full the cost of highways by special 
taxes, but other special taxes are 
levied upon them to provide funds 
for the general treasury. It seems 
to me that if we are to follow the 
questionable principle that highway 
user taxes must pay for highways, 
then we ought at least to use for 
highways all revenues already re- 
ceived from this source before fur- 
ther increasing highway user taxes. 

“The financial crisis facing the 
highway program illustrates the 
dilemma in which our government 
finds itself in a critical period of 
our history. We need to spend sub- 
stantially more in the public sec- 







































































The diameter is affected by the 
size and make of tire, air pressure, 
speed, tire wear, temperature and 
the load in the car, Kelly said. But 
he conceded that odometers are “in 
error on the short side” to .guaran- 
tee that drivers don’t -get speeding 
tickets because of an erroneous 
speedometer. 

Anyway, Kelly said, “it is vir- 
tually impossible” to build a me- 
chanism with no more than one 
percent error as required by the bill. 


tors of our economy—for education, 
for highways, for health facilities 
and in other areas as well. We will 
continue to face staggering defense 
expenditures which must be ac- 
corded priority.” 

Gore went on to say that it is 
“imperative” that the battle to 
close tax laopholes be fought, “and 
won decisively and conclusively.” 
He added that this was “not in the 
interest of highways alone” but for 
the national good. 


mittee with the services of staff members as a part of their support of the National Vehicle Safety-Check for Communities 
program. The 20 special representatives, above, met in Washington for advance briefing before starting 90-day assignments 
in states which do not require periodic motor vehicle inspection. This special corps will work with state and local public 
officials; safety, service, business, and civic groups; military installations; industrial plants, and dealers of the automotive and 
allied industries to enlist community-wide support for the 1961 voluntary Vehicle Safety-Check program. The program is con- 
ducted annually during the months of May and June, by the Auto Industries Committee and Look magazine, with the cooperation 
of the Association of State and Provincial Safety Coordinators. Seated, from left, are Louis M. Tuttle, Chrysler-Plymouth; Charles 
B. Rudder, Goodyear Tire & Rubber Co.; John J. McCarthy, Studebaker-Packard; Larry D. Burkhardt, Buick; William C. Wright, 
Dodge; M. R. Darlington jr., AIHSC managing director; Frank P. Lowrey, assistant managing director. Standing: Julius E. 
Anderson, General Tire & Rubber Co.; Robert L. VanDerVelde, Firestone Tire & Rubber Co.; Edward B. Burks, Firestone; Rudolph 
Ruyl, United States Rubber Co.; William R. Burditt, Cadillac; L. H. Nagler, American Motors; Richard J. Weaver, Oldsmobile; 
Cort W. Edmonston, Pontiac; Louis C. Rice, Chrysler-Plymouth; Lawrence H. Doyle, GMC Truck & Coach; Kenneth L. Fairfield, Good- 
year; Paul W. Barnard, B. F. Goodrich Co.; James R. Rutherford, Goodrich, and William K. West, Dodge. 





rr. THE automotive industry is in 
a state of recession, the jobbers 
and manufacturers of replacement 
parts and supplies seem not to 
have heard about it. Every one in 
either group that I contacted at 
the Automotive Service Industries 
Show in Los Angeles was not only 
extremely optimistic over business 
conditions for the immediate fu- 
ture, but most of them also were 
very happy over the business they 
had been doing in December and 
January. 

This spirit of optimism was also 
evident among most of the car and 
truck dealers whom I contacted 
during and after this great after- 
market show. In fact one dealer 
told me that January of this year 
was the largest and most profitable 
month for his dealership of any 
January he could remember. And 
he wasn’t a “johnny come lately,” 
either. 

It was certainly delightful and 
refreshing to me to hear heads of 
firms talking about increases in 
business of as much as 16 percent 
over last year and for January 
over December, after having my 
ears rapped continually with the 
various ills of the business back 

in Detroit. 

I am glad to say that much of 
the depressing conversation has dis- 
appeared from casual conversation 
back here, too, since I have re- 
turned home. 

We've heard that when the sun 
shone in New England that people 
came out and bought cars, that 

(Continued on Page 46, Col, 1) 
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Service Counter for Rambler 
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This dealer poster announcing the 10-point Safety-Check program is one of several 
identification pieces in the kit that is available to all franchised dealers. This 35x45- 
inch orange and black poster tells the motorist the points where his car will be 
checked. A 10-foot long, 3-foot deep indoor-outdoor banner also is available to help 


identify the dealership asa Safety-Check station. 


* * * 


Safety-Check Drive Draws 
More Dealer Interest 


HE annual national Safety- 

Check program, scheduled 
again this year for May and June, 
offers franchised dealers an excel- 
lent opportunity to get greater car 
owner contact through a public 
service program and, at the same 
time, aid in building up their own 
service business. 

Already 63 percent more deal- 
ers have signified that they are 
going to get behind the Safety- 
Check program this year than 
had signified their intention at 
the same time last year. More 
dealers are finding it a reward- 
ing, humanitarian effort; a posi- 
tive public-relations activity and 
a proven business builder. 

Nearly two out of every three 
vehicles operating on our streets 





“CUSTOMER SERVICE 


Dealers— 








Rambler dealers are being offered this counter and write-up desk. In addition to 
dressing up the service department, the unit provides a spot where service specials 
can be displayed under the most productive climate. The five-foot sign above the 
two-man desk features five light bulbs that flood the work surface of the desk. The 
pegboard back panels allow for displaying of parts, accessories and bulletins an- 
nouncing service specials. 








and highways are registered in 
states not requiring vehicle inspec- 
tion. In 1960, more than 3.2 million 
vehicles were safety checked dur- 
ing the 2,900 programs conducted. 
One out of every six were found 
to need immediate service atten- 
tion to at least one of the items 
checked. 

Thousands of automobile, tire 
and petroleum dealers and inde- 
pendent garagemen have taken ad- 
vantage of the program in recent 
years by offering free safety checks 
to their regular customers, their 
employes and to the motoring pub- 
lic. 

* OK * 


Popular with Owners 


ge voluntary aspect of the 
Safety-Check program makes it 
a popular traffic safety activity 
with car and truck owners who ap- 
preciate being given a chance to 
check the condition of their ve- 
hicles free of charge. 

Dealers and automotive service- 
men immediately can see the value 
of encouraging all owners to have 


their vehicles checked. Increased | 


parts and customer-labor sales is a 
bonus benefit, in addition to the 
personal satisfaction of knowing 
that the activity will aid in making 
the streets and highways safer and 
the community goodwill gained by 
participation in this national pro- 
gram, 

The Safety-Check receives ac- 


tive cooperation from public offi- 
(Continued on Page 42, Col, 3) 


Distaff Side Treated 


To Maintenance Course 


LAWRENCE, Mass.—Plymouth 
Center here has conducted a 
four-week “coed” course in minor 
automobile maintenance at the 
dealership. The unusual training 
program attracted 65 women — 
from young single girls to elderly 
grandmothers. 

The course covered everything 
from how to change a tire to 
helpful hints on the care and op- 
eration of an automobile. At the 
conclusion of the course, a dis- 
cussion of auto safety was de- 
livered by a member of the Mas- 
sachusetts State Police. Ladies 
who attended the course received 
a certificate of accomplishment. 











Spring GM Drive 
_ To Stress Profits 
In Quick Service 


UICK service is emphasized in 

General Motors’ Guardian Main- 
tenance program for March, April 
and May in a picture story of how 
a large new Lansing dealer saves 
time, boosts stall productivity, 
serves more owners in the same 
amount of space and meets the de- 
sires of the modern customer. 

The Guardian Maintenance 
publication’s spring issue covers 
Carl Story Oldsmobile, a large 
dealership where 20 stalls are 
devoted to “quick service,” but 
many basic operations and 
methods of handling the customer 


can be incorporated in much 
smaller shops. 

A 34-stall department plus a 
modern’ service-customer waiting 


room make up Story’s impressive 
service operation. 

The “quick-service” department, 
which comprises about a third of 
the total service space, is designed 
to satisfy a new concept in service, 
shifting the emphasis from heavy 
repairs to maintenance _ services 
and minor jobs. 

It is evident from the dealer’s 
standpoint that quick service will 
result in increased mechanic pro- 
ductivity, greater utilization of 
floor space and provide an oppor- 
tunity to increase shop profits by 
serving more owners with existing]. 
facilities. 

The basis of shop reorganization 
has been to bring the mechanic to 
the work rather than transfer the 
work to the mechanic. It eliminates 
the costly movement of cars from 
stall to stall, and should cut ma- 
terially the loss of mechanic time 
necessitated by such movement and 
increase the amount of mechanic 
time that can be sold profitably. 

ok * * 


Big Timesaver Noted 


|b arediyretdaoneghie upon the job, up 

to three men may work as a 

team in a stall at one time. Bring- 

ing their tools on portable stands 

and working. with overhead lube 
* 


equipment, air wrenches, etc., their 
organized work plan cuts overlap in 
many service operations and saves 
time by eliminating duplicate car 
and hoist handling. 

One important feature of: this 
system is that it allows the deal- 


er to price services competitively 
(Continued on Page 40, Col, 1) 


Caution Urged 
In Use of Plastics 
For Body Repairs 


a using or planning to 
use plastics in body repairs 
should utilize one area in the shop, 
isolated from the rest of the de- 
partment, if possible, according to 
Peter A. Breysee, University of 
Washington Environmental Re- 
search Laboratory. 

He made a study of the safety 
factors involved in the use of 
plastics. 

In general, he said, two types 
of resins have been encountered 
in body and truck cab work, poly- 
ester and epoxy. Both contain 
chemicals that can be harmful 

to health and also present a 
potential fire hazard, he added. 
“A program of worker-education 
in the care to be exercised in hand- 
ling these resins is mandatory,” 
Breysee said. 

Fire and explosion are the major 
causes of concern in the use of the 
polyesters, he continued, while con- 
tact dermatitis with possible sensi- 
tization and eye contact are the 
problems associated with the use 
of epoxies. 

“A precaution that is advisable 
when both epoxies and polyesters 
are used in the same shop is that 
these operations be entirely separ- 
ated to prevent the accidental mix- 
ing of the epoxy amine hardener 
with the methyl ethyl ketone per- 
oxide from the polyester resins,” 
Breysee said. 
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Model 'Quick-Service' Setup— 


Layout of Story Oldsmobile, Lansing, shows the 20 quick-service bays with eight 
of the bays equipped with hoists. The bays are all “drive-through” and easily reached 
from either of two entrances to the service department. Room for those who wait 
for the work to be done on their car and the cashier's office are at the front of the 
quick-service section and the parts department is handy at the immediate rear. 
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PU EBA 


is the hottest 
Sandpaper item 
ever sold! 
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No other wet-sanding paper has ever had such cutting power, 
such long life, such ease of handling. 


New Formula TUFBAK is the only paper specially developed 
for the new .. . harder acrylic finishes! 


Works like “black magic” on primers, lacquers and enamels! 


WANT PROOF? READ WHAT THEY SAY ABOUT NEW TUFBAK 


% 


Almost too good! 


New TUFBAK wins competition's own test! 
“This new TUFBAK is almost too good. Men in the 


From Washington: “A paint panel test was held. With 


80 strokes, the other brand, 220 grit, cut through the 
paint down to the metal 12” wide and 3” long. On the 
same panel, new TUFBAK, 280 grit, in 80 strokes cut 
a swath 1” wide and 4” long. No need to tell you who 
got the order!” 


From a Chicago rep: 


“Sold on new TUFBAK - - - - testing resulted in a 
15-unit order from a body shop that used competitive 
refinishing products previously. The refinishers said 
it was the finest improvement in sandpaper since they 
have been in the business!” 


From the West Coast: 


“I didn’t think any one new product could create so 
much enthusiasm. Faster cut, longer life, easier han- 





a division of Norton Company 








shops were afraid the samples we showed were special 
runs. (We guarantee that they were from regular 
stock.) Shops in Tulsa, Kansas City, and in Colorado 
estimate as high as 150% to 200% longer life over 
competitive brands!” 


Non-curling: 


“Took half a sheet of new TUFBAK and folded it 
three ways and put in a bucket of water along side 
a sheet of competitive paper. 
Within 20 minutes, other brand 
was starting to curl. In an hour 
it had unfolded, and within two 
hours it had completely folded and 
curled up in the other direction. 
New TUFBAK did not curl in 
any way at all after 15 hours of 
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To Boost Volume, Profit .. . 





Quick-Service Drive 


Scheduled by GM 


(Continued from Page 38) 


without loss of profit. This com- 
petitive pricing is made possible 
by the reduction in time lost in 
car handling, parts procurement 
and wasted motion. 

The Guardian Maintenance pub- 
lication devoted four pages with 
pictures to a typical Story Oldsmo- 





Imported-Car Tuneup Specs 


Offered by Simpson Electric 


CHICAGO.—Tuneup specifica- 
tions for 300 models of 60 different 
makes of imported automobiles are 
offered by Simpson Electric Co. 

A copy may be obtained by writ- 
ing on company stationery to Simp- 
son Electric Co., 5200 W. Kinzie St., 
Chicago 44, Ill., and enclosing 25 
cents to cover postage and han- 
dling. 


bile customer who came in for a 
brake reline and carburetor over- 
haul. In addition, a lubrication, 
muffler replacement, front-wheel 
pack and tire rotation were sold by 
the order writer. 

This story shows how, under the 
new quick-service plan, the six jobs 
which normally take up to three 
hours were done in less than one. 

This story hits directly at the 
shop that is still being run on the 
type of service as provided 10 years 
ago or more, when heavy service 
was more in demand, when the cus- 
tomer was not as irritated about 
leaving the car with the dealer all 
day for work that took less than 
an hour, and when the dealer did 
not have anywhere near the num- 
ber of competitors for the main- 
tenance services that make up the 





Pleasing Customers— 


Two or more mechanics work on a ‘‘quick-service” job at the same time in the 
Story Oldsmobile department set up to accommodate the customer's time limitations. 
This dealership feels that it saves mechanic time and gives the customer the utmost 
in satisfaction by bringing the mechanic to the job rather than taking the job to the 


mechanic. 
* * * 
bulk of work on cars less than 
three years old. 
* % * 
OE simple way in which any 
dealer can determine whether 


ee +s 
his shop is tuned to modern serv- 
ice needs is by reviewing a day’s 
or a week’s “hard copies” and 
finding out what proportion of his 
customers come in for one-and- 





AUSCO 
MOBILE 
CRANE is the 


work-savingest 
equipment 
th the shop! 
IT'S A CINCH TO PULL 
A MOTOR WITH 


OUR RUGGED 
AUSCO CRANE 


One End Lift 


AUTO SPECIALTIES MANUFACTURING CO. 
ST. JOSEPH, MICHIGAN e¢ WINDSOR, ONTARIO, CANADA 


/ JUST ONE 
MAN IS NEEDED 
IN OUR SHOP TO 


HANDLE EVEN BULKY, 


HEAVY LOADS LIKE 
THIS. HYDRAULIC 


Saf-Lift 
Bumper 
Jocks 


THE AUSCO TRUCK MOUNTED 

CRANE TAKES THE BACKACHES 
OUT OF LOADING AND UN- 
LOADING. EXTRA MOUNT- 


ING WELLS 
MULTIPLY 
ITS USE. 


13 TON + 34TON 


1TON - 2TON 
MODELS 


AVAILABLE 





two-item services that take less 


.|than 30 minutes. 


From the “hard copies,” figure 
out how much time the shop and 
its staff are losing by taking the 
cars to a lot, then to each me- 
chanic involved and back to the 
lot. 

A recent survey by AUTOMOTIVE 
News shows that only 32.9 percent 
of the franchised dealers today are 
employing all of the mechanics 
they can use in their present facili- 
ties. An increase in mechanics of 
24.4 percent would be necessary to 
bring all shops up to capacity 
operation. Quick service can help 
fill these shops. 

GM conducted a survey among all 
its dealers to measure the effective- 
ness of Guardian Maintenance ad- 
vertising, merchandising and pro- 
motion. Fifty-three percent of the 
dealers replying said their service 
volume had increased since the 
start of the Guardian Maintenance 
program. 

The program had helped 92 per- 
cent retain customer service loyalty, 
94 percent said the program had 
created a favorable image, 86 per- 
cent reported it had helped in- 
crease quick-service business and 
79 percent said it had helped bring 


back lost customers. 
* * * 


Dealers Run Own Ads 


_ dealers had supplemented 
Guardian Maintenance’ ads 
with local advertising of various 
kinds aimed at pinpointing the na- 
tional campaign to their dealer- 
ships. Forty-two percent had used 
local newspaper advertising, 15 per- 
cent had used local TV or radio, 8 
percent had added direct mail and 
4 percent had used billboards, the 
telephone or other means of adding 
to the effectiveness of the national 
effort. 


Asked if they had done any- 
thing in their own service de- 
partments which may have helped 
their business, 61 percent said 
they had increased the training of 
either service or parts person- 
nel, 31 percent had increased the 
size of their shop, 30 percent had 
boosted the number of service 
stalls, 22 percent had set up 
quick-service stalls, 16 percent 
had added personnel, and 13 per- 
cent had added night service or 





otherwise improved their facili- 
ties. 

Most dealers realized that the 
Owner Protection Plan can be 
made an owner’s guide to quality 
service, and 84 percent claimed that 
their organizations explained the 
program to every new-car and 
truck customer. 


Service Veteran 
Cites Field’s 


‘Opportunities’ 


CULVER CITY, Calif. — Otto 
Hunt, service manager of Bill Mur- 
phy Buick, has celebrated his 34th 
anniversary in the automotive busi- 
ness. And, as far as Otto is con- 
cerned, the opportunities for young 
men in the service end of the busi- 
ness have never been better than 
they are now. 


An auto dealership is “big busi- 
ness” today and young men who 
have the proper training and ad- 
ministrative ability can move up 
quickly, says Hunt, who also notes 
that the average wage for a train- 
ed mechanic with five years’ experi- 
ence is about $600 per month. 

As service manager of the na- 
tion’s largest Buick dealership, 
Hunt commands a staff of more 
than 50 specialists. 

“And this,” he adds, “is a far cry 
from the number of servicemen on 
the job at the dealership where I 
went to work in 1927.” 

Hunt’s entire career, including a 
four-year Navy stint during World 
War II, when he served as a chief 
motor mechanic, has been in the 
service side of the automotive busi- 
ness. 


Technical Reports Issued 


CHICAGO.—The first of a series 
of practical, down-to-earth tech- 
nical reports to be issued on a 
monthly basis has been sent to 
members of the Institute of Trans- 
mission Rebuilders, a division of 
Automotive Parts Rebuilders Assn. 
These reports are prepared from 
material emanating directly from 
original equipment manufacturers. 
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Volume Doubles, Work Force Cut... 








Dealer Curbs the Profit-Gobblers 


By J. O. Paine 


Special to Automotive News 


MOULTRIE, Ga. — Officials at 
Sam Duggan Chevrolet Co. asked 
themSelves why costs were gobbling 
up profits in their parts depart- 
ment. 

They came up with ‘some 
answers that resulted in doub- 
ling the volume of sales while 
cutting the number of employes. 

One of the things to which Rob- 

ert Duggan, son of the founder and 
an official of the company, gives 
cridit for the increased sales is 
an inventory control system that 
eliminates running out of parts. 

When a part is sold over the 
counter or checked out by a me- 
chanic, the part’s number is writ- 
ten on the charge or cash ticket. 
A copy of the ticket goes to an 
inventory-contro] clerk who posts 
the sale on an inventory card. 

A card, kept on every part in 
stock, shows the date of the sale, 
the amount sold and the balance 
on hand. The average sold in the 
past two months is shown on the 
card. Periodic inventories are made 
to see that the cards check with 
the parts in the bins. 

Keeping up with the stock has 
had a remarkable effect on such 
items as wiping rags. 

“Before we started keeping up 
with wiping rags, we used 400 a 
week,” Duggan said, “and we always 

* * * 


Parts Control— 


inventory at Sam Duggan 
Ga., is controlled 


The parts 
Chevrolet, Moultrie, 


with this filing system. The supply of each 
part is listed on the part's card in the 
file, eliminating empty parts bins. 

* * 


Molding Supply— 


The supply of automobile moldings is 
stored in this way at Sam Duggan Chevro- 
let, Moultrie, Ga. The moldings are stored 
by their numbers in cardboard boxes 
nailed to the rafters. 





Think Small— 


Sam Duggan Chevrolet, Moultrie, Ga., 
found a saving when it reduced the length 
of its parts counter from 30 to 12 feet. 
The smaller counter reduced the number 
of steps parts men have to walk. 


were running out of stock. We now 
use from 170 to 200 a week and 
every time an employe gets a new 
rag he must turn in a used one.” 


The company found that decreas- 
ing its checkout counter from 30 
to 12 feet reduced the number of 
steps that partsmen walked. The 
shortened counter released space 
needed for storing parts. 

Duggan, his brother Carlton, and 
father, Sam, studied the arrange- 
ment of stock in the bins. They 
found that by arranging the faster 
moving parts, such as tailpipes and 
mufflers, closer to the checkout 
counter, less time was spent get- 
ting parts. 

Putting parts men on commis- 
sion resulted in increased sales, 
Robert Duggan said. The man 
who knows his salary depends on 





Village Honors Dealer 
BYRON, Mich.— James Duncan- 
son, an auto dealer here, has been 
honored by the Village Council for 

outstanding community service. 








the volume he sells, is inclined to 
work a little harder. 


Time and steps were saved by 
dividing parts bins into short sec- 
tions. “We were surprised at the 
number of miles of walking we 
eliminated by dividing the bins into 
half sections,’ Duggan said. 

The way parts are stored on 


shelves can make a difference in 
the cost of operation, the officials 


found. Automobile moldings, for 
instance, come in various shapes 
and sizes. 


Thrown on a shelf, they re- 
quire several minutes to locate. At 
Duggan Chevrolet, they are stored 
numerically according to parts 
numbers in bins made from card- 
board boxes nailed to rafters. 


When Duggan Chevrolet first be- ===" 


gan studying its parts department, — a 


five men and a woman were em- 
ployed in the stockroom. The com- 
pany now is doing twice the 
volume of business with four em- 
ployes, including the inventory- 
control clerk. 





SAM DUGGAN 
BCHEVROLET DEALER 
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Georgia Dealership— 

This is the front of Sam Duggan Chevrolet, Moultrie, Ga. The dealership reorganized 
its parts department and was able to double parts volume while reducing the work 
force in the department from five to four. 
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Gentlemen: 
I am interested in more information on the above plan. 
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FORGE A 


STRONGER LINK 


TO BRING THE 





WANDERING CUSTOMER 






BACK TO YOUR 


SERVICE DEPT. 


A proven sales and service 
traffic builder that provides you with the 
vital link that assures success of factory 


stimulated service programs. 


A personalized motivator that induces 
car owners to pass by non-dealer service outlets 


and return regularly to the car dealer. 


If you're interested in this 
proven service stimulus, send the 


coupon today. 
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At Dealer Level... 





cials, civic leaders, safety organ- 
izations, and the leading service, 
civic and social organizations of 
every community. All are inter- 
ested in helping fight traffic acci- 
dents which have taken the lives 
of more Americans than all of 
the wars in the nation’s history. 


Dealers can cooperate in this na- 
tional program by joining with 
effort, by becoming a part of a 
community “Safety Lane Drive” or 
by making their own service shop 
a place where the vehicle owner 
can bring his vehicle for a free in- 
spection, 





ok + ed 
lay ye Auto Industries Highway 
Safety Committee has made 
available banners, posters and other 
identification material for this pro- 
gram. 
Included in the kit that is being 
offered is an identification jumbo 
poster, an indoor-outdoor banner on 


Training Program for. Students— 


Mark Biondich, left, general field manager, Ford Los Angeles district, congratulates 
City Ford and the Northgate Optimists on a youth automotive training program carried 
out at the Ford dealership. From left are Biondich; Harold E. Bauer, principal, Night- 
ingale Junior High School; Ray Bent, shop foreman, City Ford; Gene Lipp, president, 
Optimist Club, and Eddie Phillips, City Ford. Classes on the mechanics of cars and 
trucks were held at the dealership for Nightingale students. Certificates were given 
to all participants and special awards to the three outstanding students. 


More Safety-Check Interest 


(Continued from Page 38) 


cloth, 250 handbills, check lists, 
“safe-driving tip” pamphlets, wind- 
shield-sticker tally sheets and other 
“give out” pieces to arouse interest. 

According to the Auto Indus- 
tries Highway Safety Committee, 
the Safety-Check campaign con- 
ducted each year is beginning to 
show up in a lessening of the 


Workshop Manual Offered 


For Solex-Equipped Cars 

WARSAW, Ind. — For dealers, 
service centers and garages inter- 
ested in servicing carburetors of 
Solex-equipped cars, Arnolt Corp. 
is offering a new simplified work- 
shop manual. 

The manual is priced at $2, Also 
available are Solex Spare Parts 
Catalog, Carburetor Catalog and 
Master Price Guide at $4 for the 
set of three. 


To the man in the 
auto leasing business: 


Here is a new kind of car rental business planned 
especially to dovetail with your leasing operations. 

The franchise and the plan we offer will get you 
four to five times greater return on your total 
capital investment than you have ever gotten on 
your leasing operation alone. 

This amazing fact can be proved. 

Proof lies in a thoroughgoing study of rental and 
leasing practices. The financial proposition and the 
marketing of services have had a long and careful 
analysis by top executives with years of experience 
in the industry. These men have formed the 
Forbes-Scot Car Rental System, Inc. 

As a result of their study, the Forbes-Scot plan 
allows you to charge lower rates than is the practice 
in the rent a car industry and still earn more than 
50% return on your equity capital. 

Obviously, the new plan is free from all the ill- 
conceived practices of the past. For example, there 
are no airport fees, contracts or confidential dis- 
count arrangements to burden your business. The 
Forbes-Scot plan offers a standard low-rate plan to 
everybody. Here is a plan designed to capturea 
generous share of the present rent a car market as 
well as to open up new markets yet untapped. 

Forbes-Scot now offers franchises in 80 top cities 


across the country. Forbes plans an immediate in- 
vasion of them. The franchises will not last long. 
It is to our mutual advantage that we talk it over 
right now. Contact us. One of the corporate officers 
will explain the details of our franchise plan to you 
and consider the possibilities of our working 
together. 


The Forbes-Scot plan will be backed by promotion, 
publicity, and a heavy national advertising pro- 
gram.The franchise also offers you: 


1. An analysis of the rental/leasing business. 


2. Financial information involving your cash flow 
position, leverages, and possible tax advantages. 


3. A marketing strategy to take fullest advantage 
of present markets and to open new ones. 


4. Executive counsel in getting you started and 
continued advice on better ways to turn a greater 
profit. 


A NOTE OF ASSURANCE: There are no gimmicks or promo- 
tional stunts involved in our plan. Just sound business 
practice coupled with imagination and years of competitive 
experience. 


Forbes-Scot 


Car Rental System, Inc., 20 North Wacker Drive, Chicago 6, Illinois, PHONE: DE 2-1282 


number of cars found to need 
service on one or more items. 


Last year, one in every six cars 
were found to be unsafe as against 
a one-in-every-five average for the 
preceeding five years. This was the 
first time in the 13-year history of 
the annual campaign when such a 
definite drop in maladjusted cars 
and trucks was noticed. 

* oK * 


Number Goes Up 


a year, due to the fine dealer 

cooperation and the community 
effort, the total number of vehicles 
checked during the campaign has 
increased. Seven years ago, 1,071,- 
144 vehicles were checked; in 1955, 
it grew to 1,421,200; in 1956, it was 
2,185,524; in 1957, it grew to 2,641,- 
558; in 1958, the number went over 
the three-million mark to 3,070,495; 
in 1959, it was 3,096,630, and, last 
year, the number of vehicles check- 
ed reached 3,216,164. 


Among the things found faulty in 
the vehicles checked last year, rear 
lights was the prime offender with 
31.2 percent of the cars being re- 
jected for this cause. Another 17.4 
percent were rejected for front 
lights, 13.6 percent for brakes, 10.0 
percent for exhaust, 8.7 percent for 
tires, 5.8 percent for windshield 
wipers, 5.4 percent for steering, 3.9 
percent for glass, 2.6 percent due to 
bad horns and 1.4 percent because 
of rear view mirrors. 


Where the records of last 
year’s Safety-Check noted the 
difference in trucks and cars, the 
percentage of each ran quite con- 
stant with 19.0 percent of the 
cars and 19.6 percent of the 
trucks being rejected. Where cars 
and trucks were lumped together, 
13.1 percent were rejected. A 
grand total of 16.3 percent of all 
vehicles checked were found 
faulty on one or more safety 
items. 

All factories are urging their 
dealers to participate in this all-in- 
dustry safety movement not only 
because of the opportunity for their 
dealers to aid in performing a 
needed public service but also be- 
cause active participation, if prop- 
erly planned, can and does result 
in increased service revenue and 
the building of service customers. 


Utility Vehicle 
Provides Answer 


For Service Calls 


PHILADELPHIA.—A_ Philadel- 
phia garage has come up with an 
answer to its problem of finding a 
low-cost vehicle for road _ service 
calls. 

The garage, which does a large 
volume of emergency repair work 
on cars Stalled on Philadelphia high- 
ways, previously dispatched one of 
its tow trucks for all service calls. 
However, it felt that for minor re- 
pairs or battery or tire service, a 
smaller vehicle could be_ used. 


When its volume of business be- 
came great enough so that an ad- 
ditional vehicle was required, the 
garage decided to divide its road 
repair work into two classes. Its 
heavier equipment would be used 
for service calls where stalled cars 
might have to be pushed or towed 
in for repair. 

For repairs such as batteries, car- 
buretor adjustments, tire changes, 
etc., the garage felt that a small, 
low-cost utility vehicle would have 
many advantages. 

After considering several types 
of vehicles, the garage chose a 
Cushman Truckster, manufactured 
by Cushman Motors, Lincoln, Neb. 

After six months’ operation, the 
garage has found that the Truckster 
offers several advantages for on- 
the-spot repair work. First of all, 
it costs very little to operate. 

The garage has also found that 
the 48-inch wide Truckster is able 
to maneuver in congested areas. The 
unit can turn around in a 108-inch 
circle, It also finds that the vehicle’s 
pickup hopper will carry an 800- 
pound payload and can be used 
along with its two pickup trucks to 
transport materials and garage 
supplies. 


Graff Leaves $194,013 


BUFFALO.—A gross estate of 
$194,013 was left by John H. Graff, 
73, president of Graff Motor Sales 
Inc., Springville, N. Y., according 
to a state tax appraisal filed here. 
He died Aug. 6, 1960. 
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Average Charge Is $4.80 an Hour in Sampling see 


Dealers Air Shop Rates, Unions 


| a A sampling by AUTOMOTIVE 
News, the average auto dealer 
with a nonunion shop charges $4.80 
an hour for labor on customers’ cars 
and the average mechanic gets $2.32 
of that labor charge. 

These are two of the findings of 
an AvTomoTiveE News survey of 
dealers in all sections of the United 
States. Dealers handling all domes- 
tic makes and located in cities of 
all sizes were included in the 
sampling. 

Customer labor rates and me- 
chanics’ earnings are supposed to 
vary widely from place to place. 
The big cities and the communi- 
ties near the big cities tradition- 
ally have had higher rates than 
smaller communities. 

Even in cities of about the same 
size, those in certain areas have 
had rates well above those in other 
areas. The traditional low-rate 
areas include the South, Southwest, 


Great Plains and the Rockies. 
Higher rates are common in the 
Middle Atlantic States, Midwest 


and on the Pacific Coast. 
* * * 


HESE variations do exist but 

the differences are not great, 
on the average. There are a few 
isolated cases where the variations 
are great. 

The labor rate and mechanic’s 
share are most likely to be less 
in a small town in the South than 
in a city on the Pacific Coast, but 
there are mechanics in Los Angeles 
who make less than their counter- 
parts in some Southern cities. 

As an example of how labor 
rates show little real variation, 
the average labor rate is $4.80 
and only 3 percent of dealers 
charge less than $4 an hour. At 
the other extreme, only 1 percent 
of dealers charge more than $6. 
(All of these figures are for 


shops where the mechanics are not| 


organized by unions.) 
* * * 


OF THE dealers in the sample, 


19 percent have a $4 labor rate; | 


one percent charge $4.25, 25 percent 
charge $4.50, one percent charge 
$4.75, 29 percent charge $5, 13 per- 
cent charge $5.50, and 8 percent 
charge $6. A total of 88 percent 
of dealers charge within $1, more 
or less, of the $4.80 average. 

The hourly rate paid the me- 
chanic as his share of the labor 
charge also tends to be fairly close 
to the industry average of $2.32 an 
hour. Mechanics get $1.50 an hour 
or less in 3 percent of dealerships, 
$1.51 to $1.75 in 5 percent, $1.76 to 
$2 in 19 percent, $2.01 to $2.25 in 27 
percent, $2.26 to $2.50 in 24 per- 
cent, $2.51 to $2.75 in 16 percent and 
more than $2.76 in 6 percent. 

The labor rate, compared to the 
mechanic’s share of the labor rate, 
does not tell the full story of me- 
chanics’ income or the dealer’s 
gross profit on the labor charge. 
Under the usual wage arrange- 
ment, the mechanic makes noth- 
ing when there is no work in the 
shop for him. On the other hand, 
when there are enough cars in 
the shop, he may be able to 
handle more than one job at a 
time and earn more than the 
stated hourly rate. 

Another matter is the expense of 
fringe benefits. The dealer pays for 
these out of the portion of the labor 
rate that goes to the dealership. 

In the average unionized shop, 
the labor rate and mechanic’s pay 
are higher than in the average 
nonunion shop. Union shops charge 
an average labor rate of $6.47 an 
hour and their mechanics make 
$3.13 an hour. 

cK * * 


pprect comparisons of the union 
and nonunion shops in this sur- 
vey are invalid for several reasons. 
Only a relatively small number of 
dealers with union shops were sur- 
veyed so the two groups of dealers 
are not comparable. 

In addition, unionization of 
service departments tends to be 
centralized in a few areas 
notably the Pacific Coast cities 
and some of the biggest cities in 
the Northern states. The fact that 
these shops are in cities in high- 
rate areas would make their 
labor rates and mechanics’ pay 
higher without unionization. 

All of the dealers surveyed were 
asked for their views of unionized 
mechanics. The dealers whose shops 





are unionized split, with two-thirds 





against unionization and one-third 
in favor. 

Typical of the comments of the 
dealers who have unionized shops 
and don’t like it were these re- 
marks: 

Washington dealer: ‘We have no 
choice.” 

California dealer: “Unions are 
bad news. In addition to the above 
rates ($3.17% an hour for me- 
chanics), we give eight paid 
holidays, health and welfare in- 
surance, $17.50 per month per 
man for pension fund, etc. 
Fringes cost me $1,000 per me- 
chanic per year.” 

An opposite view was expressed 
by a Wyoming dealer, who said: 
“No particular objection to the 
union as such, It can be good as 
well as bad. We, as an industry, 
have problems in training, pay 
plans, etc., which aren’t being 
solved.” 

* * * 

EALERS who do not have 

unions in their shops were 
asked what they thought about 


unions. It was no surprise that 
68.2 percent of this group is op- 
posed to unions in the shop while 
only 0.9 percent said they would 
not object to unionization. 

The remaining 30.9 percent said 
they had no views on the ques- 
tion. This group consisted mainly 
of those who have had no dealings 
with unions and, therefore, don’t 
feel that they are in a position to 
comment. 

The group which is opposed to 
unionization took a number of 
different positions and advanced 
a number of arguments on why 
they feel that unions are not for 
them. 

One of the most frequently men- 
tioned opinions was that the union 
has no place in the smal] dealer- 
ship in a small city where employe 
relations are on a personal basis. 
Typical examples: 

North Dakota dealer: “We feel it 
would be difficult to run an oper- 
ation our size in our market with 
unionized labor.” 

New Jersey dealer: “Do not feel 


that a union shop would work in 
a small community with so few 
men. Your independent shop and 
service station would make com- 
petition very keen.” 

Another view was that the 
union is a barrier between an 
employer and his men which tries 
to usurp the privileges of man- 
agement. 

An Arkansas dealer said: “When 
a union starts telling the owner 
how his business is to be operated, 
it has too damn much authority. 
These things will eventually hurt 
the working man. Treat and pay 
good, but be boss. For the invest- 
ment of the owner, his income is 
too near the same as the me- 
chanic’s.” 

* * * 

ANSAS dealer: “Our shop is 

too small and we are on too in- 
timate terms with our mechanics to 
need a go-between.” 


Some dealers feel that their me- 
chanics are doing as well or better 
without a union as they could with 
one. 

California dealer: “We are pres- 
ently offering more than the 
union and have very good em- 
ploye relations.” 

Virginia dealer: “Our existing 
pay plan provides benefits above 


43 


those required by union contracts.” 

Another group of dealers ex- 
pressed fears that unionization 
would boost the cost of repairs for 
car owners and also expressed 
doubts about what these higher 
costs would do. 

Utah dealer: “Any increased 
costs would have to be passed on 
to the customer. We would not be 
able to offer the service we do 
now.” 

ed o* * 
EVERAL dealers felt that the 
question had been resolved by 
their mechanics who once had a 
union and then voted it out. 

The largest group of dealers said 
flatly that they are opposed to 
union shops without giving any 
one reason. Many in this group 
had ideas on what to do about 
unions. 

Nebraska dealer: “Unions will put 
auto dealers out of business.” 

Colorado dealer: “I would 
close down my shop rather than 
go union. My men don’t want it. 
I want to run my own business. 
I haven’t lost a man from my 
shop in five years. They like the 
way we run it.” 

Oklahoma dealer: “We would, in 
all probability, sell our dealership 
if it were unionized.” 
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There’s a Binks gun precisely 
made for any kind of spraying 
. body touch-up, com- 
plete re-paint, undercoating, 
flocking or washing. Over 50 
guns to choose from. . 
one a precision tool, made to 
take the punishment of hard, 
continuous daily use. 


The right gun gives you better 


ORE & 


atch the gun to the job 
1+ Spray anything from water to undercoating 


quality work, too. Materials 
flow on evenly . . . maximum 
coverage with minimum waste. 


Ask your distributor for the 
. learn how Binks 


. each 


details. . 
spray guns can 
be profit-makers for 
you. Or, write to the 
address below. 
Ask for Catalog 956. 






















Ask about our spray painting school. Open to all... NO TUITION... covers all phases. 


Binks Manufacturing Company 3136 carroli Avenue, Chicago 12, Ill. 
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ford Motor Company’s 1961 American Road Show 


ready to roll into scores of dealer communities! | 


Better than ever in 1961 and packed with fresh appeal for 
millions, “The Magic World of Ford” will visit scores of 
shopping centers from coast to coast. The newest of the “magic” 
touring units will again present a marvelous array of magical 
feats to accent the beauty, value and advantages of the Ford 


Family of Fine Cars, with special emphasis on body quality. 


In addition, all American Road Show visitors will again receive 
a free souvenir magic-trick booklet which also contains perti- 


nent information on the complete line of Ford Motor Company 


automobiles. And, as last year, visitors will be invited to register 
at Show Headquarters to provide dealers everywhere with 


valuable data on outstanding local prospects. 


The American Road Show, created for the purpose of increas- 
ing dealer sales opportunities, is one more example of Ford 
Motor Company’s continuing interest in the business welfare 


of its dealers. 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


The American Road Show will open simultaneously on March 22 in 


Western, Central, and Eastern locations and will run througlr July 29. 


WATCH FOR “THE MAGIC WORLD OF FORD” IN YOUR AREA. 
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MOTOR COMPANY 






The American Road 


Dearborn, Michigan 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford e Faicon « Thunderbird e Comet ¢ Mercury e Lincoln Continental.e English Ford Line 
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e ce By Jack Weed 


(Continued from Page 38) 


used car prices have pretty much 
stabilized and that now some fac- 
tory boys are willing to bet that 
we will be short of cars this spring 
due to the extent of the holdbacks 
in production. 
* * * 
Stop the Wailing! 
7. coupled with the greater 
interest shown by dealers in 
service operations, is all to the good 
and to me seems to indicate that 
we finally are beginning to think 
rationally and beginning to do 
something about our various prob- 
lems instead of wailing to the moon. 
And there is so much to be done, 
especially in the service end of 


the business. ‘ 
Rumors are beginning to filter 
through that some of the big oil 
companies who shoved their fil- 
ling station outlets into the serv- 
ice business have found that it 


BENMATT 


ORGANIZATION, INC. 
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1259 ASHLAND AVENUE, CHICAGO 22, ILLINOIS \W we 
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“SILVER DAWN” 


REFRIGERATED AUTO AIR CONDITIONER 
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takes more than financing the 
stations in the tools and test 
equipment they need to make 
them a profitable operation. 

They are beginning to learn that 
they face a tremendous educational 
and training job which they had 
hoped would be taken care of in 
installation of the equipment. They 
are beginning to find that station 
help shifts around, too, and that 
the man they trained a month ago 
to do a particular job may have 
moved on to a different job and the 
station has no one to run the equip- 
ment. And few of them have made 
any provision for retraining. 

They find that just putting a 
station operator in the service busi- 
ness didn’t cure him of the habit 
of giving his mechanic’s time away 
and that the profit from an oil filter 
for instance won’t cover the time 
of a good mechanic to install it, 
plus the increased overhead 


Benmatt license frames and name 
plates are constant reminders 
for your sales and service 
customers and prospects. 
Working continuously to build 
traffic for your dealership. 
Use Benmatt dealer identification 
items for increased sales! 
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brought on by the investment in 
tools and equipment. 

And, too, they are finding that 
when their stations lose a service 
customer because of poor work 
they generally lose a gallonage cus- 
tomer as well. That’s just human 
nature asserting itself. 

* * * 


B”. this doesn’t mean that the 
franchised car dealer can con- 
tinue to ignore the 180,000 stations 
that are still and will continue to 
bid for the very work and profits 
he needs to keep his dealership 
on a profitable basis. 


It doesn’t mean that he can con- 
tinue to flaunt the desires and likes 
of the owners who should be his 
year-round customers. Neither can 
he price his services too high, nor 
can he continue to ignore the fact 
that the base work in his shop has 
switched from heavy repairs to 
maintenance services and if he is 
going to continue in business as 
a car or truck dealer, he must shift 
with the trend that has been 
brought on by better engineering 
and more careful construction. 

He must also recognize that 
the customer’s time is getting to 
be an all important consideration. 
While price will always be im- 
portant, this desire to have the 
short-time maintenance services 
done while the customer waits is 
one of the biggest drawing cards : 
the filling station operator has 
to pull business away from the 
franchised dealer. 

The public still believes, despite 


Blackhawk Appoints Page 
International Vice-President 


MILWAUKEE.—In line with its 
expanded program for global de- 
velopment, Blackhawk Mfg. Co. 
has named Fred T. Page _ inter- 
national operations vice-president. 
He will continue as director of 
commercial development. 

The firm also announced that 
facilities are being expanded in 
France, the Benelux countries and 
Puerto Rico, During the past year 
the company set up three sub- 
sidiaries, two with offices in Gene- 
va and the third in London. 





TO CAR DRIVERS: 


the discount houses, that one has 
to pay a little more for quality 
work. When it comes to personal 
transportation, no one has definitely 
proven as yet that price is the 
main reason why many new owners 
leave the dealer, except for war- 
ranty work, to patronize Joe whose 
shop is just around the corner. 

The sooner dealers make it easier 
for these people to patronize them 
the sooner the dealers will be back 
covering their burden with profits 
from service. 


* * * 
Aftermarket Kudos 


—— Saturday Evening Post has 
walked into the aftermarket 
with an award to an outstanding 
operator like they do each year 
now for the “dealer of the year.” 

At a breakfast for 250 outstand- 
ing leaders in the aftermarket, the 
Post made a “wholesaler award” 
to Carlyle Fraser, chairman of 
Genuine Parts Co., Atlanta, for his 
“farsighted leadership and _ out- 
standing service” to the automotive 
service industry. 

Another first occurred at this 
year’s Automotive Service Indus- 

tries Assn. meet in Los Angeles 
—presentation by ASIA of a dis- 
tinguished service award to honor 
member firms for “exemplary and 
enduring service.” Four whole- 
saler and three manufacturer 
firms were so honored. 

The wholesalers were C. E. Ham- 
lin Co., Jackson, Mich.; Farrar- 
Brown Co., Portland, Me.; Mount- 
joy Co., San Antonio, and Falls 
City Auto Supply, Falls City, Neb. 

The manufacturer recipients were 
Victor Mfg. & Gasket Co., Chicago; 
Gates Rubber Co., Denver, and Van 
Norman Machine Co., Springfield, 
Mass. ee y oe 
A FRIEND who just got back 

from the East was telling me 

about a dealership charging $70 for 
a tuneup and not giving the cus- 
tomer anything more than he would 
get for less than $20 in any well- 
regulated shop any place in the 
country. When my friend confront- 
ed the dealer, the dealer said he 
didn’t know that his shop was 
charging that much nor did he 
know what the price of a quality 
tuneup should be. 

My friend said that “if there 
ever was a dealer who should 
have his franchise cancelled, this 
is one.” 

My answer to that was that I 





still haven’t been able to find out 
what actuates a man to be in busi- 
ness who doesn’t realize the value 
of customers. Any dealer who didn’t 
know enough about his business to 
know what his service manager 
was charging for such a_ basic 
service operation has no business 
being in the automobile business. 

On the other hand, I can’t be- 
lieve that any dealer could go long 
charging that kind of money for a 
tuneup and not have many cus- 
tomers telling him what a robber 
he was. He must have been very 
dumb about the basic rules of busi- 
ness, aS well, for he should know 
that people who get “gouged” at 
the rear door feel they are going 
to be “gouged” at the front door, 
as well. 





* * * 


It?s Universal 


this overcharging on tuneup 
is universal. It isn’t only con- 
fined to franchised dealer opera- 
tions. 

Jimmie Reardon of AAA sent me 
two advertisements used in the 
American Motorist, the club pub- 
lication at Washington, in which 
the association has tried to protect 
its members by publishing the price 
of a tuneup as agreed to by 
a number of District of Columbia, 
Maryland and Virginia shops in 
which they specify every operation 
that is included in the tuneup at 
the price published. 

I really believe most of the 
“robbery” that is being carried 
on in tuneup is without the 
knowledge of the dealer. Not that 
I excuse him for not knowing, be- 
cause he might be living in a 
rose colored office tinged by dark 
blue floorplan charges and be so 
frustrated at the moment he 
wasn’t even thinking clearly. 

But a certain percentage of tune- 

up men in collusion with the serv- 
ice manager have been getting 
away with larceny for a number of 
years. It is going to take some 
drastic action, starting at the fac- 
tory level, to correct this abuse. 

No one will ever make me believe 
that a set of plugs, two points and 
a condenser is worth even $15, to 
say nothing of some of the prices 
tacked on the unsuspecting motor- 
ists of this nation. 

And tuneup now appears on from 
20 to 38 percent of the repair 
orders that are written in dealer 
service departments. 


this means a new, slimmer cab- 
inet . . . @ super-size evap- 
orator coil that produces the 
industry's greatest cooling ca- 


‘Ten Commandments’ .. . 


What It Takes to Sell 





pacity (delivered by powerful 
twin squirrel cage blowers) . . . 
exclusive multi-adjustable lou- 


By George H. Watson 
Staff Correspondent 
BIRMINGHAM, Ala. — A man 
who has trained more than 1,200 
salesmen and has been selling auto- 


10. Always have at least five 
birddogs working. 

In addition to the 10 positive 
commandments Pape also has 10 
don’ts for the salesman. They are: 


vers . . . precise cooling con- 
trols . . . satin-finish, anodized 
aluminum ‘face plate, compli- 
mented by vinyl that’s lami- 
nated to a streamlined steel 


1. Don’t talk to a customer with 
a cigar, cigaret or pipe hanging 
from your mouth, or even while 
smoking. 

2. Don’t do all the talking—let 
the customer talk occasionally. 

3. Don’t say “What’s that name? 


mobiles himself for over 40 years, 
most of the time 
as sales manager, 
is Frank Pape, 
now with Don 
Drennen Motors 
(Cadillac - Chev- 





by a 


T0 
DESIGNED TO FIT 


CARS 


cabinet . . . and quiet, de- 
pendable performance backed 


12-month or 12,000-mile 


guarantee! 


CAR DEALERS: 


this means you can buy and 
sell the '61 Frigette for con- 
siderably less than factory- 


installed equipment .. . earn 


IT WILL COOL ANY CAR 


— INCLUDING THE 


LARGEST STATION WAGON! 


For Complete Information 


' Write Or Call... 






oe @ 8 


a comfortable margin .. . and 


keep customers happier 
with a unit that's 
famous for being 

trouble-free! 


ta 
rigiquip 
CORPORATION 
P.O. Box 7205 


Phone Windsor 3-4431 
OKLAHOMA CITY 


rolet), in Ensley, 
a suburb of Bir- 
mingham. He was 
for several years 
with Drennen 
Motor Co., Inc., in 
Birmingham, 

Pape said that Frank Pape 
when he went into the business it 
was necessary to teach most car 
buyers how to drive. But then there 
was no tradein problem, so they 
just about balanced each other off 

In studying what it takes to make 
a good salesman in the automobile 
business Pape has come up with 
what he calls his “ten command- 
ments of selling.” 

The commandments are: 

1. Make at least five personal 
calls each day. 

2. Write at least 25 postcards 
each day to prospects. 

38. Make at least 20 phone calls 
each day. 

4. Write 10 postcards to custom- 
ers each day. 

5. Make at least three working 
road demonstrations each day. 

6. Make at least three apprais- 
als each day. 

7. Pass out 25 business cards each 
day. 

8. Check with service department 
daily. (A man whose car needs 
service is a new-car prospect.) 

9. Be courteous, friendly and per- 
sistent at all times. 








Say “What is your name, please?” 

4. Don’t say “Here is a man to 
see you.” Say “Gentleman.” 

5. Don’t let your personal appear- 
ance be unsightly. Always be clean, 
shaven and wear a well-tied necktie 
and clean collar except in summer 
when a neat sport shirt is in good 
taste. 

6. Don’t try to be a “big shot.” Be 
honest with yourself and your cus- 
tomer. 

7. Don’t lose your temper or 
patience if you can’t sell your 
customer the first time; try again 
and again, 

8. Don’t be argumentative—listen 
to your customer with respect for 
his judgment. 

9. Don’t hesitate to ask for help 
from your sales manager—that’s 
what he is there for. 

10. Don’t keep a customer waiting 
—if you have an appointment, be 
there on time. 

Pape has come up with these fig- 
ures on who makes the sale and 
who doesn’t: 

Eighty percent of all sales are 
made after the fifth call; 48 per- 
cent of the salesmen call once and 
give up; 25 percent call twice and 
quit; 12 percent make three calls 
and stop; 10 percent keep on call- 
ing—and make 80 percent of the 
sales, 
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For Make Servicemen 

DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AuTO- 
MOTIVE NEWS. 

AMERICAN 
mobile training units, 
respective instructors, will be con- 
ducting classes in the following 
states March 27-April 14: Unit 101, 


MOTORS —. Seven 


Les Howard, Indiana, Ohio and 
West Virginia; Unit 102, Leroy 
Roberts, New Hampshire, New 


York and Pennsylvania; Unit 103, 
Harvey Dittberner, Ohio and New 
York; Unit 104, Lloyd Tolman, 
Illinois and Indiana; Unit 105, 
Henry Shafer, Arizona and Cali- 
fornia; Unit 106, H. A. Hudson, 
Texas and Colorado; Unit 107, Lloyd 
Graves, Kentucky, Tennessee and 
Mississippi. 

CHRYSLER CORP.—During the 
period March 27-April 14, the five 
Chrysler Corp. training centers will 
offer comprehensive service-train- 
ing courses covering the latest fac- 
tory approved service procedures 
for 1961 models. In addition to serv- 
ice procedures, instruction will 
cover theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, IIl.; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. 


FORD DIVISION — During the 
period of March 27-April 14, the 36 
Ford district school instructors will 
be conducting courses on air condi- 
tioning, power steering, Fordomatic 
and Cruise-O-Matic transmissions, 
electrical systems and carburetion 
(car and truck). 

GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine Overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 

INTERNATIONAL HARVEST- 
ER—Technical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa., are conducting 
training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 


MACK TRUCKS, INC.—Two one- 
week courses are being offered, 
tuition-free. Diesel engine, March 
27, April 3, 17 and clutch transmis- 
sion, carrier and bogie, April 10. 
For further information contact: 
Plainfield Service School Supervisor, 
Mack Trucks, Inc., 935 S. Second 
St., Plainfield, N. J. 


STUDEBAKER-PACKARD — 





Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


with their| 
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| Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 





| 
| 


Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 


AMMCO TOOLS, North Chicago | 


—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 


| Commonwealth Ave., North Chi- 
| cago, Ill. Clinic type instruction 


|and Auto Union vehicles are being | 


training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta, W. N. Hall; Kan- 
sas City, W. N. Hall; Los Angeles, 
L. J. Young; South Bend, A, 
Kidder. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich.— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 


offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 


A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 





name, and then some. 





cuit and use of Allen scope. Also | 


| given at the following technical | 


S. | 





facilities available through 35 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 


April 10. 
JOHN BEAN DIVISION, Lan- | 
sing—(A) Wheel alignment, wheel 


balance, steering systems, April 17; 
(B) Advanced wheel alignment, 
steering gear service, collision serv- 


|ice, suspension systems, and minor 


body-frame alignment, March 20; 


(C) Collision service of suspension | 


body alignment, March 27; (D) 
Brake servicing, April 10. Combined 
courses are also offered. (ABC), 


| April 17-May 5; (AB), April 17-28; | 


(BC), March 20-31. 


BEAR MFG. CO., Rock Island, 
Ill.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual and pow- 


Bilis 


oxen) 








A motorist in Maine reported 
to the police that a package was 
stolen from the back seat of his 
car. “If you catch him, give him 
my thanks,’ the motorist said. 
The parcel was filled with rubbish. 





er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 


names? 


There’s no sales-clincher like a high-prestige accessory. 
When it comes to prestige in radios—Stromberg-Carlson 
wrote the book. Stromberg-Carlson engineering has 
created a line of custom and universal auto radios that 
are unrivalled for tone, for wide-range performance, for 
razor-sharp tuning, and for trouble-free operation. Radios 
that are manufactured to the highest Quality Control 
standards in the business. Radios that live up to their 





additional emphasis on type of 
equipment in the shop where stu- 
dent is employed, 

BARRETT EQUIPMENT CO., St. 


| Louis, Mo.—Brake School—Theory, 
| principles and practical application. 


Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dutes 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 


|for automotive servicemen required 


in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 
BINKS MEG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
(Continued on Page 48, Col, 3) 





SAY STRUMBERG-CARLSON & CLINCH THOSE SALES! 


Your prospects will jump at the chance to own a 
Stromberg-Carlson ... to enjoy the incomparable tone and 
performance on this—the console of car radios. 


For the substantiating facts on the quality and reliability 
of Stromberg-Carlson custom auto radios; to learn all 
about the easiest installation yet, the generous warranty, 
and the Stromberg-Carlson “one-trip” Service Program 
for auto radio owners—write: Commercial Products, Box 
BC-3, 1403 North Goodman Street, Rochester 3, N. Y. 


“There is nothing finer than a Stromberg-Carlson” 


STROMBERG -CARLSON 
a oivision or GENERAL DYNAMICS 
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Joint Committee 


For’62 ASI Show 
Is Headed by Day 


LOS ANGELES. — V. B. Day, 
president, Bear Mfg. Co., is chair- 
man of the Joint Operating Com- 
mittee for the 1962 International 
Automotive Service Industries 
_ Show in Chicago Feb. 28-March 3. 

The vice-chairman is Joe E. 
Fischer, president, Auto Parts & 
Gear Co. He also will head the 
group’s Publicity Committee. Other 
committee members are: 

J. B. Dempsey, vice-president, 
Thor Power Tool Co.; G. H. Goeh- 
rig, sales vice-president, Blackhawk 
Mfg. Co.; S. S. Gordon, president, 
Republic Gear Co.; W. A. Raftery, 
general sales manager, Signal-Stat 
Corp.; W. E. Rapp, wholesale sales 
vice-president, Walker Mfg. Co.- 

C. A. Klaus, executive vice-presi- 
dent, Marpro, Inc.; W. J. Menghini, 
president, Springfield Auto Supply; 
Don H. Teetor, chairman, Perfect 
Circle Corp.; V. C. Smith, director, 
Auto Parts Co., and A. C. Volkens, 
vice-president, Sieg Co. 
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equipment may attend. No tuition. 
Next classes will be held April 3-7. 
Contact J. R. Adams, instructor. 
CARTER CARBURETOR CO., 
St. Louis—Factory service school is 
offering one class, April 10-21. 
DeVILBISS CO., Toledo—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray paint- 
ing, with emphasis on use of the new 
airless equipment, on spraying cat- 
alysts and other additive materials, 
on use of the remote cup spray 
outfit and other new systems and 
products. Industrial auto refinish- 
ing, maintenance and jobber 
schools have all been scheduled at 
the factory and field schools for 
jobbers have been scheduled in the 
Midwest and on the West Coast. 
Attendance at the factory school 
in Toledo is without charge for in- 
struction or equipment. However, 


Romney Honored— 


George Romney, left, president, Ameri- 
can Motors Corp., is presented with a 


“Prominent Citizens Award” plaque by 
Mack T. Christian, of the Tampa (Fla.) 
Tribune, who is president of the Assn. of 
Newspaper Classified Advertising Man- 
agers. The award is given to individuals 
in whose career a classified advertisement 
played a role. Romney got his first im- 
portant job in 1929 when he answered a 
Washington Post want ad which led to 
his employment by Massachusetts Senator 
David |. Walsh. 














Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 47) 


a nominal charge is made for at- 
tendance at field schools. 

ELECTRIC AUTOLITE CoO., To- 
ledo—Specialized electronic semi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH., 





NOW! Save time with YOUR OWN 





Don’t waste valuable time and profits by sending 
pressing or pulling jobs out. Do them yourself with 
this powerful SNap-on 20-ton hydraulic floor press. 


Compact, it requires only 2 ft by 3 ft of floor space 
— yet it handles all the big jobs like pressing axle 
bearings or pressing bushings in front-end assemblies. 
Even the tightest pressed fits are off with a few easy 
strokes of the handle — pulling or pressing time can 
be cut from hours to minutes. 


You can slide ram back and forth along top chan- 
nel to any desired position. Special accumulator sack 
on pump eliminates back pressure and keeps oil free 
from dirt. Pump and ram can be removed and used 


with other pullers. 


Get it on SNAP-ON’S earn-now, pay-later plan 


Start making money with this powerful, fast-working 
floor press right now — pay for it out of profits. It’s 
yours for a little down, a little each week. Ask your 
SNAP-ON man the next time he calls — and get your 
free copy of new Catalog X. 








8082-C 28th AVENUE 


SERVICE-BACKED SHOP EQUIPMENT 


SNAP-ON 





























CG-470-HY 
Complete Floor Press Set 


KENOSHA, WISCONSIN 


Seap-on FLOOR PRESS 


NEW, Compact, 
20-TON 
Hydraulic Press 


ie 





Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment. George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn., 
March 27. This course will consist of 
five consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure, Individuals 
who successfully complete the 
course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes. A complete brake- 
service course will also be held in 
the South San Francisco area dur- 
ing the weeks of March 27, April 
3 and 10. They will be held during 
the evening from 7 to 11 p.m. Both 
schools will be conducted by A. 
D’Andrea, director of service train- 
ing. For further information, write 
Raybestos Division at P. O. Box 
1021, Bridgeport 2, Conn., or 168 
Beacon St., South San Francisco, 
Calif. 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classes are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 
Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 


SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A. Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 


WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from _ installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Ill., offers 
a complete wheel-alignment in- 
struction course. Classes will be 
conducted in the company’s labora- 
tory garage March 3-7. A one-week 
advance notice is required, Address 
all inquiries to 2171 S. Ninth St., 
Springfield, Ill. 


Quality Dealer Award 


ABERDEEN, S. D.—A Chrysler 
Corp. Quality-Dealer Award has 
been presented to Aberdeen Motors, 
Ince. (Plymouth). Julius Kirschen- 
mann heads the dealership. He 
joined the firm in 1947 in the parts 
department and has been the owner 
since 1959. 
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Growing Dealerships .. . 


Auto Dealer 


TAOS, N. M.—Chevrolet Dealer 
Bill Miller, is in the process of 
expanding his service department 
facility. First improvement, now 
underway, is the installation of a 
new piece of equipment called the 
“Visualiner” for aligning wheels. 

* * +. 

































Remodelling Program 


Completed by Trenor 

SPRINGFIELD, O. — Trenor 
Motor Co. (Oldsmobile-Cadillac), 
which has been in downtown 
Springfield for 21 years, has com- 
pleted a $20,000 remodelling pro- 
gram. 

Clement N. Trenor, president, 
said floor space has been expanded 
by 20,000 square feet and that 50 
fully serviced new cars can now be 
shown in heated quarters. 

* ok * 


Van Nuys Deal Expands 


VAN NUYS, Calif—Van Nuys 
Motors, Inc. (Lincoln-Mercury- 
Comet), is expanding its facilities 
at 5425 Van Nuys Blvd. The work, 
which is scheduled to be completed 
by May 1, will give the dealership 
more parts and service space. The 
firm also has added 100 feet of 
frontage for used-car display. Jay 





Garden State Motors Adds 


New Service Equipment 

WEST COLLINGSWOOD, N. J.— 
New service equipment has been 
installed in the expanded facilities 
of Garden State Motors (Chrysler- 
Imperial), according to Charles 
Jeffries, president. 

He said the equipment includes 
12 twin post lifts, modern lubrica- 
tion apparatus and the largest en- 
gine-testing instruments. The paint- 
and-body shop and front-end de- 
partment also now are completely 
equipped, he added. 


South Bend Firm 
Does Rechroming 
For Auto Dealers 


SOUTH BEND.—<Automobile Re- 
chrome Co., 420 S. St. Joseph St., 
is offering a service to dealers in 
Illinois, Indiana and Southern 
Michigan by renewing worn auto 
bumpers. 

These dealers act as pickup sta- 
tions and bring in bumpers for re- 
chroming. The firm has a_ stock 
of exchange bumpers that are 
available for immediate delivery 
for most late model cars. 

Francis Werschem, general man- 
ager, explained these operations 
which are involved in rechroming 
auto bumpers: 

When a bumper is accepted at 
the plant for rechroming, it first 
goes to the straightening depart- 
ment where it is straightened and 
ground to fit the pattern. Then the 
bumper is chrome stripped in a 
caustic solution, and from there it 
goes into the polishing department. 

There are three polishing opera- 
tions required to obtain a smooth 
finish. The bumper then is copper- 
plated and the copper is buffed, 
which involves flowing the copper 
to cover polishing marks and to 
give the bumper brightness. 

From there, the bumper goes to 
a tank of bright nickle solution. 


company. 


Giuffre Buick-Lark Moves 
To Provide Better Service 


Buick Co., Inc. (Buick-Lark), has 
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moved into the building formerly 
occupied by Fireside Restaurant 
and Mountz Truck Co. here, 
According to Leonard J. Giuffre, 
president, the facilities have been 
remodelled to include a large show- 
room, modern offices, increased 
customer service facilities and a 





Expansions 


Hall and Ross Scamehorn head the paint and body shop, Giuffre said 


the move was necessary to provide} - 
room and better customer service | * 


* * 


and parking. 


a 


Bryn Mawr to Build 


BRYN MAWR, Pa.—Bryn Mawr 
Mercedes-Benz, 701 Lancaster Ave., 
here, will build a showroom build- 
ing at 505-509 Lancaster Ave., in 
Haverford, Pa. The firm will occupy 


Gauthier Heads 
the new showroom for additional 


Vancouver Assn. 
sales and service facilities for Mer- 


VA — 
Saathles Men So one? cedes-Benz and Rolls-Royce auto- 
(Buick-Pontiac), West Vancouver, mobiles. 
has been named president of the 
Vancouver Motor Dealers Assn. 


SPRINGFIELD, I11. — Giuffre 


* * * 


Koster Swope Adds Lines 
Douglas Holmes, Brown Bros. LOUISVILLE.—T 
Motors, Ltd. (Ford), was elected Swope interests, a imame nena 
first vice-president, and Fred Dee-| Buick outlet on Frankfort Ave., St. 
ley, Austin distributor, second vice-| Matthews, and an import-car busi- 
president. ness at Jackson and Broadway, 
Directors include Clarke Simp-|have added Mercury and Comet, 
kins, William Johnson, Don McRae, | which will be handled at 117 Breck- 
Alan Eyre and Weldy Macfarlane. | enridge Lane, St. Matthews. 


It brings in 
new car 
buyers... 
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VALVOLINE Gu Guaranty 
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Ford Moves Rockford Service Center— 


Ford Division has transferred its district service training center in the Rockford (Ill.) 
district to Butler, Wis., 12 miles from downtown Milwaukee. Containing 4,800 square 
feet of floor space, the new facilities replace the 1,350 square foot Rockford training 
center in which more than 14,000 Ford technicians have been schooled during the 
last 10 years. The new building contains a classroom, library, two storage rooms, 
and an office for Art Sawyer, Rockford district service instructor. 





NOW! 3 YEARS 
or 00.000 MILES! 






The final plating operation is 
chrome, and the last operation is 
a chrome coloring which removes 
water stains and chrome _ burn. 
After a final inspection, the bumper 
is wrapped with a burlap material 
for shipping to dealers. 


Carter Carburetor Unveils 


In-the-Line Fuel Filter 


Carter Carburetor Division, ACF 
Industries, 2840 N. Spring Ave., St. 
Louis 7, Mo., has introduced an in- 
the-line fuel filter, about the size 
of a silver dollar, with transparent 
nylon body and micro-ceramic fil- 
tering disc for service on smaller 
gasoline engines. 

It was made specifically for two 
and four-cycle gasoline engines. 
Called the Zip Disc, the filter is in- 
Stalled in the fuel and is dispos- 
able. It is designed to prevent en- 
gine flooding, stalling and gas 
waste, it is said. 





Valvoline offers you the greatest new car Guaranty program in the 

world. Here’s how it will work for you: 

@ It will help you sell more new cars. 

@ You'll get without cost an outstanding follow-up system 
handled entirely by Valvoline. 

@ You'll get powerful sales aids that won't cost you one penny! 

@ It will help your service department profits keep pace with your 
booming new car sales. 

There's nothing like this Valvoline Guaranty! Start cashing in now. 

Call your Valvoline distributor, or contact Valvoline direct, today. 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 
Refinery —Freedom, Pennsylvania e Home Office—Ashland, Kentucky 
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May Promotion Scheduled ... . 


Good Car-Keeping Time 


CHICAGO. — The fourth annual 
“Good Car-Keeping Week” observ- 
ance has been extended to include 
the entire month of May, according 
to the Good Car-Keeping Institute, 
the sponsor. 

Vernon G. Volland, executive 
director, said the extension was 
due to “the tremendous accept- 
ance the concept of Good Car- 
Keeping has received from the 
motoring public and the auto- 
motive industry.” 

“This year’s emphasis will be 
with key educational and public 
agencies directly or indirectly as- 
sociated with the motorist,” he 
said. 

The institute will seek the sup- 
port of driving schools, high 
schools offering driving courses, 
the judiciary in traffic courts, plus 
city and state police chiefs, 

“These organizations come in 
contact with the motorist at key 
psychological times — when he is 
learning to drive and when appear- 
ing in traffic court,” Volland said. 
“Therefore, Good Car-Keeping ad- 
vice at these moments becomes 
most effective.” 

For dealers who wish to offer 
“package services” in line with 
the promotion, the following are 
the services recommended to 
owners: 

1. Appearance outside. Wash reg- 
ularly; wax or polish; repair or 
replace worn convertible tops or 
top carriers. 

2. Appearance inside. Clean the 
upholstery, seat covers, floor mats, 
accessory cushions, headlining and 
door panels—repair or replace if 
worn, Tighten seat adjustment and 
seat-belt mountings. Clean and pol- 
ish chrome and painted surfaces. 

3. Visibility system, Inspect and 





adjust headlights, taillights, signal 





Passenger Cars 
Taree ar Lee-d ale YT 
Ends scraping on driveways 


adh TL Mm oleh aout camel iol Lies 


Stabilizes the ride for safer, 
more comfortable driving 


lights and control panel lights. Re- 
place burned or broken lamps (for 
safety and thrift, replace both of 
pairs of lamps when one burns out 
as the other will usually soon fol- 
low). Inspect and adjust all rear 
vision mirrors, tighten mountings. 

Clean windows regularly (partic- 
ularly for night driving). Replace 
damaged glass. Remove rear win- 
dow shelf clutter and obstructive 
stickers (other than those legally 
required). Replace wiper blades, 
check all parts of the wiper mech- 
anism, inspect and clean washer 
system, 

In winter carry a window 
scraper, snow brush, spray deicer 
and washer antifreeze, Always 
carry a cloth for cleaning head- 
lights and windows. Carry a 
flashlight for emergencies, 

4. Cooling system. Drain and 
flush radiator. Inspect water pump, 
hose connections, pressure cap, fan 
belt (carry a spare). Replace anti- 
freeze, or coolant, and rust inhibitor 
as indicated by inspection. Check 


Tuneup Charts Offered 


For 22 Imported Makes 


DETROIT.—The Automotive 
Electric Assn, has issued its 1960 
Import Car Tuneup Charts, They 
cover 22 makes and include a Wir- 
ing Diagram Booklet. The charts 
(all 22 makes) are priced at $3 plus 
shipping charges and are available 
from the AEA, 16233 Meyers Rd., 
Detroit 35, Mich. 

The charts cover the following 
makes: Alfa Romeo, Austin, BMW, 
Borgward, DKW, Fiat, Jaguar, 
Mercedes-Benz, Metropolitan, MG, 
Morris, Opel, Peugeot, Porsche, Re- 
nault, Saab, Simca, Taunus, Tri- 
umph, Vauxhall, Volkswagen and 








Volvo. 


Only MOOG has the 


Maat aay. 


Most complete line of overload springs 


Trucks 


e Boosts payload capacity 
and increases profits 


e Stabilizes all types of loads... 


no sway or roll on curves 


PASSENGER CARS sss 


HOLLOW RUBBER HELPER SET 

Sensational new development in over- 
load design...the only overload spring 
that adapts automatically to every load! 
Doesn't affect unloaded ride, provides 
gentle support for light loads, yet won t 
bottom under extreme overloads. Not 
an air bag or spacer, but a completely 
different concept in overload design 
proven in use the world over. Made of 


tough, natural live rubber 
operation and long life. 


MOOG CAR-BUOY® 


for quiet 


Coil-type springs slip over present 


shock absorbers, give extra 


support to 


sagging rear springs and restore Car to 


normal riding height. Also 


adds con- 


siderable carrying capacity. Special 
brackets put no additional strain on 
shock welds. Rubber-like plastic coat- 


ing keeps ride quiet. 








e Prevents dangerous bottoming 





heater, air conditioner and their 
hoses and connections. 


5. Wheel and running system. 


Rotate and inspect tires for uneven |, 


wear and check inflation. Balance 
wheels and check alignment. In- 
spect wheel bearings, brakes, brake 


linkage and hydraulic parts, shock |F 


absorbers, springs, tie rods, steer- 
ing assembly, body bolts, power 
units and hose connections. Repair 
or replace where necessary. 

6. Lubrication system, Change oil 
every 60 days in summer and every 
30 days in winter, but never exceed 
2,000 miles (or follow the recom- 
mendations in your owner’s manual 
for your kind of driving), Replace 
oil filter every other time you 
change oil. Grease the chassis every 
time you change oil or at least get 
your car on a hoist for a loose 
parts check. 

Use oil, grease stick or spray 
lubricant on all locks, latches and 
hinges, doors, hood, trunk lid and 
control panel, Check automatic 
transmission oil level, transmis- 
sion, universal and differential 
per lubrication check-charts for 
your car. 

7. Carburetor and fuel system. 
Adjust carburetor mixture and idle 
speed. Check fuel line, fuel pump, 
pump and gas tank connections and 
mounts. Clean or replace air filter 
and gas tank cap. 

8. Exhaust system. Inspect tail 
pipe, mufflers, exhaust manifold 
for leaks, loose connections or loose 
mounts. Tighten or replace. (A 
minor leak can escape detection). 
Breathing even small amounts of 
exhaust gases can be deadly. 

9. Ignition system, Clean and ad- 
just, or replace, distributor points 
and spark plugs. Check engine 
compression. Inspect ignition cables 
and terminals. Replace or repair if 
damaged. 

10. Electrical system. Test bat- 
tery. Check liquid level every two 
weeks or 1,000 miles. Clean cables 
and terminals. Inspect generator, 
voltage regulator, all electrical wir- 
ing and terminals, including control 
panel. 
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HEAVY-DU 


a truck... 
electrically 


plete story of 


Extra-heavily-constructed 
spring increases payload to the limit! 
Carries more load than you dare pile on 
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Police Use Larks— 


These Studebaker Larks were delivered 


Capsule Reports... 


CHICAGO. — Sun Electric Corp. 
has received contracts totalling 
$3,023,000, according to Russell R. 
Malik, president. 

He said principal contracts in- 
clude hydraulic component test 
benches, awarded by Brookley Air 
Force Base, Mobile, Ala., and air- 
craft electrical checkout equipment, 
issued by Gentile Air Force Base, 
Columbus, O, Other principal 
sources include Convair Astronau- 
tics, Martin, and McDonne] Air- 
craft, he added, 

cd * 


* 
Chrysler of Canada Adds 


Parts Depot Near Toronto 


TORONTO. — Chrysler Corp. of 
Canada has opened a new $2 million 
Ontario regional parts depot in sub- 
urban Rexdale. It will house three 
million parts in 30,000 categories and 
will employ 125 persons. 

The depot is connected by teletype 
to other Chrysler facilities in Van- 
|couver, B. C.; Red Deer, Alta.; Re- 
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to the City of Portsmouth (O.) by McNeer 
Motor Co., Portsmouth. The cars will be used as police cruisers. 





Service Briefs 


gina, Sask.; Chatham, Ont.; Toronto, 
Montreal and Moncton, N. B. R.S. 
Tulk is depot manager, and Don 
Lander is in charge of sales. 

* * * 


Dependable Braking Power 


Featured in Free Film 


NEW YORK.— How automobile 
mechanics can give the motorist 
maximum braking security on the 
highway is featured in “Security 
Clearance,” a free 16mm sound film 
sponsored by Marshall-Eclipse Di- 
vision, Bendix Corp., Troy, N. Y. 
The movie is intended for distribu- 
tion to shop classes of vocational 
and technical high schools, auto 
clubs and other adult groups. 

The movie is being distributed by 
Modern Talking Picture Service, 
Inc., and its 30 film libraries in 


principal] cities throughout the 
country. Requests sent to Modern’s 
headquarters at 3 E, 54th St., New 
York 22, N. Y., will be forwarded 
to the proper film library. 


ot 
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LIGHT TRUCKS (4 and % ton) 


HOLLOW RUBBER HELPER SET 
Here’s the most efficient, most trouble- 
free overload spring ever developed! 


n the ride when unloaded or 


lightly loaded... won’t bottom under 
extreme overloads. Gives the smoothest 


e under every type of load to 


protect cargo and insure driver comfort. 
No maintenance, long life, quickly 
installed. Foolproof brackets keep it 
securely fastened in perfect alignment. 


TY HELPER SET 
leaf-type 


without bottoming. Made of 
heat-treated Spring Steel. 


FREE 21” x 24” WALL CHART tells the com- 


the MOOG overload line...write 


MOOG INDUSTRIES, INC, St. Louis 33, Mo. 


IN AUTOMOTIVE SPRING 





MOOG 


UNDER-CAR PARTS 


SUSPENSION SINCE 1919 


This tire tread 1s 
all-new, all-great 
...and all-action! 


IT BOOSTS FIRESTONE’S DELUXE CHAMPION MILEAGE 
36% WHILE PRODUCING A NOTICEABLY SMOOTHER, 
SOFTER, QUIETER, SAFER RIDE ON ANY CAR! IT CARRIES 
A 24-MONTH GUARANTEE AGAINST ROAD HAZARDS! 


Seldom has the auto industry so warmly received a new original- 
equipment tire. 


And the 1961 Firestone DeLuxe Champion deserves every plaudit 
it’s received since its introduction on so many of this year’s new 
models. 


Big reason: the DeLuxe Champion’s totally new and trend-setting 
tread. Made a new way, in a single-unit mold, this new All-Action 
tread has no center seam or groove. 


Result: extra traction all across the tread’s surface . . . including 
the center where tires need it most (and where most other tires 
don’t have it!). Wider, flatter and deeper than conventional de- 
signs, its 83% more road-holding edges add extra grip and 
stability on all surfaces at all speeds. Steering is easier. Starting 
is faster. Stopping is safer. And this new tread, in combination 
with quiet-running, longer-wearing Firestone Rubber-X-101, ac- 
tually delivers 36% more mileage than previous designs! 


The Firestone DeLuxe Champion tire is so superior in safety, in 
strength and in quality that Firestone GUARANTEES it for 24 
months against failure from blowouts, cuts, bruises or breaks 
caused by normal ROAD HAZARDS encountered in everyday 
driving . . . PLUS Firestone’s famous Lifetime Guarantee against 
defects in workmanship and materials. 


This new kind of tire, with its years-ahead tread, is typical of the 
many revolutionary developments Firestone has contributed to 
the auto industry over the years. And you can be sure there will 
be many more to come! 


SER 


EVERY NEW FIRESTONE TIRE 
IS GUARANTEED 


ore 
oF 
(1) Against defects in workman- Ce 
ship and materials for the life of 
the original tread. (2) Against 
normal road hazards (except re- oe 
pairable punctures) encountered in Ce 
everyday passenger car use for the 
number of months specified. 
e Under these guarantees repairs 
are made without charge, replace- 


ments are prorated on tread wear a 


Cc 


and based on list prices current at 
time of adjustment. 


See 
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Firestone 


SPEEDWAY-PROVED FOR YOUR TURNPIKE SAFETY 





Tune in Eyewitness to History every Friday evening, CBS Television Network 


Copyright 1961, The Firestone Tire & Rubber Company 
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A Profitable Business. . . 


Dealership 





By M. B. Watson 


Staff Correspondent 


BIRMINGHAM, Ala.—Rebuilding 
and exchanging Ford engines is a 
specialty with Maring-Crawford 
Motor Co. (Ford) here. 

The company handles some 120 
engines a month, serving other 
dealers and garages over a wide 


Minn. Aides Named 


ST. PAUL.—New committee chair- 
men of the Minnesota Automobile 
Dealers Assn. was announced by 
Harold W. Larson, Harold Chevrolet, 
Minneapolis, president, are: Mal 
Nichols, Hencir-Nichols, Inc. (Ram- 
Ready for Customers— bler), Minneapolis, legislative chair- 

E. D. Vanderford, manager of the En-| man; Richard O’Connell, O’Connell 
gine Rebuilding Division, Maring-Crawford | Motor Sales (Ford), Marshall, mem- 
Motor Co. (Ford), Birmingham, Ala, looks! bership chairman, and Curtis Berg, 
over a few of the rebuilt engines ready; Red River Motor Co. (Ford), East 
for delivery to customers. |Grand Forks, insurance chairman. 











Sell 
Gabriel... 
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Specializes 


In Rebuilding Engines 


territory, and has developed the 
business on a factory, straight- 
line basis. Very few dealerships 
specialize in the rebuilding of 
Ford engines to this extent. 
Engines to be rebuilt are dis- 
assembled and the component parts 
dipped in a gas-fired cleaning solu- 
tion. Then the various units to be 
rebuilt, including carburetors, fuel 
pumps, starters, generators and 
distributors, are sent to the re- 
spective departments. Some units, 
such as camshafts and connecting 
rods, are sent out because special- 
ists can do this work more cheaply. 
In the rebuilding operation, the 
block is placed on a track and, as 
it moves along, the parts that have 
been reconditioned are added. 
When it comes through the produc- 
tion line the rebuilt engine is paint- 
ed, tagged and ready for delivery 
to the customer. 
Maring-Crawford not only has 


ROAD TESTING 


April Service Exposition 

Slated for Minneapolis 

MINNEAPOLIS.—A mammoth 
service exposition will open April 
27 for a three-day run in the Au- 
ditorium here, according to 
Sylvan J. Mack, president of 
Upper Midwest Automotive Trade 
Show, Inc. The show will be spon- 
sored by more than 100 of the 
area’s jobbers in cooperation with 
some of their manufacturer sup- 
pliers. 

The Upper Midwest Automotive 
Trade Show will operate the au- 
tomotive service clinic at the ex- 
position. Conference booths also 
will be maintained by the Inde- 
pendent Garage Owners, the 
Boosters, the Automotive Affili- 





ated Representatives and local 
regional and national wholesaler 
groups. 





the tools to handle this complicated 
work, but also the equipment to 
test the setting, tolerance and per- 
formance of.such component parts 
as the crankshaft and valve mech- 





anism, the crankshaft and main 
bearings, the connecting rod and 
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BIC, BOLD GABRIEL. SALES MESSAGES 
IN ALL THESE TOP MAGAZINES . . . ALL 
THROUGH THE PEAK SELLING SEASON! 


MARTIN 
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with the news 


Monday thru Friday 


evenings over the 


NBC 
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national magazine and radio advertising! 


This year we’re pulling out all the stops 
to help you cash in on one of the biggest 
profit opportunities in the replacement 
market today! And we’re backing up our 
national ad blitz with a barrage of free 
sales aids, including these three brand- 
new items. 


Permanent Metal Sign! A flange-type 
sign — of heavy-gage metal, with baked 
enamel finish—that can go on a wall, fence 
or pole . . . identifies you as a Gabriel 
Shock Absorber Specialist. It’s easy to put 
up... helps you tie in with our national 
advertising. Most firms charge for signs of 
this type ... but this one is yours free when 
you sign up as a Certified Gabriel Dealer. 


Spectacular Window Display! This 
unusual display comes in three sections, 
and you may use one, two or all of them, 
depending on the size of your window. It 
has extremely high visibility and will help 
make your place of business Gabriel Shock 
Absorber Headquarters! 


Special Load-Absorber Display! This 
is a big, colorful stamrd-up display you can 
use on the floor, in a window, on a counter, 
or out on an island (it’s made of ‘weather- 
resistant Masonite). It features a full-scale 
illustration of a Gabriel Load-Absorber and 
is equipped with hooks so that you can 
actually display a unit if you care to. 


There you have it! The market is there: 
half the cars that drive into your place 
of business need new shocks. And we 


have the product and the promotion to 
help you prove to yourself that shock 
absorbers represent just about the great- 
est profit potential in the replacement 
market today! Get your share of those 
profits .. . with Gabriel! 


THE GABRIEL COMPANY « Cleveland 15, Ohio 


BSORBERS 
SORBERS 





connecting rod bearings, and cyl- 
inder block and pistons, 

About three or four times a 
year, the firm sends rebuilt en- 
gines to the Ford service labora- 
tory for testing. This service per- 
mits Ford to check operations of 
rebuilders and to make any need- 
ed suggestions. Ford also learns 
of any improvements and refine- 
ments in the work developed by 
the rebuilders. 

Rebuilt engines are painted in 
accordance with Ford regulations— 
red for truck and eight-cylinder 
overhead engines, green for six-cyl- 
inder, and blue for car engines, 

Rebuilt units carry a metal tag 
which gives the motor number and 
piston size, and a sheet listing 17 
steps for a proper installation in 
the car. If the engine is installed 
according to these instructions, a 
90-day or 4,000-mile guarantee ap- 
plies. 

Maring-Crawford has three men 
on the road selling rebuilt motors 
and picking up motors to be re- 
built. Each drives a truck which 
carries 20 motors. 

Rebuilt engines are placed on a 
consignment basis, where desired. 
Maring-Crawford’s service shop 
also does a good business selling 
and installing rebuilt motors. 

Since this company is a leader 
in engine rebuilding, it carries a 
big stock of engime parts, in fact 
some $20,000 worth. The parts 
department also is a big factor in 
the sale of rebuilt motors, 

Don Maring is president and gen- 
eral manager of Maring-Crawford, 
assisted by his son Don Maring jr. 
The manager of the engine rebuild- 
ing division is E. D, Vanderford, a 


20-year veteran with the company. 
* Ed * 





Engine Headquarters— 


This is the Engine Rebuilding Division 
of Maring-Crawford Motor Co., Birming- 
ham, Ala. The firm handles approximately 
120 engines a month. 


Tideland Starting 
Its Filling Stations 


On Vehicle Service 


LOS ANGELES. — Tidewater Oil 
Co. with stations in both the East 
and West Coast states, is the latest 
oil company to start putting its out- 
lets in the vehicle service business. 

On the East Coast, Tideland’s 
6,000 dealers from Maine to Florida 
are beginning with tuneup service, 
and on the West Coast, according 
to Wilbert B. Dubin, marketing 
manager, the company is starting 
its 4,000 stations in the brake 
business. 

Tideland selected brakes as its 
opening wedge into West Coast 
car and truck service for a num- 
ber of reasons, but particularly be- 
cause it felt dealers can handle 
brake work with less disruption of 
normal station routine than any 
comparable service. 

Tideland also will allow cus- 
tomers to charge brake work on 
their current credit cards, Dubin 
said. 

Before going to its outlets, he 
added, Tidewater tried out the 
brake program in over 300 stations. 
All stations will use the same cer- 
tified replacement bonded brake 
shoes, Dubin said, and each work- 
man will be trained and certified 
before the station is allowed to do 
this work. 

Tideland’s 75 truck terminals in 
West Coast truck concentration 
points also will go into tire re- 
treading as well, said Dubin. 

The firm’s Western Division is 
planning to extend services to 
wheel alignment as soon as the 
stations have proven they are ready 
to expand their operations, he 
added. 
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Do you remember when the slogan “Look at all three!’ broke all over the country 
years ago? And what it did to the market? People soon found out that 
with three dealers to choose from instead of two they were in a 
much better position to bargain. They started to shop for the 
“best deal,” and it’s been that way ever since. But how 
do we stand today? There are now no less than 
ten compacts on the market. With everybody 
in the low $2,000 range and a 20-plus-1 
discount, what’s the dollar difference 
going to amount to on a normal 30- 
pay contract? Not much, that’s 
for sure. So what's going 
to influence the car- 
buyer? The dealer. 
His corporate 
image, to 


be exact. 






The power 
of your corpo- 


rate image in today’s 






market is thoroughly 






discussed in the March issue 








of Profit Pointers. You can 


find out how to test your present 





image and how to create a favorable 















one. What policies work and what ones 





don’t. You'll get facts—not abstractions—plus 


concrete things you can do. We publish once a 





month, and every issue has a feature of genuine 






worth. If you'd like a copy, contact your Associates rep- 





resentative, or send in the coupon, and we'll be delighted to 


put you on the list. It’s part of our extra service at the Associates. 






Mail to Associates Investment Co., South Bend, Ind. Dept. M-1 


Please put me on your complimentary mailing list for 
‘**Profit Pointers’ Publication. 
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Schuyler Named Head appointed general manager of Mal- 
s colm Dodge. 

Of Calif. Dodge Outlet In 1947 he was appointed Dodge 


truck manager in the Los Angeles 

, region, resigning in 1955 to take 
ler, formerly with Dodge, the de- | an executive position with S-P. He 
funct Edsel Division and Stude-/ was named Western regional serv- 
baker-Packard Corp., has been!|ice manager for Edsel in 1956. 


FULLERTON, Calif.—Bob Schuy- 


SPECIAL FOR 1961 


GENERAL MOTORS 


CARS WITH WELL-TYPE FLOORS 













New Easy-Lift, Easy Clean Mat Protectors 


ACE GLAM-R-TWINS 








8 Colors 















FOR 
CADILLAC — CHEVROLET 


OLDSMOBILE — BUICK — PONTIAC 
Designed especially to glamorously ‘“custom-fit” the 1961 sunken 
floors of these cars; they are also universal fitting for the '59 and 
'60 models. Note the sweeping arc design, carpet textured “live” 
rubber, corner grips for lifting without spilling: and the sparkling 
silver mylar door-step plates. 


At Better Jobbers Everywhere 


ACE RUBBER PRODUCTS, INC., !00 Beech St., Akron 8, Ohio 











Lancia Counts on Flavia 


Import-Car 


HE new Lancia Flavia bulks 

large in the plans of the com- 
pany to expand itg sales in the 
United States, according to Alfredo 
Della Seta, general sales manager 
of Lancia of Italy. 

Leaving quantity production for 
the more exacting requirements of 
quality production leaves Lancia 
outside of the general fluctuations 
of the economy of most countries 
in which the automobile is sold, he 
said. It has not been touched by 
the most recent plunge in the U. S. 
market. 

This, according to Della Seta, 
means that the factory is free of 
the problems of contracting pro- 
duction during slack periods, 
and expanding production to meet 
heavy momentary demands. 

Many European manufacturers, 

Della Seta feels, have looked at the 
U. S. market ag an expansion mar- 
ket, which would, and could absorb 
all the additional production they 
could muster. This, he stated, was 
probably their biggest mistake. 

At Lancia, he noted, although 
production facilities are being ex- 
panded to meet the growing de- 
mand, the U. S. is not considered 
an expansion market. “Rather, we 
look at the United States,” he said, 
“as the shop window of the auto- 
mobile business in the entire 


world.” 

A QUALITY product demands the 
best possible representation on 

the dealer level, he stated, which 

also precluded any possibility that 

Lancia would attempt to go into 

competition with any U. S. manu- 


gS iG 





facturer on a quantity basis, as he 


something worth 


LOOKING 





INTO? 


NELMOR’S OTT OT RS 





INSIDE MIRROR 





Especially designed for COMPACT CARS 







Most compact cars do not have clocks 
or mirrors, here’s a much needed clock 
and mirror combination that will 
fast because it is priced right. You can 









sell 





close deals easier and faster with the all 
new compact car Time N’ Sight mirror. 


Time N’ Sight mirrors 
have a 30 hour 


Take advantage of 


movement. All Nelmor : : 
mirror in years. 


LOW 
LIST PRICE 


mirrors are precision 
die cast and triple 
chrome plated 

for lasting beauty. 


Gentlemen: Please rush me 
my FREE display with each dozen. 


NELMOR 


3g 


NELMOR CORPORATION 
19550 Harper, Harper‘ Woods, Michigan 


the popularity of 


compact cars for extra saies and extra 
profits with the first really new inside 


PACKED 6 PER CARTON. 
COUNTER DISPLAY FREE 
WITH EACH DOZEN. 


Dealer Net $5.97 each 
Postpaid 





Dept. — AN-361 


dozen Time N’ Sight mirrors, including 





SSAA 
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News Notes 


felt certain other imports had ex- 
pected they might. 

“If the Americans want to build 
a small car to go into competition 
with anything brought in from 
Europe, we have no doubt that 
they will be able to,” Della Seta 
said. 

According to Max Hoffman, im- 
porter of Lancia, the current dealer 
body totals about 200. “With a car 
like the Flavia on hand, we expect 
to add to our dealer body slowly 
as both demand for service and 
cars as well as availability will per- 
mit.” 

Hoffman also pointed out that 
most important in the selection of 
a dealer to handle the Lancia line 
is his ability and willingness to 
give proper service. 

* * ok 
| i greene SETA suggested that, al- 
though the market for imports 
in the U. S. was not unlimited to 
the extent believed in some quar- 
ters several years ago, “there is ac- 
tually room here for everybody.” 

Enlarging on that statement, 
Hoffman offered the opinion that 
imports in the U. S. will continue 
to prosper as long as they offer 
something different from what is 
available from domestic manufac- 
turers. 

In addition, he said, “I believe the 
import market will even out be- 
tween 300,000 and 400,000 cars. How- 
ever, they will have to be cars 
which are distinctive.” 

It was the opinion of both men 
that the American compact, 
which still remains a fairly large 
car in Europe, will continue to 

increase its overseas sale. 
Hoffman explained it this way: 

“The European dreams about own- 
ing an American car his entire life. 
Nothing is as important to him as 
the distinction of being an Ameri- 
can-car owner. 

“When an European comes to 
the U. S. to live, it is almost im- 
possible for us to sell him a Euro- 
pean car. He wants an American 
car. There are, of course, excep- 
tions but by and large this is the 
case.” 

* 6  * 
Renault 


AMES E. LORDEMAN has been 
promoted to administrative and 


Imports Face Off 


For New Battle in 


Maritime Canada 


HALIFAX, N. S. — A Sizzling 
sales year which saw new-car 
registrations jump 15 per cent in 
the Atlantic Provinces in 1960, set 
the stage for an allout battle 
among importers in 1961. 

In the sales battle last year—it 
was the biggest companies—Gen- 
eral Motors of Canada and Ford 
Motor Co. of Canada—that made 
the greatest gains. Some others, 
like Renault and Simca, saw sales 
cut about in half. The new com- 
pacts were credited with gains 
made by Canadian-built models. 

But Renault Automobiles Can- 
ada, Ltd., has come back with a 
renewed effort to stay in the race 
in the Maritimes which, with 
British Columbia, are strongholds 
of import sales in Canada. Prices 
have been reduced about $50 per 
car, while most other makes have 
raised prices because of the new 
import valuation regulations. 

A new Renault service and parts 
depot was opened in Halifax and 
strong efforts are being made to 
strengthen the dealer organization. 

Both Renault and Volkswagen 
have intensified their advertising 
campaigns. 

Total sales in the four provinces 
last year were 39,645 cars, up from 
33,808 in 1959. Biggest gain was 
made by the imports, at 17,442, up 
from 12,917 to take 44 per cent of 
the total. Domestic cars accounted 
for 22,203, up 2 per cent. 


Smith Named Sales Chief 

EL PASO, Tex.—Sam Smith has 
been appointed Cadillac sales man- 
ager for the Lone Star Motor Co. 
(Cadillac-Chevrolet). 


financial manager of Renault, Inc 
and its subsidiary companies, Hi 
succeeds Albert B, Rennesson, wh« 
is returning to France to head the 
financial control of foreign subsidi- 
aries of Renault of France, parent 
company of Renault, Inc. 

In his new capacity, Lordeman 
heads one of the three major divi- 
sions of Renault, Inc., the others 
being sales, parts and service. 


* * os 


Volkswagen 
OLKSWAGEN’S 16 distributors 
and the 700 dealers it will have 

at the end of 1961 will have about 
$116 million invested in their sales 
and service facilities, according to 
Cc. H. Hahn, general manager, 
Volkswagen of America. 

He said that this is more money 
than has ever before been invested 
in a current model line of cars and 
trucks in the United States. 

* ok * 


Volvo 


AVID BEESLEY, sales man- 

ager for Volvo Distributing, 
Inc., Englewood Cliffs, N. J., has 
congratulated the company’s deal- 
ers “in the most salle iil 
competitive states 
and in the major 
markets of the 
East” for pushing 
sales in 1960 above 
the figures for 
1959. 

The message 
went to dealers 
in Connecticut, 
Delaware, Maine, 
Maryland, Massa- 
chusetts, Minne- 
sota, New Jersey, New York, Penn- 
sylvania, Rhode Island, South Da- 
kota and Vermont. 


Beesley mentioned these exam- 
ples of the Volvo sales gains: Regis- 
trations in New York up from 1,418 
in 1959 to 1,433 last year. New Jer- 
sey sales up from 807 in 1959 to 
834 last year. Last year’s sales in 
Minnesota more than doubled the 
1959 figure. 


David Beesiey 


* * * 


Saab 

AAB ig still going strong in 

Sweden with sales last year 
going up 44.5 percent over the 1959 
figure while the total auto market 
in the country was falling 5.4 per- 
cent below the 1959 level, Saab re- 
ported. 

Sales of Swedish cars in Sweden 
increased last year with the Saab 
accounting for 80 percent of the 
increase as it pushed its market 
penetration up from 5.6 percent in 
1959 to 86 percent last year. 

Volkswagen sales and sales of all 
German cars in Sweden last year 
fell below the 1959 level. However, 
German cars continue to outsell 
Swedish cars in Sweden. 

Saab also noted that sales of 
Chrysler Corp. cars in Sweden last 
year ran 88.6 percent ahead of the 
1959 total. The Saab organization 
sells Chrysler products in Sweden. 

* * * 





Parts by Jet— 


lan Garrad, West Coast general man- 
ager for Rootes Motors, is handed first 
shipment of parts flown directly from Lon- 
don to Los Angeles via BOAC's inaugural 
transpolar service between the two cities. 
Linda ktyman,--airline hostess, personally 
delivered the shipment, which marks the 
beginning of 48-hour jet delivery service 
of Rootes parts destined for Southern Cali- 
fornia dealers and car owners. 
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‘We need the most serviceable, the most 
rugged equipment there is—in order to haul 
up to 88,000 pounds of steel on stop-and-go 
runs throughout Michigan and Ohio.” So 
says Harry Murphy, maintenance superin- 
tendent for Hess Cartage Company, Detroit. 


For over fifteen years Mr. Murphy has had 
charge of the Hess fleet of over 600 pieces 
of equipment, including 80 Spicer-equipped 
GMC tractors. ‘“‘We’ve standardized on 
Spicer components,” says Mr. Murphy, 





‘because they’ve proven longer lasting, less 
costly to operate, more trouble-free than 
any other kind. 


“Our preventive maintenance program calls 
for overhauling our transmissions every 
250,000 miles. Frequently, however, when we 
check our Spicer transmissions we find prac- 
tically no bearing wear—and gears almost 
never have to be replaced. And something 
else of tremendousimportance to us—replace- 
ment parts are available wherever we operate!”’ 


















FOR TRUCK DEALERS THIS MEANS... 


. . . that Spicer components have been proven superior over the 
years right on the job. And that to be sure your fleet customers get 
the most dependable equipment, you should SPECIFY SPICER. 
Transmissions, auxiliary transmissions, clutches, universal joints 
and propeller shafts—all made by Spicer, all preferred by experi- 
enced maintenance executives in most of America’s largest fleets. 


If you don’t know what Spicer components are available, or can 
be specified, write the truck manufacturer or Dana Corporation, 
Toledo 1, Ohio. 


SPECIFY SPICER! 








Maintenance Executive 
Specifies Spicer Because... 


Harry Murphy, maintenance 
superintendent of Hess Cart- 
age, Detroit, places his con- 
fidence in Spicer components 
—such as this 1700 series 
universal joint. 


One of 80 steel-hauling GMC 
diesel tractors owned by Hess 
Cartage, Detroit, all of which 
are equipped with Model 
6853-C Spicer 5-Speed 
synchronized transmissions and 
1700 series universal joints. 


CORPORATION 


Toledo 1, Ohio 
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Lawsuits Affecting Dealers .. . 


Court Decisions 





By Leo T, Parker 
Attorney at Law 


HIGHER court has held that 
if an auto dealer sells auto 
supplies to a city in violation of 
state laws, the city is not obligated 
to pay for such 
supplies, Further- 
more, the city 
may sue and re- 
cover from the 
seller any and all 
monies previous- 
ly paid unlawful- 
ly by the city. 
For illustration, 
in City of Bea- 
trice v. Trindel, 
96 N. W. (2d) 208, 
the testimony 





Leo T, Parker 
showed that a state law prohibits 
any officer of a city from being in- 
terested directly or indirectly in any 
contract to which the city is a party. 


Further testimony showed that a 
man named Trindel was a member 


of the city’s board of public works.' use without just compensation ' 











Also he was engaged in a business 
in the city which sold auto sup- 
plies. At numerous times for a pe- 
riod of four years this business sold 
to the city auto supplies and re- 
ceived from the city the sum of 
$1,098.99, 

In view of the above mentioned 
state law, a suit was filed against 
Trindel to recover this $1,098.99. 

Trindel contended that compel- 
ling him to pay back to the city 
money paid for auto supplies ac- 

tually used by the city would 
violate the Constitution, because 
his private property would be 
taken for “public use” without 
“just” compensation. The higher 
court refused to agree with this 
argument. In holding Trindel li- 
able the court said: 

“We conclude that said law 


of Article I, Section 21 Constitution, 
because defendant’s 
property was not taken for public 


is | 
not unconstitutional as in violation | 


(Trindel’s) | 


within the provisions of the Con- 
stitution. This is a case wherein 
defendant (Trindel) himself simply 
consented and voluntarily entered 
into a contract which the state law 
has made wholly void and unen- 
forceable. 

The court said further: 

“Contracts in violation of a state 
statute prohibiting an officer of a 
municipality from entering into a 
contract with the municipality are 
wholly void for all purposes, and 
they cannot be validated by ratifi- 
cation; and they are not susceptible 
of validation.” 

* * K 


Lessee Ruled Liable 


A HIGHER court held that a per- 
son who leases a building and 
equipment from its owner is legally 
obligated to safeguard patrons 
from injuries caused by incomplete, 
inefficient or defective equipment. 

For example, in Tryba v. Pet- 
coff, 103 N. W. (2d) 14, the testi- 
| mony showed that one Petcoff 
| leased from its owner a gasoline- 
filling station and repair shop 
which contained certain equip- 
ment including an air compressor 
which had no air-pressure regu- 
lator or air meter, 


One day a man named Tryba 





Interchange between three major Milwaukee expressways nears completion 











Power Steering Termed 


A Success by Pontiac 

PONTIAC.—Since its introduc- 
tion on the 1953 Pontiac, power 
steering has become one of the 
most successful and popular op- 
tional equipment items ever to be 
offered, with Pontiac sales total- 
ling 1,306,745 of these units 
through February of this year, 
the division said. 

During the 1953 model year, 
Pontiac customers ordered 39,681 
cars with power steering. Buyers 
of 1955 Pontiacs ordered 125,000 
of these factory installed units 
and 316,051 of the 1960 models 
were equipped with power steer- 
ing, amounting to 83 percent of 
total production for that year. 
In 1961 the trend continues up- 
ward to a rate of 86 percent. 





drove his car into the station and 
desired to inflate a tire. Mr. Petcoff, 
who was busy with another cus- 
tomer, tossed the tire gauge to 
Tryba, permitting him to inflate the 
tire himself, Tryba applied the air 
hose to the tire, and it blew out 
with such force that part of the 








sales go up in one of America’s “growingest” markets—MILWAUKEE 
7th in automotive sales per family 


All around them, Milwaukee’s young- 


sters find exciting evidence of 


growth-market opportunities. Cur- 


rently spending 360 million on ex- 


pressways alone, Milwaukee constant- 


ly builds to handle its exploding mul- 


titude of people and cars —the flow 


of trucks, 


too, which move a good 


share of Milwaukee industry’s 83-1/2- 


billion annual output. 


And Milwaukee can afford this 


kind of spending; it’s a market of 


growing families and they’re 6th 


in the nation in incomes over $7,000 


--.a top-ten market of over a million 


metro-area people. 


The Journal can 


And only in 


advertisers buy 9- 


out-of-10 family coverage —at one low 


cost — to deliver the goods in million- 


market Milwaukee. 


THE MILWAUKEE JOURNAL 


Member of Million Market Newspapers, Inc. 


* CHICAGO + DETROIT 


NEW YORK 


LOS ANGELES SAN FRANCISCO 


wheel was propelled against Tryba’s 
face, causing severe injuries, 

Tryba sued Petcoff and also the 
owner of the station for heavy 
damages. 

The lower court held Petcoff sole- 
ly liable on the grounds that he was 
negligent in failing to warn Tryba 
regarding the use of the air equip- 
ment. The higher court approved 
this verdict and held the owner of 
the building and equipment not li- 
able in damages to Tryba. This 
court said: 

o* oa k 
Regulator Was Needed 


— IS clear that if an air-pres- 
sure regulator had been in- 
stalled, and set at 60 or 75 pounds, 
Tryba could not have raised the 
pressure above the amount set, and 
the accident would not have hap- 
pened. If an air meter had been 
installed, Tryba could have set it at 
60 pounds, and the accident would 
not have happened. There is no 
question but that Petcoff had the 
duties of an employer.” 

This higher court explained fur- 
ther than since Tryba was an em- 
ployer and had exclusive control 
over the equipment, it was his duty 
to make the equipment safe for use 
of inexperienced customers; or 
warn them of its dangers; or to not 
allow them to use the equipment. 


2 Dominion-Styled 
Trucks to Be Built 
By IH of Canada 


TORONTO. — International Har- 
vester Co, of Canada will start 
manufacturing two Canadian-de- 
signed trucks at its Chatham (Ont.) 
plant March 6, 

One is the Metro 90, a walkin de- 
livery van to retail at $2,508, and 
the other is the C-99, a compact 
pickup at $2,160. 

President O. G. Voss said, “Cana- 
dian manufacturers must compete 
with imported products by develop- 
ing better products for Canadian 
use—at competitive prices.” 

In a prepared text, he said both 
trucks are “totally Canadian from 
conception to production.” He told 
AuTOMOTIVE News the engines will 
be built in the parent company’s 
Louisville (Ky.) plant. 

The trucks were designed to stem 
the tide of imported light-duty ve- 
hicles, said L. H. Kain, sales vice- 
president. He said International is 
gunning for “as much as 40 per- 
cent of the light-delivery van sales 
now going to foreign-made ve- 
hicles.” 

Voss said the Metro 90 and the 
C-99 pickup are the first trucks of 
their type to be wholly designed 
and engineered in Canada for quan- 
tity production by any manufac- 
turer. 

“They are not copies or adapta- 
tions to our United States-designed 
vehicles,” he said. “They are new 
models, completely designed in 
Canada.” 

Canadian content on the new ve- 
hicles is expected to be as high as 
75 percent, possibly within 60 days. 
“We import only those components 
which it is uneconomical to manu- 
facture in Canada,” Voss said. 


$117,000 Asked 
In Ex-Dealer Suit 
Against CCC 


MARTINEZ, Calif.—A suit for 
$117,400 damages has been filed in 
Contra Costa Superior Court 
against Commercial Credit Corp. 
following failure of Antioch Motors, 
Ine. (Dodge). 

William D. Sabiston jr. and Bert 
M. Sabel, partners in the firm, al- 
lege they received an oral promise 
of trust receipt financing and 
wholesale flooring of $60,000 for 
new cars and $10,000 for used cars 
until Jan. 1, 1961, but that the 
| finance firm did not fulfill the con- 
tract. As a result, they allege, the 
business failed. 

The suit asks $50,000 damages for 
the firm, $56,000 for Sabel, $10,000 
|for Sabiston and $1,400 for five 
used cars seized by the finance 
company on Jan, 15. 


The plaintiffs said they advanced 
capital to the firm in August, 1960, 
to meet a requirement by the credit 
company for additional financing. 
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Dealer Finds Better Lighting Pays... 
To Brighten U.C. Sales 


plained the savings on electricity 
used would easily pay for the instal- 
lation, compared to the same light 
level by incandescents, within three 
years. 

Jordan explained, “It would re- 
quire six 200-watt bulbs to produce 
the same light as one fluorescent 
tube. The wattage consumed would 
be 1,200 for the six bulbs, compared 
to 215 to operate each fluorescent 
tube.” 

‘Using incandescents,” said 
Dick Poe, “we would have an 
unsightly lot, high maintenance 
cost, plus a much higher operat- 
ing cost. These considerations 
took the first-glance emphasis off 
the installation cost.” 

From a merchandising stand- 
point, sufficient light to see by isn’t 
enough. “Our observation on the 


By C. Thomas 
= Staff Correspondent 

EL PASO, Tex.—Alton Poe and 
his brother, Dick, the third genera- 
tion of the Poe family to operate 
A. B. Poe Motor Co. (Imperial- 
Chrysler-Plymouth-Valiant) here, 
were unhappy with the conventional 
lighting of their used-car lot. 

“It was not only unsightly, but 
inadequate as well,” said Dick. 

This was an important factor, 
when better than 40 percent of 
used-car sales were being made be- 
tween dusk and closing time. 

To the Poe brothers’ knowledge, 
fluorescent lighting had never been 
employed to illuminate a used-car 
lot. They soon found out why. 

When a West Coast firm submit- 
ted a lighting plan, together with 
the approximate cost of installation, 
it sent Alton and Dick flying to the 
offices of Joseph Jordan, light en- 
gineer, El Paso Electric Co., to 
see if it could be true. The cost 
of the initial installation, seemingly, 
was outrageous, compared to the 
cost of illuminating their lot with 
incandescents. 

“After going over the submitted 
plans,” said Jordan, “I suggested 
two more standards to take care 
of what otherwise would be dark 
holes.” 

Adding the two standards, ob- 
viously, would only increase the 
installation costs. 

However, Jordan quickly ex- 


Ford Sales Up 
In Montreal Area, 
Scott Reports 


MONTREAL. — Karl E. Scott, 
president of Ford Motor Co, of 
Canada, told a press conference 
here that sales in the Montreal] re- 
gion so far this year topped the 
1960 figure in the 
like period. 

Scott, who was 
accompanied by 
Rhys M. Sale, 
chairman, said, 
“we have no rea- 
son to question 
3 that sales across 

j Canada will be as 

Sl good in 1961 as 
i they were in 

Sedo? 1960.” 

Karl E. Scott He said that al- 
though Ford sales in Quebec Prov- 
ince in 1960 were below the national 
average, “we hope for a _ bigger 
share of this market in 1961.” 

Asked about the company’s cars 
of the future, Scott said it is hard 
enough guessing three years ahead, 
because this is the length of time 
it takes for styling, engineering 
and tooling a new model. He said 
the company is working on several 
projects, however. 

The trend is away from flashy 
chrome, Scott noted. “We believe 
the people want straight, clean lines 
and cars that are shorter than they 
were.” 

He said compact cars are selling 
exceptionally well, but he would not 
comment on reports that Ford in 
Detroit is working on a smaller 
car. 

He said he could not speak for 
the American company, but “I can 
say this: Ford is trying and has 
always tried to introduce the cars 
Canadians want to buy and there- 
fore we'll cover the field.” 


Kaiser Milestone 
Cited in Argentina 


TOLEDO.—Industrias Kaiser Ar- 
gentina (IKA) has produced its 
100,000th automotive vehicle at the 
Santa Isabel factory in Cordoba, 

IKA has been in operation since 
early 1955, but it has built 50,000 
units in the past 18 months. The 
Argentine affiliate of Willys Mo- 
tors, Inc., plans to produce more 
than 40,000 units, including pas- 
senger cars and Jeep vehicles, dur- 
ing this fiscal year, ending in 
June, 1961. 

Willys Motors’ other South Amer- 
ican affiliate, Willys-Overland do 
Brasil, in February produced its 
100,000th vehicle. 












































incandescents,” said Alton Poe, “is 
that, on a used-car lot, they produce 
too much glare. 

“While they do pick up and high- 
light the chrome, they fail to en- 
The prospects 


hance paint jobs. 








sees too many distracting reflec- 
tions.” 

Neither Alton nor his brother 
knew exactly what fluorescent light- 
ing would do for car colors. “But 
we could visualize that, with fewer 
light standards and light units, the 
prospects could see the cars, rather 
than a forest of light bulbs,” Alton 
said. 

While the light engineer’s advice 
of using two additional light 
standards went unheeded, the 
fluorescent lighting has increased 
the sale of used cars some 20 
percent, it was reported. 

“The quality of the fluorescent 
light,” said Alton Poe,” enhances 
the colors of the cars—gives them 
a deeper, richer color than would 
appear under the incandescents. 

“Too, there is an overall evenness 
of light we never before were able 
to achieve. And there is a minimum 
of reflections. 

“The amount of usable light, 
without seeing strings of bulbs, 
makes the lot that much more at- 
tractive. Because of this, the dis- 
played merchandise looks better to 
prospective buyers.” 

Car dealers from all over the 
Southwest, hearing about the Poes’ 
remodeled used-car lot, have come 
miles to see it for themselves, 

The majority of these who ex- 
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Toronto May Add 


Anti-Rust to Salt 


TORONTO.—Metro roads de- 
partment (Toronto area) may 
put an anticorrosive agent in 
road salt next winter in an effort 
to save cars from rusting. It will 
spend $30,000 on tests starting 
now and continuing until spring. 

If the corrosion inhibitor is 
successful, it would save hun- 
dreds of thousands of dollars for 
Metro motorists in the future. 
The test is a joint project of 
Metro roads department and the 
Ontario highways department, It 
is being supervised by the On- 
tario Research Foundation. 





pressed themselves said _ that, 
when they remodeled their lots, 
they would use fluorescent light- 
ing. 

“The 20-percent increase in sales,” 
Dick Poe concluded, “is only the 
half of it. Because the used car 
looks better, we can get a better 
price for our used stuff. Anything 
well displayed is easier to sell. 

“Because of our modern lot, we 
attract more prospects and our 
salesmen make more money. Con- 
sequently, we are all happy and 
boosters for fluorescent lighting.” 


Electric 


», gives the same long 
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N. C. County Plan 
To License Cars 


Is Ruled Illegal 


ROXBORO, N. C.—The North 
Carolina attorney-general has ruled 
illegal a proposal of the Person 
County Board of Commissioners to 
require all motor-vehicle owners to 
obtain a county license plate at a 
cost of $5 each. 

The proposed plate would have 
been in addition to tags already re- 
quired by the state and the town 
of Roxboro. The suggestion brought 
a storm of protest, with some 1,500 
persons signing petitions against it. 

The commissioners approved the 
county tags as a means of raising 
money for the construction of a 
$200,000 agricultural] building. The 
tags supposedly would have been 
required only as long as needed to 
pay off the cost of the building, 
some three or four years, it was 
said. 

Attorney General Wade Bruton 
declared that such a levy would 
be in violation of state statutes per- 
taining to licensing of motor ve- 
hicles, which stipulate that all such 
levies must go to the highway fund. 
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T.V.R.S. (Television-Radio Sup- 


pressor) cable assures better reception for car radios as well as 


for nearby radio and television sets. No sacrifice of engine perform- 


ance! T.V.R.S. cable is standard equipment on most new Cars. 
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Todgham Hits TV ... 





By Martin L. Whitmyer 
Staff Writer 


Television is emasculating the 
art of direct personal selling — at 
least in North America, says Ron 
W. Todgham, president of Chrysler 
Corp. of Canada. 

Speaking before the National 
Sales Executive Club of Toronto, 
Todgham said “the customer 
knows by heart every major sell- 
ing point, every slogan, and every 
jingle before he or she sets out 
to make a purchase. Thus, the 
play is taken away from the sales- 
man even before he meets the 
prospect.” 

But Todgham believes that this 
trend is going to end in an orderly 
but firm, public revolt, against the 
overly hard sell as it is employed 
too widely on television today. 

“And if the writers and pro- 
ducers of this type of commercial 
advertising don’t modify their 
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The ‘Orange Scoop'’— 

This Chevrolet Greenbrier was purchased from Modern Chevrolet Co., Orange, Tex., 
by the local radio station, KGOT. Painted orange, the unit is equipped to broadcast, 
featuring tables, loud speakers, tape recorders and a 30-foot telescoping antenna. 
The name of the mobile unit, Big Orange Scoop, was determined by a contest. From 
left are M. G. Inman jr., dealership general manager, and Ed Lovelace, radio station 
owner. 


techniques, then I predict that the 





stainless steel 


No other metal has the strength, beauty and 
versatile qualities that serve you so well today 
and promise so much for tomorrow. 


There is nothing 
like stainless steel 
for AUTOMOBILES 





McLouth Steel Corporation, 
Detroit 17, Michigan 


Manufacturers of high quality 
Stainless and Carbon Steels 


MCLOUTH STAINLESS STEEL 
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Auto Advertising 


growth of his community, the 96 








Look for the STEELMARK 
on the products you buy. 


commercials that emphasize job 
opportunities in the area. 

Up to the minute job availabili- 
ties are fed to Eisaman, Johns & 
Laws, the association’s advertising 
agency, by the Los Angeles Times 
The commercials appear on news 


programs on three stations daily. 
* * * 


Spot TV Up 6.3% in Quarter 


Spot television gross time billings 
in the fourth quarter of 1960 were 
$163,060,000, an increase of 6.3 per- 
cent over the like period of 1959. 

For the year, spot television gross 


great mass of viewers will adopt 
another course of retaliation. 
“They will mentally tune out the 
offending commercials. A lot of 
people do it already. To go further, 
it is my opinion that many of to- 


day's television gimmicks are Of-| time billings were $616,701,000, an 
fending public taste and credulity.| increase of 7.9 percent over 1959. 
Too many of them are becoming ca Sy 


palpably phoney and the public is Client for Florida Agency 


growing cynical. 
“My experience and my opinion Associate Press Services, Inc., 
are that the more contrived a tele-| Clearwater, Fla., has been appointed 
advertising agency to handle pub- 


vision commercial is, the more ex- | 2@' p 
pensive it is. Or, to phrase it more licity for the Boston Metropolitan 
Chevrolet dealers’ annual spring 


brutally, the phonier, the costlier,” ) 
campaign. 


Todgham said. 
ees For the past two years the firm 
has worked exclusively with Chev- 
rolet dealers on a nationwide basis. 
* * a 


Netherlands PR Setup 


The Netherlands Trade Commis- 
sion, 10 Rockefeller Plaza, New 
York, has set up its own public 
relations department, with Arthur 
Kushner as director. 

Public relations counsel previ- 
ously was Daniel E. Lewitt Asso- 
ciates, New York. Lewitt will con- 
tinue to work on special projects, 
the commission said. 

* * * 


Fram Campaign Continues 


A friendly Indian urges motor- 
ists coast to coast to “Save-um En- 
gine” in the Fram 1961 outdoor 
advertising campaign. 

Fram, manufacturer of oil, air 
and fuel filters for the automotive 
industry, is in its second decade 
of billboard advertising and is the 
only filter manufacturer to sustain 
a year-round billboard campaign. 

* K * 


Enjay Names Agency 

Enjay Chemical Co., a division 
of Humble Oil & Refining Co., has 
announced the appointment of Bur- 
son-Marsteller Associates, New 
York, as product publicity counsel. 


* * * 
Dodge Group Keeps BBD&O 

Philadelphia Dodge dealers 
have voted to keep Batten, Bar- 
ton, Durstine & Osborn as their 
advertising agency, after a Bal- 
timore agency announced that 
it had got the account. 

Batten, Barton, Durstine & Os- 
born has the Dodge account na- 
tionally and handles most of the 
dealer groups. 

* 


Combatting Recession Talk 


In order to counteract recession 
talk and to show the Chevrolet 
dealers’ faith in the continued 


dealers of a special Southern Cali- 
fornia association currently are 
running a series of television news 


* * 


Youngstown Story on Film 


An “eight in one” 35-minute, 
color motion picture on steel mak- 
ing, designed both for public re- 
lations and sales use, has been pro- 
duced by Youngstown Sheet & 
Tube Co. 

Entitled “Letter to Youngstown,” 
the film accomplishes its multiple 
purpose by means of eight sep- 
arate and_ specialized “endings” 
that can be attached to the main 
body of the picture. Seven of these 
cover in detail the manufacture of 
the company’s major products, 
while the eighth one covers all 
products more briefly and is de- 
signed for general public showings. 

Distribution of the seven sales 
versions is being handled through 
district sales offices, while the 
firm’s public relations department 
in the Youngstown, O., general 
offices will handle the public rela- 
tions film. 

* * x 


Media Notes 


Redbook magazine’s April issue 
closed with 16.4 percent more ad- 
vertising display linage than the 
same issue of last year; its linage 
for first four months was up 17.7 
percent over same period of 1960 
... Look magazine will set records 
in number of advertising pages, 
gross advertising revenue and cir- 
culation in the first quarter of this 
year. Advertising pages will be in 
excess of 355; revenue will top $13,- 
500,000, and circulation has been set 
at 6,550,000 copies. 

TV Guide’s gross advertising rev- 
enue in January totalled $1,439,427, 
up 33 percent over the same month 
a year ago ... Reader’s Digest is 
guaranteeing average paid United 
States circulation of more than 
12,500,000, effective with the March 
issue. 
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By Ed Brown 
Staff Correspondent 

MORRISTOWN, N. J.— Despite 
competition from compacts, a dealer 
has proven that the challenge can 
be met with imported cars. 

Auto Imports of Morris County 
tripled its Hillman sales in 1959, 
and figures for the first nine months 
of 1960 show that the dealership is 
holding its own in the competitive 
“small-car” field, according to Jack 
O’Reilly, partner, 

The dealership also sells Rootes, 
Humber, Sunbeam Alpine and 
Commer, and represents Volvo, 
Jaguar, Fiat and BMC cars. 

Sean Flanagan, 28-year-old gen- 
eral manager, said the firm 
stresses satisfaction in all cus- 
tomer presentations, follows up 
with periodic telephone calls to 
make certain buyers are still 
pleased with their cars. 

“Salesmen also emphasize qual- 
ity,” Flanagan added. “They pin- 
point the fine, custom-built features 
of the product, and point out that 
while compacts are inexpensive 
versions of bigger automobiles, each 
import is a ‘master’ product with 
no sacrifice to quality or perform- 
ance,” 

Under O’Reilly’s leadership, Flan- 
agan said, Auto Imports began an 
aggressive sales-promotion program 
which created considerable interest 
in the community. 

Flanagan also gives credit to the 
expanded showroom, with its eye- 
catching front window and deep 
floor space which can house up to 
23 cars. 

Salesman Harold Schier noted 
that in many dealerships not 
enough care is given to selecting 
personnel. He said Auto Imports 
screens job applicants closely in an 
effort to build a strong team. 

Schier praised the incentive sys- 
tem which provides an “attractive” 
bonus for qualifying salesmen. 

Flanagan, who recently was 
promoted from the sales force, 
explained the factors which have 
helped Auto Imports meet the 
challenge of the compacts. 

“In this community,” he said, “we 
know that once a new prospect 
comes through the door, we stand 
a good chance of making not one 
but several sales to him through 
the years. Consequently, we are just 
not interested in the ‘hard-sell,’ 
and putting a man in a car that he 
might not like after a short time. 

“We follow up each sale with tele- 
phone calls inquiring if he’s still 
pleased with the car. It he isn’t, we 
want to get him back to find a car 
which will suit him better. 


“We have a big stake in each cus- 
tomer,” he said. “If there is dis- 
satisfaction, we know word will 
spread about our service and we 
cannot afford this. 

“However, if our customer is 
pleased he will tell his friends about 
our interest after the sale and our 
reputation is enhanced. This is why 
it doesn’t pay to sell deals. We owe 
it to the customer and ourselves 
to match him with the best car he 
can afford.” 

Flanagan said he and his sales 
staff treat each customer as a 
friend and fellow member of the 
community rather than as a 
stranger. 

When a customer shows interest 
in a car, he added, the salesman re- 
views a number of its features. 

When the question of compacts 
is introduced by the customer, 
Flanagan said, the salesman coun- 
ters any resistance by explaining 
that compacts are cheap models of 
larger cars. 

Both Flanagan and Schier credit 
O'Reilly for spearheading sales-pro- 
motion ideas. 

O’Reilly, for instance, placed a car 
at an angle in the front window 
with a mannequin at the wheel. A 
painted background of snow-capped 
mountains gave the impression that 
the car wag travelling downhill. 
The display attracted considerable 
attention. 

The dealership often ties in with 




































Fire Damages Deal 
ST. LOUIS.—A three-alarm fire 
damaged the service department 
and 20 cars at Placke Chevrolet. 
Damage was estimated at $7,500. 
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‘Stress on Product Quality, Customer Relations Meet Challenge’ . . . 


Compacts Don’t Faze Import Deal 


local stores, and on occasions im- 
ported cars have appeared in store 
displays. 

Another O’Reilly promotion was a 
cocktail party in the new showroom 
for 400 invited guests, including cus- 
tomers and their friends and prom- 
inent members of the community. 
A number of cars were sold as a 
result of the party, Flanagan said. 

Auto Imports also has staged 
sports-car rallies for neighbor- 
ing enthusiasts, followed by din- 
ner parties at Morristown, Tro- 
phies were awarded to the 
winners and considerable local in- 
terest was aroused. 

On the subject of sports cars, 
Flanagan describes the Sunbeam 
Alpine as an exceedingly “hot” 
number. In one 45-day period, he 
said, he sold 12, 

“Another factor in our favor is 
sales training,” Flanagan said. 
“Each Wednesday at 9 a.m. all of us 
assemble ‘on the floor’ and go 
through our presentations. It’s sur- 
prising how one forgets important 








is quick to point out where im- 
provements can be made.” 

Service plays a large part in Auto 
Imports’ program. The dealer has 
contracted service to a neighboring 
shop operated by Robert Murphy. 

Several of the seven mechanics 
come from Europe and are familiar 
with cars manufactured there, Tom 
Young, the shop foreman, comes 
from Britain and is a specialist on 
Rootes cars. 

Flanagan, a native of Dublin, 
came to the United States in 1956 
as a mechanic, He later became 
service manager and then trans- 
ferred to the showroom as a sales- 
man. Today he is general manager 
and part owner of the dealership. 

Looking to the future, Flanagan 
and his colleagues are optimistic 
about imported cars. 

“You know,” he said, “when you 








have a product of quality, you hav F . | 
4 Soe 2 «| Lots to See in Expanded Showroom— 


confidence. There always will be 
challenges in the car business. 


Up to 23 cars can be displayed in the expanded showroom of Auto Imports of 


These compacts have not depressed | Morris County, Morristown, N. J. The extra room and the eye-catching front window 
our sales and enthusiasm in the|have increased the flow of traffic into the showroom, according to Sean Flanagan, 


points and how the alert audience! least.” 










OPEN FOR BUSINESS 


general manager. 


You're out of business when snow, sleet, rain or hail keep away 
prospects. “If you want them to buy, keep their feet dry!” 


Stay open for business 365 days! Ask other dealers how Childers Car- 
ports boost their sales. Phone long distance free. (See offer below): 








Now! CHILDERS Carports Keep Your Cars Springtime Clean On Winter's Dirtiest Days 


... and make your lot a more inviting place to stop, look and deal! 


One of the car lots in the photos above 
made money last winter. The other did not. 
Can you tell which was the profitable lot? 

Sure! It was the lot protected by Childers 
Carports. And Childers Carports may be 
the difference between your lot losing money 
or making a profit this winter. 


Open every day. You see, Childers Car- 
ports turn your lot into an attractive, 365- 
day outdoor showroom. With Childers Car- 
ports protecting your stock, even the heavi- 
est snow can’t cover your cars and put you 
out of business. 


Pay for themselves. And because Childers 
Carports cost only pennies per car per day, 
they quickly pay for themselves in savings 
on clean-up costs alone. In addition, Childers 
Carports cut your costly winter light bills 
50% and more because they concentrate 
your lights directly onto your cars. . . let 
you use fewer lights for a more attractive 
night display. 


Year-round protection. And best of all, 
Childers Carports increase your sales and 
cut your overhead, all-year-round—not just 
in the winter! Dealers everywhere in the 
United States have erected Childers Car- 
ports and are enthusiastic about them. Here 
are a few reasons why: 


1. Every day is a selling day. With your 
cars protected from rain, snow, sleet, and 
blistering hot sun, you can depend on 365 
selling days a year, whatever the weather. 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 
Take advantage of Childers Special 


payment plan for car dealers. Pay for 
your Childers Carports in easy 
monthly payments! 





2. Big savings on labor cost. Cars protected 
from dust, rain and glaring sun don’t need 
as much cleaning and polishing. Savings 
on labor costs alone will pay for your 
Childers Carports. 


3. Higher prices for cars that are kept 
clean and attractive to buyers. 


4. Cuts light bills 2 or more—because light 
is more easily directed to the cars on display. 


5. More sales and faster turnover. Expert 
dealer accountants say it costs $3 to $4 a 
day to “board” a car—yet Childers Carports 
cost as little as 5 cents per car per day! 


6. Architect-designed to harmonize with 
existing buildings and displays. 


7. Easy to install. Your own men can do 
it with ordinary tools. 


8. Easy to move if you are on leased 
property ... or if you want to rearrange 
your outdoor display. 

Childers Carports offer you four styles 
of roof trim: Panorama in a choice of at- 
tention-compelling colors, distinctive Conti- 


nental, neat Skyline, or conservative Thin- 
line. Choose the style of roof trim you 
prefer—then, as you wish, add whatever 
signs, lights, banners, etc., you feel are 
appropriate for you. 


Call Two Dealers, Free! 

Childers will send you a list of 500 happy 
dealers who have turned their lots into 
year-round, all-weather showrooms, in- 
creased sales and decreased costs with 
Childers Carports. 

After you receive this list, call any two 
dealers. Let them tell you about Childers 
Carports in their own words. Send the bill 
for these calls to Childers. You’ll be reim- 
bursed promptly. No obligation. 


You still have time to protect your 
cars this winter with Childers Carports. 
Mail coupon below, today! 


WE PAY FREIGHT TO ANY DEALER IN 
CONTINENTAL U. S. MAIL THIS COUPON TODAY 
Childers Manufacturing Co., Dept. AN-13 
3620 West 11th Street, Houston 8, Texas 
Send me complete information and list of 500 
dealers who have installed Childers Carports. 


Firm 
Name & 
Title 


Address 
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Childers’ representatives located in all principal cities 
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Available for the FIRST time! 
AUTOMOTIVE REPLACEMENT 


Ctation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 











TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 3 


to compliment interior trim 











Made from 
(Armstrong 


Vinyl Automat 
ECONOMICAL 


Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Clearly labeled for easy 
identification. 


a Complete with 
Adhesive & Applicator 


THE COMPLETE LINE 


for CAR RECONDITIONING 
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It’s used year ’round, sells year ’round! 
Here are just a few of the features 
more than 47,000 automotive execu- 


tives and car and truck dealers will 
find in the 25th annual ALMANAC: 


e Industry trends Production figures 
e New and used car sales @ Commercial 
vehicle data ©¢ Buyers’ guide to more than 
2,000 automotive firms. 


RESERVE SPACE NOW! 
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Sales Conditions in Various Areas... 


Auto Market Reports 


| 245 cars and 48 trucks in January 
and 303 cars and 47 trucks in Feb- 





Rochester, N. Y. 


During January, sales of Ameri- 
can-made new cars' remained 
healthy in Monroe County (Roches- 
ter), N. Y., while foreign makes 
went into a slump. 

Sales of American cars were 9 
percent higher than in January of 
last year. Meanwhile, sales of im- 
ported cars dropped 27 percent in 
the comparable months. Total of 
American-made cars sold was 1,976 
as compared with 1,808 in January 
a year ago. At the same time 
registrations of new foreign cars 
slid from 125 a year ago to 91 this 
past January. 

Dealers noted that sales of 
American makes a year ago were 
hampered by effects of the steel 
strike. They also drew attention 
to the fact that employment in 
Rochester has remained at a fairly 
high level this year in spite of re- 
cession difficulties elsewhere. 


owarp M. Durry 
* * * 


Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., totalled 993 in February, com- 
pared with 1,077 in January. 

By makes, they were: Chevrolet, 
282; Ford, 132; Falcon, 97; Pontiac, 
69; Oldsmobile, 61; Buick, 51; Ram- 
bler, 47; Corvair, 38; Dodge, 36; 
Comet, 34; Volkswagen, 31; Cadil- 
lac, 27; Chrysler, 21; Plymouth, 16; 
Mercury, 14; Valiant, 13; Lincoln, 
8; Renault, 4; Studebaker, 3; MG, 
2; Volvo, 2, and miscellaneous, 5. 


—Stvuart RIDDLE 
* at * 


Louisville 

New-car sales in Louisville to- 
talled 782 in February, compared 
with 1,074 in January. 

Although dealers are singing the 
blues, used-car sales have been rea- 
sonably good and used-car inven- 
tories are lower than they have 
been for some time. Service depart- 
ments are fairly busy and are 
carrying much of the overhead. 

By makes, February registra- 
tions were: Ford and Chevrolet, 
205 each; Plymouth, 64; Rambler, 
48; Oldsmobile, 42; Pontiac, 35; 
Comet, 32; Volkswagen, 28; 
Buick, 27; Cadillac, 23; Mercury, 
21; Dodge, 20; Chrysler, 8; Lin- 
coln, 6; Renault, 5; Studebaker, 3; 
Austin-Healey, 2; Opel, 2; Im- 
perial, 1; Willys, 1, and miscel- 
laneous, 6. 

New-truck sales numbered 136 
in February, compared with 158 a 
month earlier. By makes, registra- 
tions were: Ford, 67; Chevrolet, 33; 
International, 24; GMC, 7; White, 
4; Dodge, 1, and ‘miscellaneous, 1. 
—A. W.. WILLIAMS 


* 


New Orleans 

February new-car registrations in 
New Orleans numbered 1,416, com- 
pared with 1,594 in January and 
2,148 in February of last year. 
Truck sales amounted to 224 in 
February against 218 in January 
and 274 for the corresponding 
period of 1960. 

Passenger-car sales by makes 
were: Chevrolet, 423; Ford, 205; 
Falcon, 129; Pontiac, 91; Oldsmo- 
bile, 84; Volkswagen, 80; Corvair, 
64; Rambler, 46; Buick, 42; Plym- 
outh, 41; Comet, 36; Mercury, 28; 
Chrysler, 26; Studebaker, 24; 
Cadillac, 20; Valiant, 17; Dodge, 
9; Lincoln, 9; Metropolitan, 6; 
Mercedes-Benz, 5; Imperial, 4; 
English Ford, 4; Fiat, 4; Austin, 
3;-Jaguar, 3; DeSoto, 2; Renault, 
2, and miscellaneous, 7. 


Truck sales by makes were: 
Ford, 87; Chevrolet, 84; GMC, 19; 
International, 19; Volkswagen, 10; 


Dodge, 2; Willys, 1; Mack, 1, White, 
1, and Studebaker, 1. 


GorpoN HEBERT 
* * ok 


San Antonio 

Motor vehicle registrations con- 
tinued to drop in San Antonio and 
Bexar County during January, to- 
talling 1,222 as compared with 1,418 
during December, 1960—a decline of 
about 15 percent. 

While new-car deliveries dropped 
from 1,271 in December to 1,081 in 
January, foreign makes showed an 
increase from 18 to 29. 

In new cars, Ford led with 322 
as compared with 330 last Decem- 
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ber. Chevrolet dropped into second 
place, with 243 registrations. 

Other registrations were: Pon- 
tiac, 85; Oldsmobile, 64; Buick, 62; 
Comet, 60; Dodge, 48; Rambler, 43; 
Cadillac and Plymouth, 27 each, 
and Continental, 19. 

In the commercial vehicle field, 
Chevrolet led with 51 registrations, 
as compared with 39 for Ford and 
six each for Dodge and Willys. 

In the truck field, International 
led with 14 registrations as com- 
pared with eight for Chevrolet and 
five for Ford. 


—J. H. Reep 
* * 


* 
Cleveland 
February new-car_ registrations 
numbered 4,306, compared with 4,230 
in January and 6,114 in February a 
year ago. 
By makes, registrations were: 
Chevrolet, 917; Ford, 686; Pontiac, 
321; Buick, 282; Falcon, 275; Olds- 


mobile, 246; Corvair, 234; Comet, 
226; Rambler, 186; Dodge, 174; 
Valiant, 125; Cadillac, 120; Mer- 
cury, 102; Plymouth, 100; Volks- 
wagen, 84; Chrysler, 46; Checker, 
31; Lincoln, 29; Studebaker, 27; 
Fiat, 13; Renault, 11; Opel, 8; Tri- 
umph, 7; Jaguar, 5; Mercedes- 
Benz, 5; Austin, 4; Imperial, 4; 


Metropolitan, 4; Saab, 4; Volvo, 4; 
DKW, 3; MG, 3; Peugeot, 3; 
Porsche, 3; DAF, 2; English Ford, 
2; Vauxhall, 2; Vespa, 2, and miscel- 
laneous, 6. 

Used-car sales numbered 
18,228 in February, compared 
with 18,114 a month earlier and 
21,195 a year earlier. 

New-truck registrations amounted 
to 268 in February, compared with 
362 in January and 458 in Febru- 
ary, 1960. Used-truck sales totalled 
686 in February, compared with 752 
a month earlier and 912 a year 
earlier. 

New-truck registrations by 
makes were: Chevrolet, 82; Ford, 
79; Falcon, 29; International, 21; 
GMC, 14; Corvair, 10; Dodge, 10; 
White, 10; Willys, 7; Mack, 4; 
Divco, 1, and Volkswagen, 1. 


—SANFORD MARKEY 
* * * 


Youngstown, O. 


New-car sales in Mahoning 
County (Youngstown), O., totalled 
500 in February, compared with 567 
in January and 948 in February, 
1960. 

By makes, registrations were: 
Chevrolet, 92; Ford, 87; Pontiac, 
43; Buick, 36; Falcon, 32; Dodge, 
28; Corvair, 27; Rambler, 27; 
Oldsmobile, 23; Comet, 18; Valiant, 
16; Cadillac, 14; Volkswagen, 12; 
Plymouth, 10; Chrysler, 9; Stude- 
baker, 9; Mercury, 6; Lincoln, 2, 
and miscellaneous, 9. 

New-truck sales numbered 57, 
compared with 66 a month earlier. 
By makes: Ford, 22; Chevrolet, 16; 
Dodge, 6; GMC, 4; International, 3; 
Mack, 2; Studebaker, 2; Diamond 
T, 1, and Willys, 1. 

* eo 


* 


Columbus, O. 

New-car sales in Franklin County 
(Columbus), O., totalled 1,869 in 
February, compared with 1,754 in 
January and 2,527 in February a 
year ago. 

By makes: Chevrolet, 384; Ford, 
309; Falcon, 209; Corvair, 150; 
Pontiac, 132; Plymouth, 104; Olds- 
mobile, 87; Dodge, 78; Rambler, 
77; Buick, 75; Volkswagen, 67; 
Comet, 53; Mercury, 36; Cadillac, 
32; Chrysler, 19; Simca, 9; Stude- 
baker, 8; Lincoln, 7; Austin, 5; 
Renault, 5; Sunbeam, 4; Imperial, 
3; Metropolitan, 3; Saab, 3; De- 
Soto, 2; Willys, 1, and miscellane- 


ous, 7. 
New-truck registrations num- 
bered 148 in February, compared 


with 213 a month earlier and 251 


a year earlier. By makes: Ford, 68; | 


Chevrolet, 55; GMC, 9; Interna- 
tional, 8; Mack, 3; Volkswagen, 2; 
Diveo, 1; Dodge, 1, and White, 1. 
—STEPHEN J. SCHMIEDL 
* oe * 


Sioux City, Ta. 
New-car and truck registrations 
continued to taper off last month 
in Woodbury County (Sioux City), 
Ta. 
Sales 
trucks in 


included 194 cars and 35 
February, compared to 








ruary, 1960. 

February’s car breakdown was: 
Chevrolet, 60; Ford, 52; Buick, 
16; Oldsmobile, 12; Plymouth, 11; 
Cadillac, 8; Pontiac, 6; Rambler, 
6; Dodge, 5; Comet, 4; Mercury, 
3; Chrysler, 2; Studebaker, 2; 
Volkswagen, 2; DKW, 1; GMC, 1; 
Opel, 1; Triumph, 1, and Val- 
iant, 1. 

Sixteen Ford trucks were sold, 
followed by: Chevrolet, 11; Inter- 
national, 4; GMC, 2; Dodge, 1; Stu- 

debaker, 1. 


* Ba 


* He 
Norfolk, Va. 

New-car registrations in the Nor- 
folk-Portsmouth metropolitan area 
during January totalled 1,417, top- 
ping both the same month last 
year (1,381) and December (1,411). 

The totals included gains by 
Chevrolet, Dodge, Pontiac, Rambler 
and Volkswagen. There were de- 
clines by Ford, Plymouth, Mercury 
and Cadillac. 

By makes, registrations were: 
Chevrolet, 230; Ford, 177; Falcon, 
114; Pontiac, 110; Rambler, 109; 
Dodge, 73; Corvair, 66; Buick, 59; 
Oldsmobile, 59; Plymouth, 50; 
Volkswagen, 49; Comet, 48; Ren- 
ault, 42; Valiant, 42; Cadillac, 28; 
Chrysler, 28; Studebaker, 24, and 
Mercury 21. 

Opel, 14; Lincoln, 9; Hillman- 
Rover-Sunbeam, 7; Imperial, 6; 
English Ford, 6; Volvo, 5; Triumph, 
4; Borgward, 3; Jaguar, 3; Mer- 
cedes-Benz, 3; MG, 3; Simca, 3; Aus- 
tin, 2; Peugeot, 2; Goliath, 2; Met- 
ropolitan, 2; Vauxhall, 2; DeSoto, 1; 
Willys, 1, and miscellaneous, 10. 

New-truck registrations during 
January totalled 98, compared with 
80 in the same month last year. 
By makes: Ford, 44; Chevrolet, 37; 
International, 7; Dodge, 4; GMC, 4, 
and White, 2. 

—KEN BALDWIN 


Akron 


The current business slump was 
reflected in new-car sales in Sum- 
mit County (Akron) in January as 
deliveries dropped sharply to 40 
percent below January, 1960. 

Severe winter weather was the 
other major factor when sales fell 
to 1,176, compared to 1,971 in the 
same month a year ago. 

New-truck volume, however, was 
more impressive and at 113 was 
only four units below January, 1960. 
Dealers’ used-car transactions to- 
talled 2,113, down 15 percent. 

Chevrolet, top car in the Akron 
area last year when more new 
automobiles were delivered than 
in any year on record, was out in 
front again in January with 327 
registrations to 250 for Ford and 
77 for Plymouth. 

The next four places were bunch- 
ed with Buick’s 75 sales, fourth; 
Comet, fifth, with 73; Pontiac, sixth, 
with 69 and, and Oldsmobile, sev- 
enth, with 66. Next was Rambler 
at 48, then Mercury’s 34, while 
Dodge, Cadillac and Volkswagen 
tied for 10th with 33 each. 

—Jor KUEBLER 
* * ok 
Nashville 

Ford and Chevrolet accounted for 
more than 27 percent of new-car 
sales here in January and with 
Falcon and Corvair included had a 
46 percent cut of the market, 

Total sales for the month stood 
at 692, lowest in 11 months. 

Imports, led by Voikswagen 
with 25 units and Renault with 5, 
dropped to 5 percent of the mar- 
ket, compared with 24 percent 
last August. 

Falcon led the compacts with 72 
units, followed by Rambler with 29, 
Comet, 28 and Corvair, 21. 

Among the full-size cars, Chevro- 
let with 175 units, and Ford with 
114 were followed by Pontiac with 
61. 


* 


—Ep GOoINS 





Cosart Folds Branch 
PORTLAND, Ore.—Lee Cosart, 
veteran auto dealer, has discon- 
tinued his Oswego branch, which 
handled Studebaker and Triumph. 
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$3,840* (ps); 2-dr. hardtop, $3,800* 
(ps). 
’59 Eldorado conv., $3,400* (ps); de 


Ville”2-dr. hardtop, $3,350* (ps); 4-dr. 
hardtop, $3,250* (ps), $3,240* (ps), 
$3,230* (ps), $3,150* (ps), $3,015* 
(ps); (62) 2-dr. hardtop, $3,170* (ps); 
4-dr., $3,100* (ps), $3,070* (ps), $3,- 
050* (ps), $3,000* (ps). 

°5S (60) Special 4-dr. hardtop, $2,435* 
(ps), $2,315* (ps); (62) Sedan de 
Ville, $2,315* (ps); Coupe de Ville, 
$2,290* (ps), $2,270* (ps), $2,210* 
(ps), $1,950* (ps); 4-dr., $2,130* (ps); 


2-dr. hardtop, $2,060* (ps). 

’57 (62) Coupe de Ville, $1,775* (ps), 
$1,610* (ps); Sedan de Ville, $1,710* 
(ps); 2-dr. hardtop, $1,600; conv., $1,- 
490* (ps). 

756 (62) Coupe de Ville, $1,310* (ps); 
Sedan de Ville, $1,259* (ps), $1,085* 
(ps), $1,055* (ps); 4-dr., $960* (ps); 
(60) Special 4-dr., $1,135* (ps). 

55 (62) Coupe de Ville, $1,110* (ps), 
$730* (ps); 4-dr., $545* (ps); (60) 


Special 4-dr., $760. 
’54 (62) 2-dr. hardtop, $730, $585. 
’51 (62) Coupe de Ville, $175*. 
°41 2-dr., $525. 
CHEVROLET—’61 Impala (8) sport coupe, 


$2,475* (ps); Corvair 900 (6) 2-dr., 
$2,120. 

60 Impala (8) sport coupe, $2,275* (ps), 
$2,150* (ps), $2,145* (ps), $2,115* 
(ps), $2,105* (ps); sport sedan, §$2,- 


Used Imported 


Cars 


ALBANY 


Austin-Healey—’59 Sprite conv., $885. 
Ford (English)—’58 Zodiac 4-dr., $500. 
Renault—’59 Dauphine 4-dr., $550, $370. 
Simca—’57 Aronde 2-dr., $220. 


BORDENTOWN, N. J. 


Borgward—’57 2-dr., $525. 
Ford (English)—’60 Escort station wagon 
2-dr., $700. 
Hillman—’61 station wagon 2-dr., $130. 
Simca—’60 Chatelaine station wagon 2-dr., 
$425. 
Volkswagen—’59 2-dr., $1,040; station wag- 
on 4-dr., $955. 
’58 2-dr., $760, 
’57 2-dr., $750. 
Volvo—’58 2-dr., $795. 


CALDWELL, N. J. 
Triumph—’59 TR-10 4-dr., $475. 


CHICAGO 
Simea—’59 4-dr., $520. 
Vauxhall—’58 station wagon, $485. 
Volkswagen—’61 2-dr., $1,480. 
’60 2-dr., $1,130, $1,200; sunroof 2-dr., 
$1,195. 
"59 2-dr., $1,005, $805, 


COLUMBUS, O. 


Opel—’60 2-dr., $865. 
Volkswagen—’58 2-dr., $1,000. 


DAYTONA BEACH, FLA. 
Ford (English)—’60 2-dr,. station wagon, 
$1,050. 
’59 Zodiac 4-dr., $500. 
Metropolitan—’59 2-dr., $425. 


DETROIT 
Simca—’59 4-dr., $450. 
Volvo—’ 57 2-dr., $510. 


DYER, IND. 
Hillman—’59 2-dr., $380. 


FLINT 
Volkswagen—’59 2-dr., $1,120. 
’59 sunroof 2-dr., $990. 


HUNTSVILLE, ALA. 
Volkswagen—’61 2-dr., $1,605. 
’60 2-dr., $1,340. 


LOS ANGELES 
Austin-Healey—’57 roadster, $1,135 
Citroen—’58 DS19 4-dr., $400*. 
Fiat—’58 1100 station wagon 4-dr., 
Hillman—’5S8 Minx conv., $600, $410. 
Metropolitan—’59 2-dr., $755. 
MG—’54 roadster, $725. 

Skoda—’60 Felicia conv., $640. 
Volkswagen—’59 2-dr., $855. 

’56 2-dr., $625, $485. 

’55 sunroof 2-dr., $500. 
Volvo—’59 2-dr., $100. 

’58 2-dr., $715. 

"57 2-dr., $630. 


MANHEIM, PA. 

Ford (English)—’60 2-dr., $900. 

759 4-dr., $500; station wagon, $495. 
’58 2-dr., $320. 

Hillman—’59 4-dr., $675. 

Jaguar—’57 conv., $1,110. 

MG—’51 roadster, $475. 

Metropolitan—’60 2-dr. hardtop, $960, $925. 

’59 conv., $695. 

Renault—’60 Caravelle 2-dr. hardtop, $1,- 
210. 

59 Dauphine 2-dr., $385, 

Simea—’60 4-dr., $400. 

Vauxhall—’59 4-dr., $500. 

Volkswagen—’61 221 station wagon, $1,- 
700; Deluxe 2-dr., $1,530, $1,525; 2-dr., 
$1,410. 

"60 conv., $1,435; Microbus, 
dr., $1,160. 
’57 Microbus, $795. 
°56 2-dr., $500. 
Wartburg—’59 station wagon 2-dr., $180. 


MASON CITY, IA. 
Renault—’59 Dauphine 4-dr., $540. 
Volkswagen—’59 2-dr., $1,025. 


WAREHOUSE POINT, CONN. 
Fiat—’60 conv., $225. 

‘59 Bianchina 2-dr., $260. 
MG—’58 roadster, $825. 
Renault—’59 4-dr., $385. 

’58 Dauphine 4-dr., $500, $400, $280. 
Triumph—’59 TR-10 station wagon, $415. 





$385. 


$1,300; 2- 
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170* (ps), $1,935*; Brookwood (8) 4- 
dr., $1,930* (ps); Biscayne (6) 2-dr., 
$1,375* (ps); Corvair 700 (6) 4-dr., 
$1,280. 

*59 Corvette (8) conv., $2,480; Impala 
(8) sport coupe, $1,745* (ps), $1,740* 
(ps), $1,690, $1,685; 4-dr., $1,710" 
(ps), $1,375*; sport sedan, $1,535* 


(ps); conv., $1,385* (ps); Parkwood 
(8) 4-dr., $1,560*, $1,450*; Bel Air (8) 
4-dr., $1,235* (ps), $1,220*, $1,185*; 
2-dr., $1,220*, $1,175*; Biscayne (6) 
2-dr., $1,105*, $1,090* (ps), $985*, 


$975; utility sedan, $750. 

’58 Impala (8) sport coupe, $1,270* (ps), 
$1,240*, $1,235* (ps), $1,225* (ps), 
$1,115*; conv., $1,185* (ps), $1,075*; 
Brookwood (8) 4-dr., $1,190* (ps), 
$1,025* (ps); Brookwood (6) 4-dr., 
$1,100*; Bel Air (8) sport coupe, $1,- 
135* (ps), $1,010* (ps), $880*; sport 
sedan, $1,100* (ps), $955* (ps); 4-dr., 
$985*; Biscayne (8) 2-dr., $855*; 4-dr., 
$820*; Biscayne (6) 2-dr., $810; Del- 
ray (6) utility sedan, $675*. 

’57 Bel Air (8) conv., $995*; 2-dr., 
$760; Two-ten (8) station wagon, 
$970*, $715*; 2-dr., $755*; 4-dr., $750*, 
$680*, $645*; sport coupe, $665*; Two- 
ten (6) 2-dr., $625, 


°56 Bel Air (8) conv., $685*; sport se- 
dan, $675*; sport coupe, $660*:; Bel 
Air (6) 4-dr., $585*%; Two-ten (8) 
sport coupe, $660, $615, $490*; 2-dr., 
$615*; station wagon, $555* (ps); 4- 
dr., $460*; Two-ten (6) station wag- 
on, $590; Two-ten (6) 2-dr., $475; 


One-fifty (6) 4-dr., $535*; 2-dr., $385. 

’55 Bel Air (6) sport coupe, $565; Bel 
Air (8) 4-dr., $500, $450*; sport coupe, 
$420*, $395*; Two-ten (8) Delray, 
$505*, $500; station wagon, $445; Two- 
ten (6) Delray, $410*. 

’54 Bel Air sport coupe, $335*; Two-ten 
station wagon, $215*. 


53 Bel Air 2-dr., $300; 2-dr. hardtop, 
$265*; Two-ten 4-dr., $125*. 
51 Deluxe 4-dr., $125. 
’50 Deluxe 2-dr., $100*. 
CHRYSLER—’59 NY 2-dr. hardtop, §$2,- 


120* (ps). 
’58 (300) 2-dr. hardtop, $1,910* (ps). 
’57 NY 4-dr. hardtop, $1,010* (ps); 2-dr. 
hardtop, $935* (ps). 
DeSOTO—’57 Fireflite conv., $785* (ps). 
DODGE—’ 60 Sierra (8) 4-dr., $1,570* (ps). 
’57 Coronet (8) 4-dr. hardtop, $710* 
(ps); 4-dr., $705* (ps); Custom Royal 
(8) 4-dr. hardtop, $650* (ps), 
’56 Coronet (8) Suburban, $425*. 
’55 Royal (8) 4-dr., $300*. 
’53 Coronet (8) 2-dr., $130*. 


EDSEL—’59 Villager 4-dr. (9 pass.), $1,- 
310* (ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,950* (ps). 

’60 Ranch Wagon (8) 2-dr., $1,880* 
(ps); Galaxie (6) starliner, $1,600*; 
Falcon (6) 2-dr., 2 at $1,400, $1,060; 
4-dr., $1,340; Fairlane 500 (8) 4-dr., 


$1,350; 2-dr., $1,335; Fairlane (8) 2- 


dr., $1,253, 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
655* (ps), $2,380* (ps); conv., $2,- 
450* (ps); Galaxie (8) 2-dr, Victoria, 


$1,480* (ps), $1,385* (ps); conv., $1,- 
325* (ps); Country Sedan (8) 4-dr., 
$1,480* (ps), $1,400*, $1,335* (ps), 
$1,300*; Fairlane 500 (8) 2-dr. Vic- 
toria, $1,295* (ps), $1,275* (ps); 4-dr. 
Victoria, $1,285* (ps); conv., $1,190; 
Custom 300 (8) 2-dr., $1,090* (ps); 
4-dr., $1,075* (ps), $1,025*, $915*; 
Custom 300 (6) 2-dr., $970; Fairlane 
(8) 4-dr., $1,045*; 2-dr., $970* (ps). 

’58 Thunderbird (8) 2-dr, hardtop, $1,- 
970* (ps), $1,925* (ps), $1,880* (ps); 
Fairlane 500 (8) conv., $935* (ps); 
2-dr., $910*; Country Sedan (8) 4-dr., 
$875*, $785; DelRio (8) 2-dr., $760*; 
Custom 300 (6) 2-dr., $740; Fairlane 
(8) 4-dr., $705*. 


‘57 Country Sedan (8) 4-dr. (9 pass.), 


$865* (ps); (6 pass.), $610* (ps); 
Fairlane (8) 2-dr. Victoria, $865* (ps), 
$785* (ps), $725* (ps), $495* (ps); 


4-dr. Victoria, $700* (ps); conv., $660; 
2-dr., $585*; Ranch Wagon (8) 2-dr., 
$780*, $560*; Ranch Wagon (6) 2-dr., 
$545; Custom (8) 4-dr., $610*; Custom 
300 (8) 4-dr., $510*; Main (6) 2-dr., 
$485. 

’56 Fairlane (8) conv., $510* (ps), $465; 
2-dr. Victoria, $475*, $435* (ps), $415* 


(ps), $410*; 4-dr,. Victoria, $445*; 2- 
dr., $385* (ps); 4-dr., $350*; Custom 
(8) 4-dr., $435*, $410*, $345*; Ranch 
Wagon (8) 2-dr., $395*; Main (6) 2- 
dr., $190. 

’55 Fairlane (8) 4-dr., $350*, $320, $305* 
(ps); Custom (8) 4-dr., $310; Ranch 


Wagon (8) 2-dr., $285*, $260*, 
IMPERIAL—’ 57 Imperial 4-dr., $945* (ps). 
LINCOLN — ’59 Premiere 2-dr. hardtop, 

$2,485* (ps). 

’58 Continental $1,- 

830* (ps), 

’57 Premiere 2-dr. hardtop, $1,385* (ps), 
$1,285* (ps); 4-dr. hardtop, $910* 

(ps). 


Mark VIII conv., 


’56 Premiere 2-dr. hardtop, $785* (ps), 

$725* (ps), $600* (ps). 
MERCURY—’59 Commuter 4-dr., $1,600* 

(ps); Monterey 4-dr., $1,310* (ps). 

’57 Monterey 4-dr, hardtop, $635* (ps), 
$585* (ps). 

°56 Monterey 4-dr., $355*, 

’55 Monterey station wagon, $405*; 2- 


dr. hardtop, $400*; Montclair 4-dr., 
$355* (ps). 
’54 Monterey 2-dr. hardtop, $265*, $230* 
(ps), $175*. 
OLDSMOBILE—’60 (98) 2-dr. Scenic, $2,- 
585* (ps). 
"59 (88) Super 2-dr. Scenic, $1,840* 


(ps); conv., $1,810* (ps). 

’58 (88) 2-dr. Holiday, $1,280* (ps), 

’57 (88) Super 2-dr. Holiday, $980* (ps); 
(98) conv., $790* (ps), $750* (ps); 
2-dr: Holiday, $775* (ps); (88) 2-dr. 
Holiday, $705*, 

’56 (88) 4-dr. Holiday, $510* (ps); (88) 
Super 4-dr. Holiday, $495* (ps). 


’55 (98) 2-dr. Holiday, $535* (ps); (88) 
4-dr, Holiday, $410*; 2-dr. Holiday, 
$350*. 


’54 (98) 2-dr. Holiday, $375* (ps), $305* 
(ps); conv., $370* (ps), 

’53 (88) 2-dr. Holiday, $135*, 

PLYMOUTH—’60 Valiant 100 (6) station 
wagon, $1,485. 

’59 Suburban (8) Custom 4-dr., $1,395* 
(ps), $1,275* (ps), $1,125* (ps); Bel- 
vedere (8) 2-dr, hardtop, $1,225* (ps); 
4-dr., $1,070* (ps); Fury (8) 4-dr. 
hardtop, $1,200* (ps). 

’58 Savoy (8) 2-dr. hardtop, $710*. 


’57 Suburban (8) Sport 4-dr., $900* (ps), 
$785* (ps); Suburban (6) Custom 4- 
dr., $495*; Belvedere (8) 2-dr, hard- 
top, $610* (ps), $585*, $515*; Savoy 
(8) 2-dr. hardtop, $520*; Plaza (6) 4- 
dr., $360. 

°56 Belvedere (8) 2-dr, hardtop, $450*; 
Savoy (8) 2-dr., $285*; Suburban (8) 
4-dr., $215*. 

’55 Belvedere (6) 4-dr., $375*; Belvedere 
(8) 2-dr, hardtop, $335*. 


PONTIAC—’61 Catalina conv., $3,100* 


(ps). 
’59 Bonneville sport coupe, $2,000*; 4- 


dr. Vista, $1,990* (ps). 

’57 Chieftain 4-dr., $610*; 
$410". 

’56 Star Chief 2-dr. Catalina, $520* (ps), 
$415*; Chieftain 4-dr. Catalina, $460* 
(ps). 

’55 Star Chief 2-dr. Catalina, $355* (ps); 
4-dr., $355*; Chieftain 2-dr. Catalina, 
$255*; 2-dr., $250. 

RAMBLER—’60 Super (6) Cross Country, 


$1,675*. 
’59 Super (6) Cross Country, $1,385"; 
American (6) 2-dr., $850; station wag- 


on, $795. 

’57 Custom (6) Cross Country, $650*; 
Super (8) 4-dr., $585 ‘ps). 

’56 Custom Cross Country, $690*, 

’55 Custom Cross Country, $410, $385*. 

’54 Custom Cross Country, $185*, 

’53 Custom 2-dr. hardtop, $210. 

’52 Super station wagon, $185*, 

‘51 Custom conv., $125. 


STUDEBAKER—’59 Lark (6) station wag- 
on, $985; 4-dr., $820*; 2-dr., $795. 


MISCELLANEOUS—’60 Chevrolet (8) El 
Camino, $1,705* (ps); Ford (6) Ranch- 
ero, $1,430*; (8) %-ton pickup, $1,210. 

’59 Chevrolet (6) El Camino, $1,340, 
$1,300; (6) 1-ton cab & chassis, $950; 
Ford (6) %-ton pickup, $935, $900. 

’58 Chevrolet (6) %-ton pickup, $910. 

’57 Dodge (6) %-ton pickup, $570; Ford 
(6) Ranchero, $475. 

’56 Ford (8) %-ton flatbed, $670. 


Trucks Changes 
Hinge on Results 


Of AASHO Tests 


WASHINGTON.—The Bureau of 
Public Roads has not yet been able 
to determine which size and weight 
trucks wear out highways fastest. 
Its initial report to the Senate 
Public Works Committee said it 
will take electronic computers sev- 
eral weeks to evaluate the physical 
tests being made at Ottawa, IIl. 

The bureau recommends no 
changes at this time, but when it 
does it is possible that weight and 
size limitations of trucks and buses 
might be changed, tax policies 
modified, and suggestions made to 
highway engineers. The final re- 
port is expected during this session 
of Congress. 

The trend toward larger and 
heavier trucks, sometimes with 
trailers, to reduce unit shipping 
costs is noted by the bureau. There 
also has been a demand for wider 
and stronger roads and an increase 
in such roads. The size of trucks 
must be related to the amount of 
traffic, to lane width, curvature and 
sight distances. Both size and 
weight limits must be related to 
“present capability” of the high- 
way system, the bureau said. 

“Tt 
need to be raised to support heav- 
ier axle and gross loads, highway 
and bridge costs would obviously 
be increased,” the report said. “The 
designs required to support loads 
believed to be well above the eco- 
nomic axle-load limit will be deter- 
mined from the AASHO Road Test. 

“Once these results are available, 
there will remain the problem of 
relating vehicle and highway de- 
sign, giving full recognition to the 
question of whether the volume 
and weight of shipments that 
would take advantage of more 
liberal limits are sufficient to jus- 
tify the added highway cost that 
may be involved.” 


2-dr., $475*, 





Sales in Virginia Rise 
But Profits Hit New Low 


RICHMOND, Va.—A survey re- 
veals that new-car sales in Virginia 
during the last three months have 
been 17.1 percent greater than dur- 
ing the comparable period a year 
ago, but dealers’ profit margins are 
the slimmest they have ever been. 

Larry Weekley, business news 
editor of the Richmond Times- 
Dispatch, said “the situation is 
prolonging the trend toward fewer 
dealers with higher volumes.” 

Charles B. McFee jr., general 
manager of the Automotive Trade 
Assn, of Virginia, said “the profit 
squeeze during the past five years 
has resulted in a net loss of about 
20 percent in the number of new- 
car dealers in Virginia.” 


Rieger at Helm 
DAYTON. — Raymond E. Rieger, 
president of Rieger Motors, was re- 
elected president of the Miami Val- 
ley Automobile Dealers Assn. (used 
car). 


of March 8, Heavy rains held down regis- 


cent of 436 consignments, 


it develops that standards, 


61 


Hertz World Fleet 
Numbers 68,000 


NEW YORK.—Hertz Corp. oper- 
ated more than _ 68,000 vehicles 
from more than 1,750 _ offices 
around the world at the end of 
1960 to support its claim to indus- 
try leadership in renting and leas- 
ing. 

In the United States, Hertz said, 


’55 Chevrolet (6) %%-ton stake, $635; 


Ford (8) F-100 pickup, $460*, 


BORDENTOWN, N. J. 


National Auto Auction Dealers Exchange. 
Sale every Wednesday. Prices are for sale 


trations but for the 3rd week in a row 89 
percent of the cars were sold, Sold 98 per- 


BUICK—’60 LeSabre 4-dr. hardtop, §$2,- 
200* (ps); 4-dr., $2,045; 2-dr. hardtop, 
$2,010*. 

’59 Electra 4-dr, hardtop, $1,680* (ps). 
°58 Special Estate Wagon 4-dr., $1,300* 


(ps). : 
’57 RM conv., $780* (ps), $725* (ps);|it has more than 1,300 rental loca- 
2-dr, Riviera, $680* (ps); Special 4-| tions in more than 8:00 cities. 


dr, Riviera, $735*, $495*; 2-dr., $650*, 
$495*; Super 2-dr, Riviera, $650* (ps). 
*56 Special 4-dr. Riviera, $540*. 
"55 RM 2-dr. Riviera, $205* (ps). 
cial 2-dr, Riviera, $160*, 


Worldwide, the number of rental 
locations at the end of 1960 was 
more than 1,650 in at least 1,100 
cities. More than 44,000 rental and 


CADILLAC—’61 de Ville 2-dr. hardtop, 
$4,755* (ps). leased cars were operated world- 
’60 de Ville 4-dr. hardtop, $3,775* (ps). | wide. 
"Oe en tee* Guy cnO® (ue)s) Herts operated at the clam af 
58 (75) 4-dr., $3,007" (ps); Eldorado | 1960 more than 23,500 rental and 
2-dr. hardtop, $1,300* (ps); (62) 2-| leased trucks from more than 480 
at, DOEEO, cee tee. locations worldwide. In the U. S., 


CHEVROLET—'61 Corvair (700) (6) 2-dr., 
$2,075. more than 22,500 trucks were oper- 


(Continued on Page 63, Col. 1) ated from more than 430 locations. 
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Automotive News Classified Want Ads 
CLASSIFIED RATES: GENERAL CLASSIFICATIONS: 


Help Wanted 
Position Wanted 


Dealerships Available 


22c per word for each in- 
sertion. Minimum 15 words. 
Position Wanted Ilc per 
word. Add $1 per insertion 
for use of box number. 
Contract rates available on 
request, 


DISPLAY RATES: 


$12.30 per column inch for 
each insertion. Minimum 
one inch — maximum ten 
inches. Contract rates avail- 
able en request. 


Asttomutiue Neus 


WOodward 3-9520 a 


Car Recovery 

Cars For Sale 

Cars Wanted 

Trucks For Sale 

Trucks Wanted 

Shop Equipment For Sale 
Shop Equipment Wanted 
Accessories For Sale 


Dealerships Wanted 
Manufacturers’ Rep. 
Dealer Services 

New Lines Wanted 
Business Opportunities 
Parts For Sale 

Parts Wanted 

Antique Cars 


Accessories Wanted 
Miscellaneous 


965 E. Jefferson * Detroit 7, Michigan 












SOLVES 
YOUR PLATE 
PROBLEM! 









Now Available! New, Improved, Foolproof 


DEALER PLATE HOLDERS 


HERE’S WHY EVERY DEALER WILL WANT THEM: 


* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! 
* CLIP ON AND OFF IN A JIFFY! * FIT ANY BUMPER! 


JOBBER INQUIRIES * STURDY! Made of heavy duty galvanized 
INVITED spring wire with aluminum clips. 






















$ SHELAR CO. 714 65th Street, Brooklyn 20, N. Y. 1 

nN 7 Vas) Enclosed herewith our check for$ = a 
Please ship us________ Dealer Plate Holders. : 

IN LOTS OF 12 OR MORE PREPAID as “ 
$1.25 FOR SMALLER QUANTITIES Se ee ey te 
aa L with PI ess ie 

nd check with order. i ef lad eo * 
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: Fla. It is the third such facility now | homa City. 
Cadillac Par ts Depot maintained outside Detroit by Cad- In addition to Florida dealers, the 
Is Opened in Florida illac, according to Fredric H. Mur-| Jacksonville depot will serve dealers 


DEROIT.—Cadillac has opened a| ray, general sales manager. Others|in parts of Georgia, Alabama and 
parts warehouse in Jacksonville,| are in Oakland, Calif., and Okla-| South Carolina. 


New Commercial-Car Registrations, 
28 States for January, 1961-1960 


Truck istrations by states are 
released here weekly, as compiled Brock- 
by R. L. Polk representatives in way 
state capitals. 
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Four States Previously Reported ‘él I 688 727| 197| 305 10 82! 2275 

For January *60| | 466 6 67 497 | 109 298 15 2 10 67 87 1625 

Alask él 21 2 9| 32 

“he ‘60 | i ee | eae te ee 

Arkansas ‘61 | 622 | 47; 503) «(139 103 1 5 I 12 9| 1442 

60 437 3 64) 585 99|___‘(155| 4 4 4| 7 23| 1385 

Colorado "6l| 413 2 66; 349 94, «19 I 12 20 67 26; «1169 

"60 294 5 65} 335 70 120 3 5| 8| 57 45| 1007 

Connecticut "6l 1 109 2 18 7 37 39 9 I 15 69 32| 429 

"60 I 136} 3 31 124 27 7I 6 2 47 37 54) 539 

Delaware ‘él | 88 2 12 58 19 ya 8 | 17 7 4 237 

The Big Nudge— 3 ‘60 2] 48 3 10] 43|_— 4] 39] 30| é 9| 233 
, District of Columbia ol | 47 | 5 32 10 22! 5| 1 2 17) ‘141 

Detroit newsmen watch as a Chrysler Corp. engineer demonstrates a new impact ‘60 40 I 4 36 At 12 2 | 19 126 
pounding device which hurls thousand-pound weights into a ‘61 Valiant rear bumper. | Georgia ‘6l | 571 | 53 593 157 118} 23} 3 6 14 54) 1593 
The bumper, needless to say, showed nary a dent. ‘60 340 2| 37 374 92) 150 27 10 50 13 82! 1177 
Rea . ¢ * Hawaii él 44 9 68 12 17 1 2 16| 176 

60 | 27 19) 58 8 36 2 103 40| 293 

s Maine el 91 12 73 31| 50 2 2 4 32 10| 307 
Bodies Better 7 ha E 60 ! 77 i 92 26; 48 2! 4 27 9| 297 
n ver * Maryland él] 2| (220 7 38) 234 76 85 15 4 21 38 39| «779 

60 4 153 2 |. By 29| 103 6 | 1 16 43| 627 

Massachusetts bl 3 19 1 31 152 37 80 3 7 65 26| «532 

mout avs Oo 61s ‘60 7|___105 2] 42|_—sta7|__—sa7|_—sg9}—a2 i] 17|_-34|__—9| 542 

Montana "6l| 147 30; —«*170 43| 43 2 2 25 16| 478 

60 91 23 128 2; 97 2 | 3} 37 26| 429 

HRYSLER CORP. last week|much that it now requires 50,000| Nebreske ca | at 1 2 2 Sl is . ; H+ > ie 
staged the third in a series of | miles “to get comparable evidence Noh Carolina 61 807 4 ts) 681 154) 121128 19 28| 30/53) 1987 
press presentations on the workings|and make the tests conclusive,” '60 | etal | 73 702 FH 200 26 4| 36 34 101} 1826 
of its engineering aor ae th he added. North Dakota a | 133 4 28) 124 ” & | 2 2 i 2 3%8 
ost 4 e More than 40 new tests and : 2 5 

third conference ineering techni ” South Carolina ol 244 18 253 56 41 9 3 9 5 21 659 

was Plymouth| °™smeering techniques of a 60 245 27\_2%1| | 8 8 5] 15] 43) 724 

General Manager| Since 1900 te keep paso with tie |e 4 a re 

Harry E. Chese- Scanvenaiaas tar aa ne T e a a7 366) -85|~~=«74!~SC«*W 3} Ie} 14) ~~—+19| 1061 

brough, who noted pivmouth chief ae See ee ‘60 | 260 | 2%| 369] —Bi|_ So 17 | 2} 10|_~—s24]_——83 

the progress made| “, 7 Utah él 101 1 32) 135, ~=«#S4|SC« 2 | 7 14 10| 410 

in the past five Over the past five years we have "60 Hah fs aL OO 25! 23 2 2 9 6| 266 

years in strength-| been in the midst of what I think) Vermont ‘él 20 | 4 8 5| Ie a a 

ening and quiet- of a quiet revolution in the auto- ‘60 | 4| 4 32| 13 21 2 18 13 145 

’ ing Plymouth/|Mmobile_ industry,” Chesebrough| Virginia ‘él 333 48 379 10! 90 8 9 17 49 43| 1077 

’ > ii liee said. “Perhaps the reason it has Oe "60 324 66| 364 61 112 106 3| 10 36 i ta 

- At earlier ses-|been quiet is that everyone has| We Visini HH 7 ieee we a te es oe 

H. E. Chesebrough sions, Chrysler| been talking so much about ad- Wisconsin 61 ‘i 5 64) 380 136) 203 2 3 14 31 a7 1338 
Corp. displayed its new turbine en-|Vvancements in styling, perform- 60 | 293 | 38| 278 78| 220 i 3| 12 51 35] 1024 
gine and Plymouth tested the abil-|@nce and economy, and paying s0| Wyoming "bl 165 Don he a ~ 126| «46 42 2 a 2 17 6| 434 
ity of the alternator to run a car|™uch attention to the birth of the "60 140 20 97 39 51 2 8 12 23| 392 
without benefit of a battery new compact cars, that this great| ~ 28 States Reported él 7| 6567 a 899;  6288| 1724) 1975 166] 97| 245) ~=Ss«723 554| 19285 
advance in design engineering has| _To Date for January ‘60 \7|__ 4818 47|__798| 5557} _—«1159|_— 2400) 325] 49| 288] ~—697|_~— 848] ‘17003 


Newsmen last week saw evidence 
of increased attention to quality 
control at Chrysler. An impact 
pounding device, which hurls 
weights at the bumpers of new 
models, had been installed barely 
two weeks before the press tour. 

The pounder struck the rear 
bumper of a ’61 Valiant without 
making a dent. Engineering ex- 


gone practically unnoticed.” Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car Registrations, 34 States for January, 1961-1960 


Car registrations as 





compiled by R. L, Polk 
& Co. 










































































































































































a Bene s | 13 350 35 899} 1249] 2533| 4817 90| 560] 477) 5944) 1009] 425! 5702| 1202| 1245] 9583] 319] 1160| 20894 
ven States Previously ‘6! 1355 
the device had done or not done | Seven States Previously (61) | 1355| sti e333 aver|__t6ou| 3258 5247|__—89|_—_s2 | S3so| 'S2] S5| Soe] «taal tore] forol aas| tout] nse 
Pp Y 
to oe ag bumpers. Alaska el] «14 7 4 i =< =. | 9 7 7 4 MT BT ty) 19 58) 342 
Another highlight of the tour 0} 12 8 5 4| 9 43 69 7I 3 9 83 3 8 65 14 14] 104 10} —113|_—39 
was the concrete-embedded “quiet | A7anca: %l| 272 53 5 193, 217| +468) «+1281 14 120; «*139|—«41554)—=«a229) ~—=«'NS|—«507| —«-299| +——-306| +2456 66] 231| 5047 
room,” where road noises are an- 60] 242 33 15 19] 192] 235] 494] «1329 17 142 1488} (174 65) 970} ~—-233)~——-233| «1675 92| 340] 4331 
alyzed and traced to their origin} Colorado ‘6l| 326 82 16 | 189 258} 545) —‘1114] 40 143 123} 1420 a 140; 1367 305 263| 2252 S| 248| 4871 
in car bodies. Engineers at this 60] 330/48 12 15] 228] 264] ~—«567|__—‘1295] : S - a 224, 109|_—*1231 = 265| 2086 88 7 4890 
i in | Connecticut el) 492). ~—~«1:N4 i 185| 327|  +637|~=S«9 216] 159| 1232) «32 391| 2326 167) 625] ~—«5599 
wp Soren, sl quieter cars in om 60} 493), 113 27 32\ 332] 557] 1061| 1269 36 145 1450/ 170) ~=—«183] ~:1284) + ~=—«-273| +~=—«335| 2245] ~—s1S1| 898} 6298 
soe model» years, thanks © 0) 5577 of Columbl i) 89) «33 7 78| 152) 270) -399|~«16 40| 50) 505) 42| 81/477) 121] 113) 834/424) 168 2290 
: . istrict Oo olumbia 
Paceline | construction, smaller ‘ol ml 8 ol asl ta 255|  287|_—*12 dl 325| 34] ——-60]__—«296| ~——sBt|_—«100|_—_—S7I | 2001 1486 
tires and better testing procedures. | 4573; “el| 1230| +176 58 | 610|936| 1780| 4252| ~—=«A8 335  668| 5436] 896/693] 4759! 987) 1100/6435] 205) + +1857| 18943 
As the result of new designs and 60] 1045] 146] =~ 72|_ = 44] 456] ~—983|_—«* 701) 4451] 128) 360 4939| 626] _-613|_—S511| _—-907|_—=—706|_—«8 363) _—«363|_—43450) 19861 
testing programs developed by} Georgia ‘él 463; «19 23 i 569| 1085| —2828| 40| 202 348| 3418 559 202; 3043 539 842| 5185 101 972| 11224 
Chrysler engineers, bodies of ’61 ‘60| 274 49 13 20] -200]_-~— 286] ~=— 568] = 1767; —S 32] S42] S| S941] = 289] ~~ S| 1426] ~— 310) ~— 494) += 2634] ~~ 86] ~— 979] 6482 
Plymouths are at least two to four] Hawaii “él 70 13 4 | 42| 183| -242| ~—«340! 6 14 39| «399 53 17| 407 57 83) 617 7| 178) ‘1513 
times more durable than the bodies | , a 
’ ano 

.. = 56 Plymouth, Chesebrough 60} «154 13 5 s| 65 al 152} 351, 14 44 409 7 41] 244 oa 92] 539 46 Il 1444 
oe Indiana "6l| 506] ‘132 23 376|  470| 1001| 1900 57| 218;  +(168| 2343) 480  224/ 2361|  617| + +647| +4329| +~«271| +~=«413) += 863 
Using the ’56 and ’61 Plymouth "60 oa 146| 43 7 529| _632|_—«*41427|_~—«2442|~— 6] 272 2780| 525| 248] -2853|_—733| 686] _—5045| ~—-395| ~—669| 10960 
cars as examples, Chesebrough also} jowa el] 412 9 8} | 242|-271| +620) +~—«*1482 20 175 | 1805, 334  129| 1752) 398] 435| 3048 82; 195] 6162 
reported: 60) 344 87 14] 32} 264) ~—-300]~——g97| 1356 22 187 1565} 281} _—«113)_~—*1508| —s311|_~—«295|_—-2508} ~—«103|_—S= 253] 5470 
1. The 1961 car has a body struc- | Kansas ‘6l| 284] | i | 196|  249| . 522| 1098 17] 150 n7| 1362; 309/120] +1578) 317| ~+-357| +268! 69|  206| 5144 
ture that is three times as rigid. a cs . 33 a = o a : - . = = 100} 1266} 301] 297} ~—« 2218} +~—103)_— 429) «5391 
is fi aine % 12 36| 368 57| 108) 63! 32) 172) 1579 
ee ees — nt 60! 142} 20 a 170] 328) 4 30 | lS] |e] 3] Sas] Sa] ial tase 
: Massachusetts “el|  754|—«176 19 333/429] +957) ~—«1782 47 145| 228| 2202]  364| +243 + +e9l| 512|  493| 3503 120) 609] 8345 
in race areas where rust is most 60] 727; tee] 491 ea 48617081 142i] 1693] 54|_—_—84 | 1931} 309] __-202)_—«*1739|_~—«548| _—-433/_—«3231| _—*43|_—«1043|—«8496 
likely to occur. Michigan 6 sts) 2141-44 | 795| 1081] 2134) 4409 +167 481 B66 5623|  1085| 533| 4470} 1140/  1382| 8610/1166) _783| 17982 
3. Present day body enamels ; 60} 1549} 323] ~~ 76]_~—s«t72|~—«*1548| 2031] 4150} 8945] ~—s174|_~—«1393 10512} 1712] 1162] 8299] 1969] _-2224| 15366] —_—-276| ~—_—*1398| 33251 
retain their original gloss twice | New Jersey el) 1204) 431 él | 559| 974| 2025/3177! ~—~«4128 341 308 4034, 700| —-<644/ +«:3890| ~~—«659| +~«41040_—~=«7133| +~~=«227| +~=«1:155| ‘15778 
as long as did the body finishes 7 60} 1240} 399) ~—«-102|~—=«134)_—tt70} 1512] 3317] _—«3751| ste 482 4349| 755) 691] 4238} +~—«*1061| ~—«1097|_—«-7842| += 376] ~—«1912| ‘19036 
of 1956. and h ew Mexico el) 140 32 é 70 97| 205| «387 10 53 49| 499) ~—~«Si0 4; Sil} 138) ~—=SsN7|~S«924 36} (131| +1937 
amine te ieee ‘ol 125) 22 $| | el ra 438 4 40 | 482} 65 $s 415| 102) 109] ~—«-726| += 45] ~—st70) «1716 
North Carolina el) 430, ~—~«2145 16 339] 513| 1013| 2561 30 173; 249 3013 -527/ +165! +2255| +453| +~=«#594| +3994]  +(125| 362| 8937 
¥ 7 — — ae waee — 0} 456] ‘104 19 4s| 426| _603}_—*1197|__2723|_—S 23) 228 | 2972| 495] _—«183 2481 | 476| 548 Tl 195] __1103)_10116 
solve y designing the body for! Rhode Island él] 201 40 9 | * 195] 329] 566 19 28 62| 675 110 67|—-521 139 102/939 33 261| 2438 
better sealing, installing drains to 60] (167 48 9] 17} ~—«0}_~—st2t], ~—— 305] _—_—5 01 1 45 557| 64 65! 368 97 83| 677 40]  276| 2022 
keep water out of the passenger | South Carolina el! 179 50 z| | 144) +178 379| 1027 7 53; 121] 1208) 205 57; 993) 165|  239| «1659 19] 191) 3635 
compartment and subjecting every 60} 277 48 5 26| 220) ~—310)_——609|_—*1422| 16 120 1558} 239 80| 1254) 241] _—-226|~—-2040 70| _674| +5228 
car built to a torrential water spray | South Dakota el) 185] «SS a 124] 151] 338| 702 5] 88 43| 838) —*150 45| 790/ ‘181| 190] 1356 34 90| 2841 
test to check any possible leaks and ‘6o|__155|_30 9 8] 104) —*113],_—264) «582 12| ey 690] 113 40| 545} —*133|_—«*135|_—=— 964] == 52] ~—*07|_—2234 
Seerect them on the epot Tennessee ‘el| 326 68 i | 210| 283 wal 1585; 23 146] 221] 1975) 318] 132) 1786) 335] 404) 2975 70} 233) 615! 
, . 60] 381 46 I 24| 292] 416) ~—789| ~—«1847 28 159| 2034 324| = '126| 1946] = 412] 416] 32241 = 140] = 529] 7097 
Test drivers, Chesebrough de-| Uj; el] | 23 6 65) 104) 198) 323 8 43| 60 434 T 17 
oe fied sige PS concep tgp | | 15 65| 337 84[ 129! —~*730 14|130| ‘1617 
c . : 60} 120 i 8 14 51 70| _-154| «329 8 59 396 67 34] 322] ~—95]_——125] 27| —*127)—«1467 
four times as far as they did five| Vermont ‘6! 52 14 | | zl 35 7 145 3| 10 25 183 38 9 143 26 39/255 18 107| 692 
years ago in order to get compar- 60] «59 i 4 3 36 17 71} ‘182 2 23 207} «30 6] 187] 2] S33] a7 21 85} 720 
able signs of wear. Virginia “el; -389| «183 nl 347|  640| 1192) 2062! ~—«42 173| 269| 2546 359|  +175| 1998) 397| ~-559| 3488 82| 768) 8465 
He pointed out that only five} a = - 57 = 2 iL Lo z 269 aie 389} 173 = 419| 485] 3678] —-200|__—«*1273/~—«9504 
: a. ioe isconsin 186] 143| 1974)  480/ 239/ + +«2216/ ~+«530| +601! 4066) ~~+«95! + ~=«O295| «7995 
years ago, in endurance driving 60} 906] ~—_—*103 23| 7 Ee 234 1850] 442|_—«*160|_—«*1844|~=—497| 495] 3438] ~—st16| 418] 7596 

tests, certain parts of the car would en en ere — - 
Ci da Seer diene ae nents anal “TOO “61 | a 18 5| | 36 47| 106| 202 4 30 16) 252] «54 26| 244) ~~=«7 63) 434 15) V2) 967 
& ens ¢ ar an 60} 79 14 5 10 36 58} 1231-225 4 24 253 46 30| 256] 7 71} 479 16} 136} 1086 
stress after 12,500 miles of high! ~ 34 States Reported "6l| 11268] 2888 a | 7023 eons 20433) 41740; 1068! 4139 + 4981/ 51928] 9075] 4856] 47006{ 10349/ 11970| 83256| 2921/ 12000] 181806 
To Date for January _—'60| ‘12191! +2492! +~—-654~—«:1043]-««9169] 12658] 26016] 48530) 1016] 5457] | 55203} 8680) 5105] 48893) 10844) 11199} 84721] 3703}. 19495} 201329 





speed and rough road testing. The 
Plymouth has been improved so 





Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
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Used-Car Auction Prices 





(Continued from Page 61) 


’60 Impala (8) 2-dr, hardtop, $2,000*, 
$1,890* (ps); 4-dr, hardtop, $1,985* 
(ps), $1,930* (ps), $1,925* (ps); Cor- 
vair-(500) (6) 2-dr., $1,475*; 4-dr., 
$1,365; Biscayne (8) 4-dr., $1,370, 

59 Impala (8) 4-dr, hardtop, $1,555* 
(ps); Impala (6) 4-dr, hardtop, $1,- 
480* (ps); Parkwood (8) 4-dr., $1,- 
500*, $1,355* (ps), $1,100*; Park- 
wood (6) 4-dr., $1,485*; Bel Air (8) 
4-dr., $1,305*, $1,260* (ps), $1,210*, 
$1,190*, $1,050, $1,020; 2-dr., $1,275*; 
Bel Air (6) 2-dr., $1,260*, $1,225*, 
$1,100. 

"58 Impala (8) 





















2-dr, hardtop, $1,180* 
(ps), $910* (ps); Bel Air (8) 4-dr., 
$1,110; Bel Air (6) 4-dr., $850; Bis- 
cayne (8) 4-dr., $1,025*, $990*, $810*; 
Biscayne (6) 4-dr., $900* (ps); Brook- 
wood (8) 4-dr., $925*, $925. 

’57 Two-ten (6) Delray, $830*, $550; 
station wagon 4-dr., $735; 4-dr., $575; 
Bel Air (6) 4-dr., $765; 4-dr, hardtop, 


$400* (ps), $370; One-fifty (6) 2-dr., 
$605. 
56 Bel Air (6) 2-dr, hardtop, $580*; 


Two-ten (6) station wagon 4-dr., $550. 
’54 Bel Air 2-dr., $340. 
°53 Deluxe (6) 4-dr., $185; station wag- 


on 4-dr., $175; One-fifty 2-dr., $175, 
$110; Bel Air 4-dr., $105, 
CHRYSLER—’59 Windsor 4-dr., $1,590* 


(ps). 
’58 Windsor 4-dr, hardtop, $1,030* (ps). 
57 Windsor 4-dr., $745* (ps). 
COMET—’60 Comet (6) 2-dr., $1,590. 


$1,050; Brookwood (6) 4-dr., $1,220; 
Biscayne (6) 4-dr., $1,060, $965*; 2- 
dr., $990* (ps). 


"58 Bel Air (8) sport sedan, $1,050* 
(ps); Brookwood (8) 4-dr., $1,040* 
(ps); Yeoman (6) 4-dr., $1,000", 


$715*; Biscayne (6) 2-dr., $775. 

’57 Bel Air (8) sport coupe, $1,075*; 
conv., $920* (ps); 4-dr, $730*; Bel 
Air (6) sport coupe, $855*; One-fifty 
(8) 4-dr., $570*. 

’56 Bel Air (6) 4-dr., $660*; Bel Air (8) 
sport sedan, $600*; Nomad (8) 2-dr., 
$650* (ps); Two-ten (6) 4-dr., $500, 
$310. 

’55 Bel Air (6) 4-dr., $380, $240; Two- 
ten (6) Delray, $245; station wagon, 
$215, $190*. 

’54 One-fifty station wagon, 
Air 4-dr., $160*, 

’53 Bel Air conv., $190*; 4-dr., $140*; 
2-dr., $125; Two-ten 2-dr., $155*. 
CHRYSLER—’59 Saratoga 4-dr. hardtop, 

$1,675* (ps). 

DeSOTO—’ 57 Fireflite 4-dr. hardtop, $715* 
(ps); Firedome 4-dr., $560* (ps). 

D O D G E—’55 Coronet (8) 4-dr., $350*; 
Coronet (6) 4-dr., $130; Royal (8) 4- 
dr., $190* (ps). 

FORD—’60 Galaxie (8) 4-dr. Victoria, 
$1,640*; Country Sedan (8) 4-dr., $1,- 


$295; Bel 


600* (ps). 
59 Country Squire (8) 4-dr., $1,460*; 
Galaxie (8) 2-dr. Victoria, $1,460* 


(ps), $1,250* (ps); Country Sedan (8) 
4-dr., $1,130, $1,035; Ranch Wagon 


cayne (8) 4-dr., $1,190*, $1,185*; 2-dr., 
$1,100*; Biscayne (6) 2-dr., $1,015. 

58 Bel Air (8) 2-dr. hardtop, $1,035*; 
4-dr., $1,000* (ps), $920* (ps); 2-dr., 
$900*; Biscayne (8) 4-dr., $950*; 2- 
dr., $850*, $830* (ps), $805*; Biscayne 
(6) 2-dr., $850*, $845*; Brookwood (8) 
4-dr., $850*; Delray (6) 2-dr., $850*. 

‘57 Bel Air (8) sport coupe, $925*, $705*; 
Bel Air (6) sport coupe, $790*; Two- 
ten (8) station wagon 4-dr., $825* 
(ps), $825*; Two-ten (6) 2-dr., $695*, 
$665; One-fifty (6) 2-dr., $565. 

56 Bel Air (8) 4-dr., $500*, $465; Two- 
ten (6) sport coupe, $470. 

’55 Two-ten (6) 2-dr., $265*. 

’54 Two-ten 2-dr., $250*. 


CHRYSLER — '60 Windsor 4-dr. hardtop, 


$1,975* (ps). 
’55 Windsor 4-dr., $445*. 


DeSOTO—’55 Firesweep 4-dr., $250*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 


$3,640* (ps), $3,635* (ps); Galaxie (6) 
2-dr., $1,920; Falcon (6) 2-dr., $1,675. 

’60 Galaxie (8) 4-dr., $1,805* (ps); Fal- 
con (6) station wagon 4-dr., $1,705, 
$1,465; 2-dr., $1,300; Country Sedan 
(8) 4-dr., $1,575; Fairlane 500 (8) 
4-dr. Victoria, $1,400*; Custom (6) 
2-dr., $1,160. 

59 Thunderbird (8) 2-dr. hardtop, $2,- 
110* (ps); Fairlane 500 (8) 4-dr., $1,- 
150*; Ranch Wagon (6) 2-dr., $1,050*; 
Ranch Wagon (8) 2-dr., $1,025*; Cus- 
tom 300 (6) 4-dr., $900*. 

’58 Custom 300 (8) 2-dr., $715*. 

’57 Thunderbird (8) 2-dr. hardtop, $1,- 
700* (ps); Country Sedan (8) 4-dr. 
(9 pass.), $700*, $645* (ps), $610", 
$550*; Fairlane 500 (8) conv., $560*; 
2-dr., $405; Custom (8) 2-dr., $550*; 
Custom (6) 2-dr., $440*; Custom 300 
(8) 4-dr., $360, 

’56 Country Sedan (8) 4-dr., $470*, $350*; 
2-dr., $295. 

’55 Country Sedan (8) 4-dr., $340*; Ranch 
Wagon (6) 2-dr., $300*; Fairlane (8) 


’58 Thunderbird (8) 2-dr, hardtop, $1,- 
695* (ps); Fairlane (8) 2-dr. Victoria, 
$865* (ps), $595*; 4-dr., $750*%; 4-dr. 
Victoria, $505*, $450*, $405*; 2-dr., 
$715*; Ranch Wagon (6) 2-dr., $650*. 

’57 Fairlane (8) 2-dr. Victoria, $580*, 
$535* (ps), $510*, $365*, $270; 4-dr., 
$505*, $400; 2-dr., $435*. 

56 Country Sedan (8) 4-dr., $365*; 
Ranch Wagon (8) 2-dr., $300*; Custom 
(8) 2-dr., $245*, $225*. 

’55 Fairlane (8) 2-dr., $390*; 2-dr, Vic- 
toria, $330*, $205*; Custom (8) 2-dr., 
$250, $180*; 4-dr., $200*, $190*, $185*; 
Ranch Wagon (8) 2-dr., $200*, $160; 
Main (8) 2-dr., $160*, 

’54 Custom (8) 4-dr., $230*; 2-dr., $215*. 

"53 Custom (8) 2-dr., $240, 

LINCOL) ‘58 Premiere 4-dr., 
(ps). 

’57 Capri 4-dr,. hardtop, $805* (ps). 

’55 Capri 2-dr. hardtop, $295* (ps). 

’53 Capri 2-dr, hardtop, $145* (ps). 

MERCURY—’58 Monterey 2-dr., $600*; 2- 
dr, hardtop, $585*, 

’57 Monterey 4-dr., $320*, 

’56 Monterey 2-dr, hardtop, $305, $200; 
2-dr., $295*, 

’54 Monterey station wagon 4-dr., $200*; 
2-dr., $135*, $105*; 4-dr., $135*, 


$1,205* 


NASH—’56 Ambassador 2-dr., $250*; 4- 
dr., $235*. 

OLDSMOBILE—’60 (88) 4-dr. Holiday, 
$2,000*. 


"59 (88) 4-dr., $1,340*, 

"58 (98) 2-dr. Holiday, $1,010* (ps). 

"57 (88) 4-dr., $600* (ps); 2-dr. Holiday, 
$585*; 4-dr, Holiday, $580*, $555* 
(ps); (98) 2-dr. Holiday, $540* (ps). 

'56 (88) 2-dr. Holiday, $400*, $345*; 4- 
dr., $375* (ps), $370* 


"55 (88) 2-dr. Holiday, $370*, $280*, 
$255*, $255*, $250*. 

’54 (88) 2-dr. Holiday, $185*; 4-dr., 
$100*; (98) 4-dr., $135*. 


"53 (98) 4-dr., $120*. 
"52 (98) 2-dr. Holiday, $185*; (88) 2-dr. 
Holiday, $115*. 


*58 Suburban (8) Custom 4-dr., $655*. 

’57 Belvedere (6) 4-dr., $410*; Savoy (8) 
2-dr. hardtop, $280* (ps); 2-dr., $240*. 

°56 Belvedere (8) 2-dr, hardtop, $200*; 
Savoy (8) 4-dr., $125*. 


"55 Belvedere (6) 2-dr., $160*, 


PONTIAC—’60 Catalina sport coupe, $2,- 
150* (ps). 
’56 Chieftain 4-dr., $510*, $230*; 2-dr. 
Catalina, $350*. 
’55 Chieftain 2-dr, Catalina, $325*, 
’54 Chieftain 4-dr., $200*; 2-dr. Cata- 


lina, $175*, $140*, $135*, $125*; 2-dr., 
$115*. 
’52 Chieftain 2-dr., $110*, 
RAMBLER — ’60 Ambassador (8) 4-dr., 
$1,530*; American (6) 2-dr., $1,150*. 


"59 American (6) 4-dr., $570*%; Custom 
(8) 4-dr, hardtop, $555*; Super (6) 2- 
dr., $210*. 

55 Custom (6) Cross Country 4-dr., 
$220*; Super (6) Cross Country 4-dr., 
125°, 

STUDEBAKER—’55 Champion (6) 4-dr., 
$130*; 2-dr., $120*. 


MISCELLANEOUS—’55 GMC %-ton, $325. 
’53 Chevrolet %-ton pickup, $315; Dodge 
%-ton, $265, 
’52 Dodge %-ton, $135, 
’51 Kaiser 4-dr., $110. 
’49 Chevrolet %-ton, $135, 
’46 Chevrolet %-ton, $120, 


COLUMBUS, O. 


Capital Auto Auction, Inc, Sale every 
Thursday. Prices are for sale of March 9. 
Weather cold and windy; market steady— 
buyers. Sold 187 cars from 270 consign- 
ments. 

BUICK—’60 Invicta Estate Wagon 4-dr. 
(6 pass.), $2,530* (ps); LeSabre conv., 
$2,450* (ps). 

’59 Electra 4-dr, hardtop, $1,700* (ps); 
LeSabre 4-dr, hardtop, $1,625* (ps), 
$1,400*; Invicta 4-dr, hardtop, $1,610* 
(ps). 

$900* (ps); 


’58 Limited 4-dr. Riviera, 










we 


swan 





DeSOTO—’57 Firedome 4-dr. hardtop, (8) 4-dr., $1,080": Fairl (8) 4-dr. 
*; 2-dr, hardtop, $605*. Cee hea ee * 4-dr., $210*. PLYMOUTH—'59 Savoy (8) 2-dr., $700*. Contin 
+59 Firedome 4-dr., $240°. ere $1,0208; 2-dr., $900°; Custom 300 (8) | MPERIAL—'58 Crown 4-dr. hardtop, $1,- x : Se oo ee 6, oe. | 
'53 Firedome 2-dr., $120* (ps). ‘ey Mimarttns 40) Gia, teeta, 01. 500* (ps). 
DODGE—'57 Royal (8) 2-dr. hardtop, 965° (pe), $1,000" (pe; County | NCOLN—'SO Premiere 4-dr. hardtop, $2,- 
* ; 4-dr., $580*, , $1, ; 275* (ps). 
+58 Corset (0).4-dr $450". Squire (8) 4-dr., $825* (ps); Ranch | wERCURY—’58 Monterey 4-dr., $610. . 
55 Coronet (6) 4-dr.. $450*. Wagon (6) 4-dr., $800*; Fairlane (8) 57 Monterey 2-dr., $560*. ae 
'54 Coronet 2-dr., $120. Se058 ones "$00 (8) i les.” 56 Montclair 2-dr. hardtop, $380* (ps). 
, er 2-dr 995°] , ee os - | OLDSMOBILE—’60 (98) 4-dr. Holiday, $2,- 
ote oe een 57 Country Squire (8) 4-dr., $850* (ps); 390* (ps); (88) 2-dr. Scenic, $2,275* 
ey Fairlane 500 (8) 2-dr. Victoria, $600 (ps). 

























FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,730* (ps). 

60 Thunderbird (8) 2-dr, hardtop, $2,- 
350* (ps), $2,225* (ps), $2,180* (ps); 
Country Sedan (8) 4-dr., $1,880* (ps), 
$1,450*, $1,275, $1,195*, $1,100, $1,040; 
Galaxie (8) conv., $1,800*; Falcon (6) 
station wagon 2-dr., $1,575; 4-dr., $1,- 
400*; 2-dr., $1,350; Ranch Wagon (8) 
2-dr., $1,270*; Ranch Wagon (6) 2-dr., 


$795. 

59 Galaxie (8) 2-dr, Victoria, $1,470* 
(ps); 2-dr., $1,350*, $1,150* (ps); 
Country Sedan (8) ‘4-dr., $1,260* (ps); 


Fairlane 500 (8) 4-dr., $1,235*; 4-dr. 
Victoria, $1,100* (ps); 2-dr., $1,170; 
Custom 300 (6) 4-dr., $1,050, 2 at 
$900; Custom 300 (8) 4-dr., $1,030, 
$720. 

’58 Fairlane 500 (8) 2-dr. Victoria, 


$850*, $800*; 4-dr., $750* (ps). 

57 Thunderbird (8) conv., $1,800* (ps); 
Country Sedan (8) 4-dr., $750* (ps); 
Fairlane (8) 2-dr, Victoria, $700* (ps), 
$670*, $630* (ps), $550*; 4-dr. Vic- 


toria, $650*, 

’56 Fairlane (8) 2-dr, Victoria, $515* 
(ps); 4-dr., $300*; Ranch Wagon (8) 
2-dr., $345, $280*; Country Sedan (8) 


4-dr., $230*; Custom (8) 2-dr., $220*. 


LINCOLN — ’57 Premiere 2-dr. hardtop, 
$900* (ps). 
756 Premiere 2-dr, hardtop, $700* (ps). 
MERCURY—’59 Montclair 4-dr. hardtop, 
$1,525* (ps); Monterey 4-dr., $1,215* 
(ps). 
"58 Voyager 4-dr., $1,010* (ps); Mon- 
terey conv., $965* (ps). 
’57 Monterey conv., $740*; 4-dr., $520* 
(ps); 2-dr, hardtop, $275*; Custom 


station wagon 4-dr., $600* (ps); 2-dr. 
hardtop, $295*. 
’55 Monterey 2-dr, hardtop, $360* (ps). 
OLDSMOBILE — ’59 (98) 2-dr., $1,810* 
(ps), $1,800* (ps); (88) 2-dr., $1,785* 
(ps); 4-dr. Holiday, $1,685* (ps), $1,- 


590* (ps). 

’5S (88) 2-dr. Holiday, $1,090*; (98) 
4-dr., $1,090* (ps); 2-dr, Holiday, 
$955* (ps). 


’57 (88) 4-dr. Holiday, $850* (ps), $600* 
(ps); 2-dr. Holiday, $660* (ps); conv., 
$630* (ps), 

’56 (88) 4-dr, Holiday, $670* (ps). 
PACKARD—’55 Clipper 4-dr., $160*. 
PLYMOUTH—’60 Fury (8) 4-dr., $1,425*. 

759 Belvedere (8) 2-dr., $1,070*; 4-dr., 
$950* (ps). 

’58 Belvedere (8) 2-dr. hardtop, 
(ps); Suburban (6) 4-dr., $730*, 

’57 Belvedere (8) conv., $650* (ps); 4- 
dr., $600* (ps); 2-dr, hardtop, $550*; 
Suburban (8) 4-dr., $540*. 

756 Suburban (8) 4-dr., $495*; 2-dr., 
$360; Plaza (6) 4-dr., $150. 

PONTIAC—’60 Bonneville 4-dr. Vista, $3,- 
010* (ps); Ventura 4-dr. Vista, $2,350* 


$840* 


(ps); Catalina 2-dr. Vista, $2,100* 
(ps); 4-dr., $2,065* (ps). 

59 Bonneville 4-dr, Vista, $1,960* (ps); 
Catalina 4-dr, Vista, $1,630* (ps); 
Catalina Safari 4-dr., $1,485* (ps); 
Star Chief 4-dr., $1,000*. 

’57 Star Chief 4-dr. Catalina, $675* 
(ps), $665*, $625* (ps). 


’56 Chieftain 4-dr. Cataiina, $305*, 
’55 Star Chief 2-dr. Catalina, $160* (ps). 

RAMBLER—’60 Super (6) 4-dr., $1,475*. 

’59 Super (8) Cross Country 4-dr., $1,- 
430*. 

’58 Custom (8) 4-dr, hardtop, $1,035* 
(ps). 

STUDEBAKER—’59 Silver Hawk (8) sport 
coupe, $1,020; Lark (6) Regal 2-dr. 
hardtop, $800*; 4-dr., $820*. 

’°55 Commander 4-dr., $280* (ps). 

MISCELLANEOUS—’52 Chevrolet %-ton 
pickup, $225. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of March 8. 
BUICK — ’59 Invicta Estate Wagon, §1,- 

750* (ps); Electra 2-dr, hardtop, $1,- 
475* (ps); LeSabre 4-dr., $1,025* (ps). 

’57 Special 4-dr. Riviera, $770* (ps); 2- 
dr, Riviera, $480* (ps); Century 2-dr. 
Riviera, $725* (ps); Super 2-dr, Rivi- 
era, $645* (ps). 

’56 Special 2-dr, Riviera, $550*, 

’55 Special 2-dr, Riviera, $315*. 
CHEVROLET—’61 Impala (8) sport coupe, 

$2,550* (ps), $2,500* (ps), 

’60 Biscayne (8) 2-dr., $1,400*. 

’59 Impala (8) 4-dr., $1,415* (ps); Bel 
Air (8) sport sedan, $1,340*; 4-dr., 
$1,310* (ps), $1,210*; 2-dr., $1,160*; 
Bel Air (6) 4-dr., 2 at $1,150*, $1,- 
125* (ps), $1,075, 2 at $1,025; 2-dr., 


$495*. 


(ps). 

’56 Country Sedan (8) 4-dr., $365*; Fair- 
lane (8) 2-dr, Victoria, $285*. 

"55 Fairlane (8) 4-dr., $425*; Crown 
Victoria, $190*; 2-dr., $180*, $160*; 
Custom (8) 4-dr., $200*; Ranch Wag- 
on (6) 2-dr., $155, 

LINCOLN — ’60 Premiere 2-dr. 
$2,800* (ps). 

’57 Premiere 2-dr, hardtop, $975* (ps). 

MERCURY—’60 Montclair 2-dr, hardtop, 
$1,375. 

’58 Montclair conv., $700* (ps). 

’57 Monterey 4-dr, hardtop, $675* (ps). 

’55 Custom 4-dr., $285* (ps); Montclair 
2-dr, hardtop, $240*, 

OLDSMOBILE—’58 (88) Super 4-dr. Holi- 
day, $1,200* (ps); 2-dr. Holiday, $1,- 
150* (ps), 

’57 (88) Super 2-dr, Holiday, $740* (ps); 
(88) 4-dr., $600* (ps). 

’56 (88) Super 4-dr. Holiday, $515* (ps); 
4-dr., $290* (ps), 

’55 (88) Super 2-dr. Holiday, $360* (ps); 
(88) 2-dr. Holiday, $275*; 4-dr., $250*; 
(98) 4-dr, Holiday, $255* (ps), 

"54 (88) 2-dr., $170*, 

PLYMOUTH—’59 Fury (8) 


hardtop, 


conv., $975* 
(ps). 

’58 Suburban (8) 4-dr., $745* (ps); Sa- 
voy (8) 4-dr., $645*, 

‘57 Belvedere (8) 4-dr., $550* 
$525*, $410*; Plaza (8) 4-dr., 
Savoy (8) 2-dr., $275*, $170*. 

’56 Savoy (6) 4-dr., $220. 

’55 Belvedere (8) 2-dr. hardtop, $475*; 
Plaza (6) 4-dr., $240; Savoy (6) 4-dr., 
$125. 

’54 Belvedere 2-dr., $175. 

PONTIAC—’60 Star Chief 4-dr., $1,910*. 

’59 Bonneville sport coupe, $1,850* (ps). 
RAMBLER—’59 American (6) station wag- 

on, $740. 

"58 American (6) 2-dr., $530, 

’57 Super (8) Cross Country, $560. 

’56 Super Cross Country, $310. 
STUDEBAKER—’61 Hawk (8) 2-dr. hard- 

top, $2,270* (ps), 

’52 Commander (8) 4-dr., $105*. 
WILLYS—’51 Station wagon, $100. 
—— Ford (6) pickup, 

’57 Chevrolet (6) panel, $560. 

’56 Ford (6) F-100 panel, $290. 

’50 Chevrolet pickup, $120. 

’47 Ford (6) 1-ton rack, $200, 


FLINT 


Flint Auto Auction. Sale every Wednes- 
day, Prices are for sale of March 8, Market 
very strong. Strongest demand is for cars 
three years and older if they are good, clean 


(ps), 
$390; 


automobiles, Sold 185 cars from 266 con- 

signments. 

BUICK—’60 Invicta conv., $2,575* (ps); 
Electra 4-dr. hardtop, $2,355* (ps); 
- hardtop, $2,350* (ps), $2,250* 
Ps). 

"59 Electra 4-dr., $1,630* (ps), $1,570* 


(ps); 2-dr. hardtop, $1,575* (ps); 4- 
dr. hardtop, $1,495* (ps); LeSabre 2- 
dr. hardtop, $1,625* (ps), $1,325*; 2- 
dr., $1,330*; 4-dr. hardtop, $1,200*; 
Special 4-dr., $1,355*, 

"58 Special conv., $1,185* (ps); 
$865*. 

’57 Special 2-dr. Riviera, $800* (ps), 
$575*; 4-dr., $680*, $605*, $550*; Super 
4-dr. Riviera, $650* (ps). 

’56 Super 2-dr. Riviera, $555* (ps); 4-dr., 


4-dr., 


$555* (ps); RM 4-dr., $455*, $225* 
(ps); Special 2-dr. Riviera, $415*; 2- 
dr., $175*. 
"55 RM 4-dr., $200*. 
’54 Special 2-dr, Riviera, $170*; 4-dr., 
$140*, 
CADILLAC—’60 de Ville 2-dr. hardtop, $4,- 





050* (ps); (62) 4-dr., $3,800* (ps). 
’58 (62) 4-dr. hardtop, $1,865* (ps). 
"55 (62) 4-dr., $500* (ps). 

CHEVROLET—'61 Corvair (6) 4-dr., $1,- 

700. 

60 Impala (8) conv., $2,155* (ps); sport 
coupe, $1,900* (ps); Bel Air (8) 4-dr., 
$1,875* (ps); Bel Air (6) 2-dr., $1,- 
480; Brookwood (6) 4-dr., $1,765*; 
Parkwood (6) 4-dr., $1,680; Biscayne 
(6) 2-dr., $1,575*; Corvair (6) 4-dr., 
$1,400, $1,300*, $1,300, 

’59 Corvette (8) conv., $2,100; Brook- 
wood (8) 4-dr., $1,560* (ps); Brook- 
wood (6) 4-dr., $1,325*, $1,285, $1,205*; 
Impala (8) conv., $1,550* (ps); sport 
coupe, $1,500* (ps); sport sedan, $1,- 
390*; 4-dr., $1,285*; Parkwood (6) 
4-dr., $1,445*; Parkwood (8) 4-dr., 
$1,375*, $1,245*; Bel Air (6), $1,365", 
$1,200*, $1,130*; 2-dr., $1,205*; Bis- 


PONTIAC—’61 


RAMBLER—’59 Super (6) 


STUDEBAKER—’57 President 


WILLYS—’55 Custom 2-dr. 
MISCELLANEOUS 


CADILLAC—’59 (62) 2-dr. 


CHRYSLER—’'54 Windsor 4-dr., 


DeSOTO—’'56 Firedome 4-dr., 
DODGE—’57 Royal 


FORD—’60 Thunderbird 


’59 (98) 4-dr. Holiday, $1,735* (ps); (88) 
Fiesta 4-dr., $1,645* (ps). 

’57 (88) Super 4-dr., $800* (ps); 4-dr. 
Holiday, $725* (ps); (88) 4-dr. Holiday, 
$600*, $585* (ps). 

"56 (98) 4-dr., $410* 
Holiday, $390*; 4-dr., 

’54 (88) 2-dr., $200*. 


(88) 4-dr. 
(ps). 


(ps) ; 
$390* 


PACKARD—’'48 Hearse, $155. 
PLYMOUTH—’57 Plaza (8) 2-dr., $470*. 


’55 Plaza (8) 4-dr., $180*. 

’53 Cranbrook (6) 2-dr. hardtop, $140. 
Bonneville conv., $3,140* 
(ps); Catalina 4-dr., $2,550* (ps). 

60 Ventura sport coupe, $2,250* (ps); 
Catalina conv., $2,225* (ps); 4-dr., 

$1,740*, 

’59 Bonneville sport coupe, $1,855* (ps), 


$1,780* (ps); Catalina 4-dr., $1,625* 
(ps); sport coupe, $1,310*; Star Chief 
4-dr., $1,565* (ps). 

’58 Star Chief 4-dr., $790*; Chieftain 
4-dr., $765*. 

’57 Chieftain 2-dr. Catalina, $675*; 
$640*: 4-dr., $525. 

’55 Star Chief 2-dr. Catalina, $290*; 


4-dr., $170, $110*. 
Cross Country 


4-dr., $1,150*, $1,125. 
’*58 Custom (6) Cross Country 4-dr., 
$880*; Super (6) 4-dr., $700. 


’55 Deluxe Suburban 2-dr., $280*. 

(8) 4-dr., 
$330*. 

’56 Champion (6) 2-dr., $185. 

hardtop, $150. 

—’60 Chevrolet %-ton 
pickup, $1,380*, $1,365. 

’56 Willvs Jeep station wagon, $675. 

’55 Chevrolet %-ton pickup, $400. 


DYER, IND. 


Dyer Auto Auction, Inc, Sale every Fri- 


day. Prices are for sale of March 10, Sale 
was terrific. Sold 251 cars from 311 con- 
signments. 

BUICK—’58 Special 2-dr. Riviera, $635*. 


’57 Century 2-dr. Riviera, $550*; Special 
4-dr. Riviera, $395* (ps). 

’56 Century 2-dr, Riviera, $280*, 

55 Super 2-dr, Riviera, $330*; Special 
2-dr., $190*; 2-dr. Riviera, $110*, 

’54 Super 2-dr. Riviera, $315*; Century 


conv., $215* (ps); Special 2-dr, Rivi- 
era, $175*. 
’53 Special 4-dr., $155* (ps), $120*. 


hardtop, §$2,- 
765* (ps). 
’56 (62) Sedan de Ville, $600* (ps). 


’55 (60) Special, $620*, 


CHEVROLET—’60 Impala (8) sport sedan, 


$2,025* (ps); sport coupe, $1,980* 
(ps); Bel Air (8) 4-dr., $1,620*; 2-dr., 
$1,545; Bel Air (6) 4-dr., $1,545*; 
Biscayne (6) 2-dr., $1,425*. 

*59 Impala (8) sport sedan, $1,475* (ps), 


$1,455*; sport coupe, $1,450* (ps), 
$1,450*; 2-dr., $1,320* (ps); Bel Air 
(8) sport coupe, $1,385*; 4-dr., $1,- 
025*; Brookwood (8) 4-dr., $1,320*, 
$1,270*; Biscayne (6) 4-dr., $1,185*, 
$1,115*, $1,105*. 

"58 Bel Air (8) 2-dr, hardtop, $1,080*; 


4-dr., $885*, $850*; Biscayne (6) 2-dr., 


$695* 
"57 Bel Air (8) station wagon 2-dr., 
$815*; sport coupe, $895* (ps); 4-dr., 


$810*; Two-ten (8) 4-dr., $790*, $710*; 
sport coupe, $685*, $630*; 2-dr., $625*. 

"56 Two-ten (8) 2-dr., $570*, $300*; 4- 
dr., $340*; station wagon 4-dr., $450*; 
Two-ten (6) 4-dr., $250*. 

55 Bel Air (8) sport coupe, $500*; 4- 
dr., $495*; Bel Air (6) 4-dr., $460*, 
$450; Two-ten (8) 4-dr., $325*; 2-dr., 
$200*, $195*; Two-ten (6) 4-dr., $220*, 
$215*; One-fifty (6) 4-dr., $160. 

’54 Bel Air (8) 2-dr., $215*; Two-ten 
(8) 2-dr., $105. 

53 Bel Air 2-dr. hardtop, $190*; 2-dr., 
$170, $165, $145, $130*; Deluxe 2-dr. 
hardtop, $105; Special 4-dr., $100. 

$230* 

(ps). 

$240*. 

(8) 4-dr. hardtop, 
$485* (ps). 

’56 Coronet 
$235. 


hardtop, $235*, 


$2,- 


(8) 2-dr, 

(8) conv., 
685* (ps); Galaxie (8) 2-dr, Victoria, 
$1,635* (ps); 4-dr, Victoria, $1,605* 
(ps); Fairlane (8) 4-dr., $1,350*, $1,- 
330*; Custom 300 (8) 2-dr., $1,220*, 
$840*. 

"59 Galaxie (8) 4-dr. Victoria, $1,310* 
(ps); Fairlane (8) 4-dr., $1,100*; Cus- 
tom 300 (6) 4-dr., $990*, 


THESE SIX QUESTIONS 
about INTERCOM and SOUND 





CAN IT HELP ME SELL MORE CARS? 
Executone-equipped salesmen get in- 
formation from other departments 
quickly . . . close sales faster. Back- 
ground music creates a pleasant, re- 
ceptive atmosphere. 












CAN IT HELP ME MAKE MORE SERVICE 
SALES? Dealers, large and small, re- 
port 20% to 50% increases in custom- 
er labor sales with Executone Systems 
... delivery times are easier to meet; 
satisfied customers keep coming back. 








CAN IT GIVE ME BETTER CONTROL? 
The Executone-equipped Dealer has 
more time to manage...to merchandise 
... for new and used car sales, service. 


CAN IT ELIMINATE BOTTLE-NECKS AND 
CONFUSION? Roving personnel are 
quickly located . . . jobs flow through 
smoothly . . . car jockeys are efficient- 
ly dispatched . . . with Executone. 








CAN IT KEEP MY MECHANICS WORKING 
FULL TIME? Executone intercom with 
remote reply lets mechanics answer 
inquiries without moving . . . obtain 
parts or tools without stopping work. 









CAN IT ADAPT ECONOMICALLY TO MY 
SPECIAL NEEDS? All the above 
Executone benefits can be tailored to 
your own way of operating... 
Executone Systems can be expanded or 
modified to meet changed conditions. 





Get all the facts on Executone’s profit-building extras. Learn about 
Executone’s unusual services: no-cost communications survey of 


your operation . . 


. full installation responsibility . . . instruction 


of your personnel . . . maintenance on your premises . . . full-year 
guarantee. Mail this coupon today! 


GOOD-WILL, AND PROFITS. 
Name. 
Firm. 


Address 


XCCU TR and SOUND SYSTEMS 


Dept. Z-5, 415 Lexingten Avenue, New York 17, N. Y. 
Please send me your booklet on HOW TO INCREASE AUTO SERVICE SALES, 











i enticeeeencrernsceniecieecipunlidi a a ak oe il 
(in Canada: 331 Bariett Avenue, Toronto) 
ee ee ee ee ee 
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Republic METAL LUMBER 


for Faster, Stronger, Safer Framing 


Republic METAL LUMBER® solves framing problems fast. 
Simply measure, cut, assemble with Republic Nylok® 
self-locking fasteners. Ideal for constructing tire racks, 
display racks, storage racks, and hundreds of other 
framing assemblies. 

Slotted angle pattern provides flexibility in design. 
Available in two gages, two widths, in standard bundles 
of 10- or 12-foot lengths, fasteners included. 

Call your Republic representative, or write direct for 
complete information. 


REPUBLIC STEEL 


BERGER DIVISION ——_ 
1078 BELDEN AVENUE — CANTON 5, OHIO 

















$3,820* (ps), $3,585* (ps). 

’60 Thunderbird (8) 2-dr. hardtop, $2,« 
890* (ps), $2,700* (ps); Galaxie (8) 
conv., $1,900* (ps); starliner, $1,600* 
(ps); Country Squire (8) 4-dr., $1,855* 
(ps); Country Sedan (8) 4-dr., $1,- 
645* (ps); Fairlane (8) 2-dr., $1,360* 
(ps); Fairlane (6) 2-dr., $1,070* (ps); 


Used-Car Auction Prices 











































re Seen Ee SSP Falcon (6) 4-dr., $1,340*; Fairlane 

5 6 ® 

Special 4-dr, Riviera, $860*, ’56 Plaza (6) 4-dr., $340*. 500 (8) 2-dr., $1,300". 
’57 Super conv., $875* (ps); RM 4-dr. ’55 Belvedere (8) 2-dr., $400*; Belvedere ‘59 Thunderbird (8) 2-dr, hardtop, $2,- 
hardtop, $700* (ps), $675* (ps). (6) 4-dr., $185*. 150* (ps); Galaxie (8) 4-dr., $1,290* 
’56 Century 4-dr. Riviera, $275* (ps). PONTIAC—’61 Catalina 4-dr, Vista, $2,- (ps); conv., $1,250* (ps); 4-dr. Vic- 
CADILLAC—’60 (62) 4-dr., $3,390* (ps). 675* (ps), toria, $1,325*; Galaxie (6) 4-dr., $1,- 


’60 Bonneville sport coupe, $2,540* (ps). 135; Country Sedan (8) 4-dr., $1,- 


’59 Bonneville sport coupe, $1,800* (ps). 080*; Custom 300 (8) 2-dr., £1,000*, 
’58 Star Chief 2-dr, Catalina, $1,080* $825; 4-dr., $905*; Custom 300 (6) 
(ps); Super Chief 4-dr, Catalina, $1,- 2-dr., $770*; Fairlane (8) 4-dr., $910*; 
075* (ps); Chieftain Safari 4-dr, (9 Fairlane (6) 4-dr., $885*; 2-dr., $765*, 


’59 de Ville 4-dr, hardtop, $3,060* (ps); 
(62) 2-dr, hardtop, $2,630* (ps). 

58 (60) Special 4-dr, hardtop, $2,130* 
(ps); (62) 4-dr, hardtop, $2,030* (ps); 


. dtop, $1,910* (ps), 
CHEVROLET "61 Corvett <8) 700 2-dr., pass.), $1,005* (ps); 2-dr., $760*. $680. 
$1,535. 57 Star Chief conv., $915* (ps). ’58 Thunderbird (8) 2-dr. hardtop, $1,- 
’60 Impala (8) sport sedan, $2,110* (ps), *56 Chieftain Safari 2-dr., $500*; Star 820* (ps), $1,800* (ps); Fairlane 500 
2 at $2,050* (ps), $2,035* (ps), $1,-| , Chief 4-dr. Catalina, $460*. (8) conv., $915*, $910* (ps), $895* 
995* (ps), 2 at $1,950*; Bel Air (8) 54 Star Chief 2-dr., $125* (ps), (ps), $865*, $845*; Fairlane 500 (6) 
sport sedan, $1,850* (ps); sport coupe, RAMBLER—’59 American (6) station wag- 2-dr., $615; 4-dr., $510*; Custom 300 
$1,790*; Biscayne (6) 2-dr., $1,470*; on 2-dr., $985; 2-dr., $860. (8) 4-dr., $665*; Custom 300 (6) 4-dr., 
Corvair (6) 700 4-dr., $1,270*, ’58 Custom (6) Cross Country 4-dr., $590*; 2-dr., $450; Fairlane (6) 2-dr. 
’59 Impala (8) conv., $1,610*; sport se-| | $905*; 4-dr., $850*. Victoria, $640*. 
Gan, $1,496° (ps); 4-dr., $1,430" (pe): exon (O) «(Crows =Country 4-dr.,/ +57 rairlane 500 (8) 4-dr., $685° (pa); 
Impala (6) sport sedan, ‘ ps), 2 _. R 25*; Custom (8) 4-dr., $440*, 
$1,530"; conv., $1,520*, $1,515*; 4-dr., | STUDEBAKER—’59 Lark (6) 2-dr., $720, $400°: Parties (6) 2-dr., $380. $ 


ere. eer ee ee ee ey IMPERIAL—’57 Imperial 2-dr. hardtop, 


$700. 
MISCELLANEOUS—’59 Chevrolet Apache 


260*; 2-dr., $1,205*; Bel Air (6) 4-dr., 
$1,150*; 2-dr., $1,120, $1,110, $1,045*; %-ton pickup, $900, $1,025* (ps). 
Parkwood (6) 4-dr. (6 pass.), $950*. *58 Ford F-1 %-ton pickup, $850. LINCOLN—’58 Capri 2-dr. hardtop, $1,- 
’58 Bel Air (8) sport sedan, $1,040* (ps); ’56 Ford F-100 %-ton pickup, $465. 335* (ps). 
4-dr., $960*; sport coupe, $950* (ps); ’55 GMC 300 1%-ton stake, $660; Chev- ’D7 Premiere 2-dr. hardtop, $925* (ps); 
Biscayne (8) 4-dr., $925*, $900*; Bis- ; rolet 3100 %-ton pickup, $510, Capri 2-dr. hardtop, $850* (ps). 
cayne (6) 2-dr., $860; 4-dr., $700*; 52 GMC %-ton pickup, $150, MERCURY—’60 Monterey conv., $1,765* 
Delray (6) 2-dr., $870. (ps). 
’57 Bel Air (8) sport sedan, 2 at $970*; CHICAGO 59 Monterey 4-dr. hardtop, 31,375* (ps); 
Two-ten (8) station wagon 4-dr. (6 ; Montclair 4-dr., $1,375*; Park Lane 
pass.), $795; sport coupe, $710; Two- Arena Auto Auction. Sale every Tuesday. 2-dr, hardtop, $1,340* (ps). 


Prices are for sale of March 7. We have ’58 Voyager 4-dr., $1,000* (ps). 


ten (6) 4-dr., $700; 2-dr., $690*, $645*. 
a great demand for all cars regardless of ‘57 Turnpike Cruiser 4-dr. hardtop, $715* 


CHRYSLER—’58 Saratoga 4-dr. hardtop, 
$1,200* (ps); NY 4-dr, hardtop, $950* ia Sold 436 cars from 614 con- (ps); Monterey 2-dr, hardtop, $555* 
(ps). . (ps). 
° BUICK—’61 E) , a c * 
COMET ‘co Gematol 620 . ‘Gn ee es ee OLDSMOBILE—’61 (98) conv., $3,500* 
2 7 ” , . ; , (ps). 
SOTO—’58 Firesweep 4-dr. hardtop, 60 Electra 225 conv., $2,500* (ps); Elec- ‘ 
3 * at . ’ , , 
’57 Fireflite 2-dr. hardtop, $770* (ps); $2,140*. S1.S00; (AS) cony.. GL,8"S* tpehe ae 


’59 Invicta Estate Wagon, $1,800* (ps); 


4-dr. hardtop, $1,625* (ps); conv., $1,- dr., $1,850* (ps), $1,720* (ps); 4-dr. 


Firedome 4-dr, hardtop, $530* (ps). 
Holiday, $1,720* (ps); 2-dr., $1,485* 


DGE—’60 Dart (6) Seneca 2-dr., $1,- 
dO os6. 605* (ps); Electra 4-dr. hardtop, $1,- ties 4d Holida $1,- 
58 Royal (8) 4-dr., $915* (ps); Sierra 665* (ps); LeSabre 4-dr., $1,550*. <PS) 5 (88) Super 4-dr, y, ’ 
(8) 4-dr, (6 pass.), $875* (ps). ’58 Century 4-dr. Riviera, $1,100* (ps). un reer ores oe 
3 ’ 4 7 7. * e 5 o ae ‘. s , 
’57 Royal (8) 4-dr, hardtop, $470*. 57 Special Estate Wagon, $690* (ps); day, $1,195* (ps), $1,190* (ps); conv., 


EDSEL—’59 Corsair 4-dr. hardtop, $1,- Century 2-dr. Riviera, $665*, $655* $1.125*' (ps); (88) Super 4-dr., $1,- 


* (ps); 4-dr., $590* (ps). $ ; ; > 
wenn /6n Chentarbere (8) 2-dr, hardtop, | CADILLAC—’61 de Ville 4-dr. hardtop, a (ps); (88) 4-dr, Holiday, $1,090 
* (ps). $4,975* (ps); (62) 2-dr. hardtop, $4,- ola : + ie 

150 Galaxie’ (6) 2-dr. Victoria, 2 at $1,- a (pa). cian ddl. aa aati “ie See Gann, a a a! EB - 

‘ ’ i -dr. har , $3, 8) ; - sitidens aan 7 ° 

445* (ps), 2 at $1,400* (ps); Country (ta cae. ny as: vee oe): 4-dr. Holiday, $860* (ps), $785* (Ds); 


Sedan (8) 4-dr. (6 pass.), $1,200*; 


Custom (6) 4-dr., $1,075*, $1,000*; top, $3,950* (ps), $3,480* (ps). (88) 4-dr., $780* (ps). 


’59 (62) conv., $3,200* (ps); 4-dr., $2,-| PLYMOUTH—’60 Fury (8) 4-dr. hardtop, 


5. 5 

ian eaeehasuted on, ‘ch besme, $2,- 750* (ps), $2,680* (ps); 2-dr. hardtop, $1,745* (ps); Belvedere (8) 4-dr., $1,- 
100* (ps), $1,700* (ps); Fairlane 500 $2,585* (ps). 235*; Savoy (8) 2-dr., $1,045. 

(8) conv., $1,015*, $910* (ps); Fair- *58 (62) conv., $1,970* (ps); 4-dr., $1,- '59 Fury (8) 4-dr. hardtop, $1,270; Sa- 

lane 500 (6) conv., $750* (ps); Coun- 675* (ps). voy (8) 4-dr., $890* (ps); Savoy (6) 

try Sedan (8) 4-dr, (6 pass.), $905*; ’57 (62) 2-dr, hardtop, $975* (ps) 2-dr., $700*, $700; Belvedere (6) 4- 


CHEVROLET—’61 Impala (8) sport sedan, dt., $775*. 


- ss.), 
eee gee ve, ek, Seen ’58 Suburban (8) Sport 4-dr., $1,055* 


$780*; Fairlane (6) 2-dr. Victoria, $2,630* (ps). ‘ 
es fs 80*: Re r¢ (6) "60 Impala (8) conv., $2,325, 2 at $2,- (ps). 
‘eae ee ee 225*, $2,160* (ps), $2,050, $2,040* ’57 Suburban (6) Custom 4-dr., $475*. 
’57 Country Squire (8) 4-dr. (9 pass.), (ps); sport sedan, $2,305° | (ps), $2,- | poNTIAC—’60 Bonneville conv., $2,225* 
$880; Fairlane 500 (8) 4-dr, Victoria, 100* (ps), $1,925*, $1,840*; Bel Air (ps). 
$755* (ps); conv., $710*; 4-dr., $650* (8) sport sedan, $1,730*; 2-dr., $1,-| +59 Bonneville 4-dr. Vista, $2,010* (ps); 
(ps); 2-dr., $600*; 2-dr. Victoria, 465*, $1,355*; Parkwood (8) 4-dr., $1,- conv., $1,750*; Catalina conv., $1,575* 
$600*; Fairlane 500 (6) 2-dr., $550*; 690*; Biscayne (8) 4-dr., $1,525*; 2- (ps); 4-dr. Vista, $1,540* (ps); Safari, 
Ranch Wagon (8) 2-dr., $690*; Ranch] ,_ dr., $1,390*, $1,350*. 5 $1,500* (ps); 4-dr., $1,195*, 
Wagon (6) 2-dr., $460*; Fairlane (8)| "59 Impala (8) conv., $1,680; sport se-| +5 Chieftain 4-dr. Catalina, $1,050*; 2- 
2-dr., $650*; Custom 300 (6) 4-dr., dan, $1,455* (ps), $1,450* (ps), $1,- dr., $590*; Star Chief 4-dr, Catalina, 
$605*; 2-dr., 2 at $590*; Custom (6) 425* (ps), $1,360* (ps); sport coupe, $960* (ps), $770* (ps); Super Chief 
2-dr.,/ $535, $325* a Ghee Gane wait dee. Oh 4-dr. Catalina, $875*. adi 
M s a dr., $1, pS); 8 sedan, $1,-| +57 Chieftain 4-dr. Catalina, $600*, $5! 
ee See ma, 210°; Parkwood (8) 4-dr., . $1,410° ops), $510". (os); 2-dr, Gntaling, 
$1,155* (ps). (ps), $1,380*, $1,310* (ps); Parkwood $505*: Super Chief 4-dr., $595*, 


(6) 4-dr., $1,245*, $1,125, $1,110; Bel 
Air ia) sueet ae $1,355*, $1,350*; | RAMBLER—’60 Ambassador (8) station 


oi $1,260* 250* s): Bel Air yagon, $1,680* (ps). 
cote Sane Slee ee ee ’59 Ambassador (8) Cross Country, $1,- 


LINCOLN—’59 Continental Mark IV 4-dr. 
hardtop, $2,250* (ps). 
’57 Premiere 4-dr., $875* (ps), 





’54 Capri 2-dr. hardtop, $235* (ps). (6) § sedan, 1,310*; 4-dr., $1,- 
MERCURY—'59 Park Lane 4-dr. hardtop, see ea gets aie” “at 260°; Mikenede 440* (ps); Super (8) 4-dr., $1,280* 
$1,575* (ps); Montclair 4-dr, hardtop, (6) 4-dr., $1,220*, $1,080; 2-dr., $800; (ps); Super (6) 4-dr. hardtop, $1,- 
$1,485* (ps), $1,265* (ps); Monterey Brookwood (6) 4-dr., $1,150*. 125; American (6) station wagon, $775. 
2-dr, hardtop, $1,400* (ps), $1,330*. 58 Impala (8) sport coupe, $1,355* (ps), ’58 Super (8) Cross Country, $925*, 
"58 Commuter 2-dr, (6 pass.), $935° $1,050* (ps); conv., $1,145*; Brook- $845°; Super (6) gaa $710*; 
S). . * 895%: eluxe ) 4-dr., : 
(ps) wood (8) 4-dr., $1,050* (ps), $895*; +57 Super (6) Cross Country, $695. 


Biscayne, $1,025* (ps), $820*; 2-dr., 
$795*; Nomad (8) 4-dr., $1,025* (ps); | STUDEBAKER—’59 Lark (6) 4-dr., $655. 
Bel Air (8) 4-dr., $840*; Bel Air (6) | MISCELLANEOUS—’60 Ford (6) Falcon 


’57 Monterey 2-dr. hardtop, $690*, $610*; 
Montclair 4-dr, hardtop, $625* (ps). 
’56 Medalist 2-dr, hardtop, $270*, 


OLDSMOBILE — ’61 (98) 4-dr. Holiday, sport sedan, $825*; 4-dr., $775*; Del- Ranchero, $1,185. 
$3,170* (ps); F-85 4-dr., $1,950, ray (8) 4-dr., $800*. * * + 
"60 (88) Super conv., $2,410* (ps). ’57 Bel Air (8) conv., $1,075*, $1,075* ° ° . 
'59 (98) 4-dr., $1,725* (ps); (88) Super (ps): sport sedan, $1,000* (ps), $875* — Auctions in Brief — 
4-dr., $1,670* (ps); (88) 4-dr., $1,- (ps), $850* (ps), $845*, $810* (ps); DETROIT 
415* (ps). 4-dr., $850* (ps); Two-ten (8) station at Aucti Sale every Fri- 
758 (88) 2-dr. Holiday, $995* (ps). wagon 4-dr. (9 pass.), $920*; sport jan ee = vane ‘aciaae in Toteneak. 
’57 (88) 4-dr. Holiday, $840* (ps); 4-dr., sedan, $745*; 2-dr., $525; One-fifty (8) | prices are good, 
$725* (ps); 2-dr, Holiday, $700*. station wagon, $500. a) “tees Se 
’56 (88) Super, $525* (ps). CHRYSLER—’57 Windsor 4-dr., $795* 
’55 (98) conv., $315* (ps), (ps). MANHEIM, PA. 
PACKARD—’55 Clipper 4-dr., $275. ’56 Windsor 2-dr. hardtop, $235* (ps). Manheim Auto Auction. Sale every Fri- 
PLYMOUTH—’58 Belvedere (6) 2-dr. hard- | DeSOTO — ’60 Adventurer 4-dr., $2,000*| day (March 10), After a period of bad 


(ps). weather and low prices, the market has 
DODGE—’59 Coronet (8) conv., $1,280*| really opened up. Buyers are out in force 
(ps); Coronet (6) 2-dr. hardtop, $1,-| and ready to buy all clean cars at reason- 
0007. able prices. Sold 87 percent of 584 consign- 


’57 Coronet (6) 4-dr., $390*. ments. 


top, $725*; Plaza (6) 2-dr., $650. 

’57 Suburban (8) Sport 4-dr. (6 pass.), 
$640; Suburban (6) Custom 2-dr. (6 
pass.), $535*; Belvedere (6) 2-dr., 
$450*. 


Chrysler of Canada's Dealer Council Meets— 


Seventeen Chrysler Corp. of Canada, Ltd., dealers, representing all areas of Chrysler's dealer organization, met in Windsor, Ont., 
for the annual meeting and election of officers of Chrysler's National Dealers Advisory Council. Medard Deniger, Longueuil, Que., 
was elected council chairman, succeeding W. |. Finlay, Kitchener, Ont. Basil Plimley, Vancouver, B. C., was elected vice-chairman, 
and Jack Reid, Sarnia, Ont., was named secretary. Above are the delegates, from left, A. M. MacQuarrie, Moncton, N. B.; J. C. 
Touchette, Montreal, Que.; R. W. Kett, Brantford, Ont.; A. S. Johnston, Vancouver; V. M. Binkley, Brandon, Man.; C. J. Keller, Kings- 
ton, Ont.; George Comuzzi, Port Arthur, Ont.; Plimley; Deniger; Reid; E. J. Henderson, Amherst, N. S.; F. T. King, Lethbridge, Alta.; 
M. G. Merner, Wetaskiwin, Alta.; Finlay; Andre Chouinard, Quebec City, Que.; G. E. Mills, Toronto. Absent: G. D. Allen, Hawkes- 


bury, Ont. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, } 








, $1,- 
,000*, 
0 (6) 
$910*; 
5765*, 


, $1,- 
e 500 
$895* 
» (6) 
n 300 
-dr., 
2-dr. 


(ps); 
440*, 


dtop, 


$1,- 





85* 
$1,- 


oli- 
1V., 


90* 
te 


per 
3); 


” Postage 


Postage Stamp 2 ; 
Necessary Will - Paid 
y 


If Mailed in the 
United States Addressee 


BUSINESS REPLY CARD 


First Class Permit No. 3101 (Sec. 34.9 P.L.&R. Detroit, Mich.) 


Autonautiue News 


965 East Jefferson Avenue 


Detroit 7, Michigan 





ee ee 


NEW SUBSCRIPTION ORDER 


Send me Automotive News every week for 
2 Years $16 (] 1 Year $9 [1 (U.S. and Canada) 
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News Affecting Autos. . 


AUTOMOTIVE NEWS, MARCH 20, 1961 


On the Legislative Front 


The Arkansas State Senate ead 
passed a bill to levy two standard- | 
ized license fees on autos based on 
weight. The measure, sponsored by 
Senator Merle Peterson, Dumas 
auto dealer, would levy a license 
fee of $15 on lighter cars and $22 
on heavier cars. 

Tag costs now are based on 
weight and horsepower and vary 
according to scale. Tags for for- 
eign cars would be _ virtually 
doubled with most of them now 
costing around $7 and $8 in com- 
parison to the $15 provided in this 
bill. ‘ 

+ 


Ohioan Asks Reform 
Of Business Tax Code 


A small business tax reform bill 
has been introduced by Rep. Wil- 
liam M. McCulloch, Ohio Repub- 
lican. The reforms urged include: 

Permitting individuals and part- 
nerships to revoke an election to 
be taxed as a corporation, Permit- 
ting small firms to take exemptions, 
on a sliding scale in accordance 
with taxable income, on capital ex- 
penditures even though these would 
under conventional accounting pro- 
cedures be chargeable to capital 
account. Reducing the normal cor- 
porate tax rate from 30 percent to 
20 percent for firms earning up to 
$150,000 a year, along with exemp- 
tion from the 22 percent corporate 
surtax for firms in this bracket. 

Permitting lenders to small firms 
to charge off against ordinary in- 





Associates’ Profit 
Declines Despite 


Rise in Volume 


SOUTH BEND. — Associates In- 
vestment Co. announced a consoli- 
dated net income for 1960 of 
$15,001,152, compared with $16,982,- 
319 in 1959. 

The 1960 total volume of finance 
business amounted to $1,800,804,787, 
an increase of $43,961,732 over 1959. 

Retail installment volume dropped 
from $687,703,029 in 1959 to $640,- 
721,494 in 1960. This resulted in part 
from the lower time sales balances 
on compact and used cars, the com- 
pany said. 

Wholesale volume increased from 
$762,795,475 in 1959 to $827,028,978 in 
1960. Direct and personal install- 
ment loan volume increased from 
$144,807,121 to $163,564,204, and com- 
mercial loan and other installment 
receivable volume increased from 
$161,537,430 to $169,490,111. 

Total outstanding receivables as 
of Dec. 31, 1960, reached an all-time 
high of $1,092,533,496, an increase of 
$100,802,345 over the same date in 
1959. Each major category of Asso- 
ciates’ financing achieved increases 
in receivables. 


Short Cut 


Alternator Unit Simplifies 


Battery Charging 


DETROIT.—The danger of burn- 
ing out alternator diodes or wire 
harnesses when charging batteries 
on alternator-equipped cars can be 
eliminated with the use of a new 
protective device known as the Mil- 
ler Alternator Protector, according 
to Miller Mfg. Co. 

Easily installed on any existing 
battery charger or on a tow-truck 
booster, the firm said, the device 
removes any chance of damage re- 
sulting from reversing polarity, 
while car battery cables are at- 
tached. 

When the protector is used, Miller 
added, it is no longer necessary to 
disconnect battery cables as a 
safety precaution. Since the pro- 
tector-equipped charger can be used 
in exactly the same fashion for 
cars with alternators or generators, 
no switching or changing is neces- 
sary, the firm said. 











Volume tucahee Claes 


FORT WORTH. — Volume dealer 
Luke Bolton Ford has closed. Ford 
dealers, Texas Motors and Charlie 
Hilliard, have assumed the Bolton 
service records and owners have 





been invited to take their units to 
either for warranty and service. 


come any losses or bad debts, Per- 
mitting small firms accelerated de- 
preciation on purchases of used 
equipment or property up to $50,000 
a year. Exempting from estate 
taxes the “goodwill” of a firm as 
an ineentive to having heirs con- 
tinue a small business after the 
death of one of its leading figures. 
* * * 


Aid Proposed for Those 
Displaced by Road Work 


A measure to help businesses and 
families who are forced to relocate 
because. of federal highway con- 


struction has been introduced by 
Senator Jacob K, Javits, New York 
Republican, 

The bill would amend federal 
highway law to require the govern- 
ment to pay the costs of relocating 


| building tenants forced to move by 


federally aided highway projects. 
At present, the government pays 
only the owners of buildings so af- 
fected. 

Under the proposal, the costs of 
moving a business forced to vacate 
because of the highway program 
would be adjudged on the same 
basis as a condemnation award. 

* * * 


N. C. Bill Designed to Bolster 


Compulsory Insurance Law 


A bill designed “to strengthen 
the state’s compulsory auto liability 
insurance law” by requiring the 
state to issue auto license plates to 


NOW...the new 
McQUAY-NORRIS 


The MI-IOOO engine bearing has an “extra thin” 
babbitt lining only .00O1 of an inch thick, electrolytic- 
ally applied on a hard and durable sintered copper- 
lead base. The MI-IOOO has the fine anti-friction 
qualities of babbitt plus the terrific strength of cop- 
per-lead—so it is easy on the shaft, yet won’t pound 


wa Glue Gor LIN| 


4... synonymous with quality 


out under the most severe service. 


The combination of the MI-IOOO plus McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 





individual owners rather than for 
the vehicle has been introduced in 
the North Carolina Legislature. 

According to Ed Scheidt, state 
motor vehicle commissioner, under 
the present law an uninsured mo- 
torist can buy a car equipped with 
a plate and drive it up to three 
months before the state learns he 
does not have adequate liability 
insurance for the vehicle. By end- 
ing the practice of transferring the 
licenses along with the cars when 
vehicles are sold, the state, he 
pointed out, can see to it that the 
owner has the proper insurance 
before the vehicle is licensed for 
driving. 

* * * 


Bad-Debt Rule Changed 


The Internal Revenue Service has 
called the attention of businessmen 
and others to the present rules for 
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changing methods of deducting bad 
debts. 

These rules now require that the 
application to change must be made 
within the first 90 days of the year 
for which the change is to be made. 
This supersedes the previous 30-day 
rule which is contained in para- 
graph 14, page 4, of the instructions 
for the 1960 United States Corpora- 
tion Income Tax Return, Form 
1120. 


* * * 


Snow Tires May Be Must 


Possibility that the City of Syra- 
cuse will adopt an ordinance re- 
quiring the use of snow tires or 
chains for motorists driving on city 
streets during the winter was seen. 
The idea was mentioned by Mayor 
Henninger in an announcement of 
a meeting to review the present 
snow-plowing operations and park- 
ing and traffic procedures. 
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Some Dealers Wholesale Potential Profit Makers .. . 





By L. H. Houck 
Travelling Correspondent 

LIBERTY, Mo.—Used cars are a 
major topic among most dealers 
in the Kansas City area, particu- 
larly those in the outlying smaller 
cities. 

One point which turned up in 
a discussion with almost 50 deal- 
ers was dealer prejudice against 
certain makes, 

For instance, we found dealers 
who would not take Buicks if there 
was any way to avoid it; another 
dealer wouldn’t take Mercurys, and 
then there was the dealer who 
didn’t want Buicks but had good 
luck selling Mercurys. 

One reason for this is that some 
cars are More popular in one area 
than another, and usually this 
popularity is due to an unusually 
active new-car dealer for that 
make. The dealer’s customers get 
better service—have fewer gripes. 

Customer prejudices also run 
along the same lines. A used-truck 
prospect we talked to was offered 
a Dodge pickup in good condition 
at an attractive price. 

He said he had owned a num- 


ber of Dodges and had nothing 
but trouble. The salesman sug- 
gested that such trouble didn’t 
bear out the car’s reputation and 
hinted the owner didn’t treat 
them right. 

“Treat ’em all alike,” the prospect 
said. “Don’t have no trouble with 
Chevies and that’s what I want.” 

The point of this phase of used- 
car selling is that some dealers 
wholesale potential profit makers 
because of personal prejudice. 

Another change in the used-car 
situation is the introduction of im- 
ported cars on the lots of many 
dealers. These were the imports 
that were sold with the announce- 
ment that they would hold their 
value longer than domestic cars, 
their value would drop much 
slower. 

This has failed to materialize, but 
imports are good used-car mer- 
chandise if they can be put on the 
lot at the right price. 

One domestic-car franchised 
dealer has been buying a number 
of imports repossessed by a finance 
company. By getting them at the 
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right price, he has been able to 
show a substantial profit. 

A sample deal was a Renault 
originally sold for $1,620. It was 
repossessed by a finance company 
and sold to this dealer for $600. 
He sold the car with no trade 
in less than two weeks for $850. 
“The secret is getting them at 
the right price,” the dealer report- 


ed, “and the claims for nondepre-| ; 


ciation are not valid. They’re de- 
preciating fast, just like the domes- 
tics. This goes for all except Volks- 
wagen, which has been holding up. 
But it’s due for the same tobog- 
gan slide any week now.” 


Financing used-car purchases has 
been refined. One dealer who 
finances through a bank has a 
sliding scale whereby a ’60 can be 
financed for 30 months, a ’59 for 
24 to 30 months depending on the 
credit of the buyer; ’58s 24 months. 
Different terms can be arranged, 
depending on the size of the down- 
payment. 

There is considerable evidence 
that two-car ownership is spread- 
ing and that a great many pros- 
pective two-car families are look- 
ing for their second car at used-car 
lots. 

One dealer told Automotive 
News his last 14 sales had been 
made without taking a trade. In 
most cases it was assumed that 
@ second car was wanted. In two 
cases buyers already were two- 
car families, One’s second car was 
junked when the dealer wouldn’t 
take it. 


Wholesaling is not a panacea for 
used-car selling ills. A number of 
dealers have discontinued whole- 
saling under present market condi- 
tions and more dealers are recon- 
ditioning their tradeins. 

“We can make a better profit 
doing the reconditioning ourselves 
than we can wholesaling, because 
the wholesale buyer has to figure 
he has to spend that money,” a 
dealer reported, “and we don’t get 
enough for some of the cars to 
make it worth while.” 

One dealer reported a profitable 
operation under which he or sales- 
men make a strong effort to sell 
a car that stays on the lot too long. 

This dealer makes every effort 


to sell these cars by making a lot 


of calls, writing letters, phone calls. 
The extra effort pays off in a sale 


at a fair price, he said. 


This dealer was ask2d whether 
he was prejudiced against some 
cars on his lot. He laughed and 


said: 


“I try not to be anymore. I had 
a certain car I didn’t like because 
I'd had some trouble with a sim- 
ilar model, mechanical trouble. I 
sold mine to another dealer I 
know and he made more than 
$200 profit on it. And to rub salt 
in my wound, he sold it to one 
of my customers who had looked 
at the car on my lot. 

“IT had tried to discourage this 
customer in favor of another car 
because I thought he wouldn’t be 
happy with it. Undoubtedly he’s 
happy with the car and I know 
my brother dealer is happy with 
the profit.” 

Most of those buying a second 
car from used-car dealers make a 
cash downpayment, A check with 
several dealers on some 100 sales 
indicated that 14 were buying a 
second car, 10 of whom made cash 
downpayments. 


Trend Is Upward, 


Professor Says 


ANN ARBOR.—If the present re- 
cession has not already touched 
bottom, it will soon, Prof. J. Philip 
Wernette, of the University of 
Michigan School of Business Ad- 
ministration, told a speech assem- 
bly. 

The trend will then be up for 
the rest of 1961, continuing through 
the ’60s with one or two more 
small recessions, he added. 

“The ‘Soaring Sixties’ haven’t col- 
lapsed,” he said. “This year will 
witness renewed expansion which 
will carry business to new high 
levels, This growth will continue 
into the indefinite future—provided 
that disastrous war does not de- 
stroy us.” 





Chevy Dealer Cited— 


C. J. Aldenhoven, right, Southwest Chev- 
rolet Co., Fort Worth, receives a plaque 
in recognition of 25 years as a Chevrolet 
dealer. The presentation is made by J. C. 
Rice, Chevrolet Dallas zone manager. Dur- 
ing his 25 years as a dealer, Aldenhoven 
sold 28,241 cars and trucks. 


St. Louis Dealers 
Attack Sales to 


Discount Houses 


ST. LOUIS. — Members of the 
Greater St. Louis Automotive Assn. 
adopted a resolution attacking 
dealers who sell to discount house 
and supermarkets at the group’s 
annual meeting. 

The resolution said: 

Whereas, the retail automobile 
business is confronted with the 
most serious situation in over a half 
century of operation; and 

Whereas, this situation appears 
to be rapidly getting worse and 
with no apparent relief in sight; 
and 

Whereas, certain unethical deal- 
ers are prostituting our industry 
and destroying our economy by 
selling to discount houses and 
supermarket operations; and 

Whereas, if this condition’ is 
allowed to continue it will mean 
the virtual elimination of the fran- 
chise dealer system, 

Now, therefore, be it resolved 
that the Greater St. Louis Automo- 
tive Assn. assembled on this date in 
its annual meeting go on record as 
vigorously opposing such merchand- 
ising through discount houses and 
hands-off attitude of the various 
factories who permit such opera- 
tions to flourish. 

Be it further resolved that we 
request that the board of directors 
of NADA communicate with the 
factories and urge them to take 
all necessary steps to curtail the 
operation of such unethical dealers 
before they destroy what little re- 
maining chance there is for profit- 
able operation by ethical dealers 
in our industry. 

Be it further resolved that copies 
of this resolution be sent to the 
attorney general, the secretary of 
commerce, the president of each of 
the factories, to the president of 
NADA and to the editor of AUTOMo- 
TIVE News. 


Banks Note Gain 


In Delinquencies 
On Auto Loans 


NEW YORK. — Delinquencies on 
auto loans from banks increased 
in December, a survey by the 
American Bankers Assn. shows. 

Of loans obtained through deal- 
ers, 1.76 percent were delinquent 
on Dec. 31, compared to 1.57 per- 
cent a month earlier and 1.59 per- 
cent a year earlier. 

Of loans obtained directly from 
banks, 1.15 percent were delinquent 
on Dec. 31, compared to 1.03 per- 
cent a month earlier and 0.91 per- 
cent a year earlier. 

Four other classes of consumer 
loans from banks were covered in 
the survey. The delinquency rates 
on all four increased in December 
and all four rates remain above the 
rates for the two classes of auto- 
motive loans. 

Commenting on the delinquency 
picture, the association expressed 
no alarm but urged continued care 


on collections and the extension of 


credit. 








Computer Proj ect 


To Permit Check 
On Product Trend 


NEW YORK.—An insight into 
product demand trends of the fu- 
ture will be made possible through 
a data-development program which 
provides a wealth of statistics to 
researchers, according to Reming- 
ton Rand Division, Sperry Rand 
Corp. The first portion of the study 





'|will become available in June, the 


firm said. 
The project pinpoints sociological 
trends, changing economic cur- 


rents, shifts in population between 
urban areas and between farms or 
suburbs and Cities, it was said, Un- 
til now, such figures were based 
largely on isolated, unrelated studies 
and surveys or on too small a 
sample, the firm added. 


All population and housing char- 
acteristics data gathered by the 
Census Bureau in the 1960 census 
will be correlated in the project. 

The work will be done by the 
Data Processing Division, S, J. 
Tesauro & Co., Detroit, on a Rem- 
ington Rand Univac Solid-State 
computer system featuring process- 
ing speeds measured in millionths 
of a second, the company said. 

S. J. Tesauro, president of the 
data processing organization, said 
the project will be of equal interest 
to sociologists, government agen- 
cies, marketing executives and the 
general public. 

Tabulations will be fully complet- 
ed by the fall of 1961, Tesauro 
added. 


Wider Study Due 


On Directorates 


WASHINGTON. — One of the 
problems facing small business 
today, according to Rep. Wright 
Patman, head of the House Select 
Committee on Small Business, is 
the matter of interlocking director- 
ates. 

Last session, the Texas Democrat 
said, the committee staff showed 
widespread interlocking director- 
ates among the nation’s financial 
institutions. In asking for appro- 
priations this year, he said: 

“Since then, additional informa- 
tion has come to light regarding 
similar relationships and affiliations 
in other types of business such as 
the automobile industry — Chrysler 
Corp. Since the truly independent 
small business concern is handi- 
capped severely in attempting to 
compete against companies that 
are associated, affiliated or inter- 
locked with big business competi- 
tors, our committee feels it should 
develop more complete information 
regarding such situations.” 


Lehmann Is Bankrupt 


GRAND RAPIDS. — Richard F. 
Lehmann, a_ Frankfort (Mich.) 
Chevrolet dealer, and Alfred J. 
Amthor, who was in the parts busi- 
ness here, have filed bankruptcy 
petitions in Federal Court. 
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Correspondent George L. Glaser Writes... 
Auto Letter from Europe 


oc Germany.—After all the 
hot air about the larger Volks- 
wagen 1500 cooled off a bit, AuTo- 
MOTIVE News did some research of 
its own in order to separate rumors 
from what may be the real dope. 

At the West German patent office 
there is a patent granted in 1959 
to Dr. Ing. H. C. F. Porsche KG, 
Stuttgart-Zuffenhausen. In a con- 
densed version it reads about as 
follows: 

“Luggage compartment floor- 
board which can be moved, in- 
cluding the luggage on it, in 
either direction. It can be pulled 
outside for loading with luggage 
and thereby open up the engine 
compartment below, or it can be 
pushed toward the inside of the 
car when the back of the rear 
seat has been folded down. And, 
again the engine compartment 
underneath will be open.” 

This patent undoubtedly is the 
basis for the larger car. The under- 
floor engine has been made as flat 
as possible. However, the entire 
previous arrangement, including en- 
gine behind the rear-wheel drive- 
line, remains. 

In order to flatten out this new 
engine, everything which used to 

be on top of the engine housing— 
such as cooling blower, carburetor 
and distributor—has been relocated. 

Ignition, distributor and carbure- 
tors have been installed sideways 
on the engine, and the, blower very 
probably will be of the same type 
as that on the BMW 700. In other 
words, a radial blower mounted 
directly on the rear end of the 
crankshaft, which means a quiet 
performance without the previous 
whine, and without a fan belt, as 
also mentioned in the patent. 

The engine, which has a dis- 
placement of 91.50 cubic inches 
also may utilize many parts of 
the 1961 VW engine. It may be 
recalled that the ’61 engine was 
beefed up quite a bit, and in a 
release VW said the cylinders had 
been moved “further apart.” Per- 
haps that was done to allow for 
slightly larger cylinders for the 
larger engine. 

Again, VW will offer a slow- 
turning, long-lasting engine of 
about 52 SAE horsepower, which is 
not very much in this class, but 
the high torque output during the 
most used revolutions per minute 
may be noticed. The top speed is 
said to be about 80 miles per hour. 

The cars may have been produced 
in a place far from Wolfsburg, and 
testing took place outside of Ger- 
many to the largest part. 

Coming from Denmark, a report- 
er took a picture of a new 1500 
coupe. It appears that a sports 
coupe has been developed along 
with the other types, and it appears 
that it is again a Ghia design to 
be made by Karmann. 

VW had set a limit on daily pro- 
duction at 4,000 units, including 800 
of the new models. However, VW 
Managing Director Heinz Nordhoff 
has given up and agreed to let pro- 
duction go toward the 5,000 mark. 

All in all it looks at this time 
as if the chassis of the new VW 
will be very much like that for all 

VWs. 


* * * 


New Opel Parts Depot 


(y= has opened a new parts 
depot to supply 325 large and 
medium-sized parts departments 
and 500 smaller ones in Germany 
and 189 depots in 121 countries 
throughout the world. 

The company notes that the 


Fowler Elected 
* e e es 
In Mississippi 

JACKSON, Miss. — The following 
were elected to head the Mississippi 
Automobile Dealers Assn: 

Jimmy Fowler, Jackson, presi- 
dent, succeeding Lawrence E. Vick- 
ery, Houston; Paul G. Moak, 
Jackson, vice-president for Central 
Mississippi; Frank England jr., 
Greenville, secretary-treasurer; Roy 
Burrow, Laurel, vice-president for 
South Mississippi, and H. L. Rob- 
erts, Shelby, Miss., vice-president 
for Northern Mississippi. 








trend in parts usage has been away 
from chassis parts and toward 
large-volume sheet-metal parts. 

For example, the firm reports 
that about 1,560,000 of the four- 
cylinder Opels built since 1953 are 
still in operation and nearly 500,- 
000 fenders have been purchased 
for them. About 150,000 fenders 
were purchased last year. 

A new sheet-metal stamping 
plant and paint shop have been 
provided for the parts depot. 

The depot stocks 21,000 parts. 
Two new types of containers have 
been developed—one for smaller, 
heavier parts and another for 


larger, more sensitive items. Both 
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packing and placing the shipments 
on trucks or rail cars, and the of- 
fices are equipped with electronic 
computing systems. About 3,500 
orders per month go through the 
new system. 

* 


stantly moving chains running 
underneath the floor, but the 
switchovers and routing are com- 
pletely automatic, 

There are. modern devices for 


containers can be handled by fork- saa 


lift trucks. 

The depot is served by 800 “ghost 
carts.” About 200 of them are used 
in replenishing stock and the others 
carry parts for the preparation of 
individual orders. 

Each cart is directed automatical- 
ly by an electronic device, and it 
goes from station to station as per 
direction to be filled with the neces- 
sary parts. Ninety workers select 
the parts to be placed in the carts, 
and 150 persons make up the orders 
and prepare them for shipment. 

The carts are pulled by con- 


GMAC ’60 New-Car Pacts 
Average 31 Months at $84 


DETROIT.—The average term of 
new-car retail contracts purchased 
by General Motors Acceptance 
Corp. last year was 31.3 months, 
and the average monthly payment 
was $84, including finance and in- 
surance charges. 

The figures were almost iden- 
tical with the year-earlier results. 
In 1959, the term averaged 30.9 
months, and monthly payments 
averaged $86. New-car contracts 
averaged $2,619 in 1960 and $2,634 
in 1959. 

The information on GMAC oper- 
ations was contained in the com- 
pany’s annual report and in a pros- 
pectus on the offering of $150 mil- 
lion worth of 22-year, 4% percent 
debentures. 

On used cars, GMAC said, last 
year’s average term was 19.7 
months with a monthly payment of 
$55 and a total installment obliga- 
tion of $1,080. The 1959 figures were 
19.5 months, $56 per month and 

$1,082. 

The company noted that 65 per- 
cent of the contracts it purchased 
in the fourth quarter of 1960 had 
the “maximum accepted repayment 
period of 36 months,” with the re- 
mainder having shorter terms. 

“The 36-month term on new cars 
continues to be regarded by GMAC 

and the industry as the maximum,” 
the company said. “No change in 
this view is expected.” 

GMAC said that its compact- 
car buyers last year made pro- 
portionately greater use of the 
maximum term than the buyers 
of larger cars, and added: 

“There has been some opinion 
that this should not be permitted 
and that a shorter maximum term 
should be required on smaller cars. 
GMAC believes that there is no 
practical justification for denying 
such purchasers the term length 
equivalent to that extended to buy- 
ers of the larger cars. 

“At the same time, there is no 
reason for increasing the percent- 
age of the price financed over that 
found appropriate for the larger 
cars.” 

GMAC said net income last year 
was $52,526,478, compared with $45,- 
426,206 in 1959, The 1960 results in- 
clude improved earnings of Motors 
Insurance Corp., a wholly owned 
subsidiary. 

Overall losses on retail receiv- 
ables amounted to 0.42 percent 
last year, compared with 0.21 per- 
cent in 1959. 

“The loss experienced during 1960 
reflected adverse economic condi- 
tions in some industries and in 
some sections of the country,” 
GMAC said, 

“It was materially affected by 
the decline in used-car prices in the 
latter half of the year which re- 
sulted in higher losses per unit re- 
possessed and sold by GMAC. The 
rate of loss increased as the year 
progressed and was at its highest 
in the fourth quarter.” 

The company noted, however, 
that losses relating to wholesale 
receivables have been negligible. 

During 1960, GMAC’s volume of 
receivables acquired consisted of 
$7.7 billion wholesale and $4.2 bil- 
lion retail. Receivables outstanding 
at the end of the year (before de- 
ducting unearned income and loss 
reserves) amounted to $1.1 billion 
wholesale and $4.2 billion retail. 

GMAC’s wholesale volume was 
approximately 98 percent auto- 
motive in 1959 and 99 percent au- 
tomotive in 1960, Automotive 





wholesale receivables acquired in 
the United States and Canada 
were outstanding an average of 
44 days in both 1959 and 1960. 

GMAC said it had 3,612,000 re- 
tail accounts outstanding at the 
end of 1960. Last year, new-car fi- 
nancing in the U. S. and Canada 
accounted for 63 percent of its re- 
tail volume, and used-car financing 
accounted for 26.1 percent. 

The 3,612,000 retail accounts con- 
sisted of 1,820,000 on new cars, 
1,400,000 on used cars and 392,000 
on other products. The average 
amount outstanding on retail ac- 
counts at the end of 1960 was 
$1,159, compared with $1,150 in the 
preceding year. 

GMAC said that 91 percent of its 
dollar volume last year was done 
in the U. S., 6 percent in Canada 
and 3 percent in other countries, 
The company had about 10,000 em- 
ployes at the end of the year and 
operated 322 branches—277 in the 
U. S., 28 in Canada and 17 in other 
countries. 

GMAC has 1,650,000 sharesg of 
common stock ($100 par value) au- 
thorized and outstanding, compar- 
ed with one million shares at the 
beginning of 1960. 

On Feb. 11, 1960, the prospectus 
noted, 500,000 additional shares 
were issued and sold to General 
Motors for $50 million, and another 
150,000 shares were issued and de- 
livered to GM last Dec. 19, 


The latter 150,000 shares con- 
sisted of 104,530 ($10,453,000) 
shares as Capitalization of paid- 
in surplus and 45,470 ($4,547,000) 
shares as a stock dividend by ' 
transfer from earned surplus, 
Last April 19, GMAC received 
from GM all the outstanding capi- 
tal stock of General Exchange In- 
surance Corp. as a capital contribu- 
tion. At that time, the net assets 
of GEIC were $10,453,000, which 
was credited to the paid-in surplus 
of GMAC. 

Effective May 31, 1960, GEIC was 
merged into Motors Insurance 
Corp., a GMAC subsidiary. GEIC 
had been engaged in reinsuring 
about 70 percent of the auto physi- 
cal damage insurance written by 
Motors Insurance Corp. 


Mack Notes Dip 
In Sales, Profits 


PLAINFIELD, N. J.—In a pre- 
liminary report, Mack Trucks, Inc., 
listed net sales of $260,051,000 and 
net income of $11,912,000 before 
special items of $675,000 for the 
year ended Dec. 31, 1960. 

Sales in 1959 amounted to $297,- 
353,000, with earnings of $15,786,000. 

There were 2,750,445 common 
shares outstanding at the end of 
1960 and 2,736,696 shares at the end 
of 1959. 


Dealers Elect Berkey 


FARGO, N. D.—John Berkey, 
president of Berkey & Crary, Inc. 
(Lincoln-Mercury), Fargo, has been 
elected president of the Fargo- 
Moorhead (Minn.) Automobile Deal- 
ers Assn. He succeeds Rollie Hol- 
sen, W. W. Wallwork, Inc. (Ford), 
Moorhead. Other officers are Orville 
Gullickson, Nokken & Ryan Motors 
(Plymouth), Fargo, vice-president, 
and Jacob Kiefer jr., Kiefer Chev- 
rolet, Inc. Moorhead, secretary- 
treasurer. 








"Ghost Carts' Serve Opel Parts Depot— 


About 800 ‘ghost carts"’ move automatically through the new Opel parts depot in 
Ruesselsheim, West Germany. Each cart has an electronic device that directs it from 
station to station to pick up or deliver parts. 


ADVERTISEMENT 


DISPLAY NEW CARS OUTDOORS? SURE! Take a tip from Dee Motor 
Company at Barstow, Calif—Let a Childers Carport turn your lot into 
an exciting, inviting outdoor showroom. It’s air-conditioned free by Mother 
Nature. And Childers Carports provide night lighting that is carnival-gay 
at a very low cost. Read how Childers Carports can save you enough money 
to actually pay for themselves. See Page 59. 


















ROTARY FP-46 
SUPERSTRUCTURE 








YOUR PRESENT 
JACK—ANY MAKE 






change to frame pick-up superstructure— 
handle all cars and save up to $395.00 


placement jobs that just aren’t 
possible with a Roll-On or Free- 
Wheel type lift. The FP-46 is 
today’s most versatile lift with a 
wide range of pick-up adjust- 


ments to accommodate all car 


Equip your old lifts to handle all 
modern cars by installing a new 
Rotary FP-46 Frame Lift super- 
structure. You can use your pres- 
ent lift jack, and save up to $395 
compared to the cost of a com- 
pletely new lift. frame styles. The easily installed 
VERSATILE LIFT—With the FP-46 
be able to handle 


faster, do service, repair and re- 


conversion superstructure is avail- 
able for Rotary and other make 
lifts built since World War II. 


you'll cars 


MAIL COUPON TODAY FOR MORE INFORMATION 


| D>) 


Please send information on the Rotary FP-46 con- 
version superstructure. 


Dover Corporation, Rotary Lift Division 
1115 Kansas, Memphis 2, Tenn, 





ROTARY LIFT DIVISION 


Dover Corporation Nixie 





Company. 
Address. 
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TWO-WAY RADIO — Communication 
Products Department, General Electric Co., 
Lynchburg, Va., has developed a line of 
low-priced, compact two-way radios for 
the automotive, trucking and transporta- 
tion industries. Fifteen-watt models are 
now in production. Called the Pacer, the 
unit uses vacuum tubes and simplified cir- 
cuits in a design achieving lower battery 
drain than previously attained in tubed 
equipment, it is said. The Pacer has 15 
tubes and two transistors. The unit is 4% 
inches high, 7%, inches wide and 121% 
inches long. It weighs 10 pounds. 





DEVICE FOR LIGHTS—A device that is 
said to give 80 percent more light from 
the high beam of car headlights has been 
introduced by Rapid Relays, Inc., 146 
Orange St., Mansfield, O. Called Tetra- 
Beam the device can be installed on any 
make car and is particularly valuable for 
older models with present poor illumina- 
tion, it is said. By a flick of the dashboard 
switch, Tetra-Beam is on—nearly doubling 
car headlight power to give full penetrat- 
ing illumination of the roadway ahead, it 
is claimed. 





STEAM CLEANER—The Malsbary Model 
130 delivers 130 gallons per hour of hot 
solution for a wide range of cleaning ap- 
plications. The unit embodies the Malsbary 
“orifice-in-nozzle" feature—prevents bel- 
lowing, lessens work-hiding fog and mini- 
mizes friction fog, it is said. Pushbutton 
ignition is available on oil-fired models 
as an option; standard models are manu- 
ally lighted. Malsbary Mfg. Co., 845 92nd 
Ave., Oakland 3, Calif. 








TAILGATE MAT—A replacement vinyl 
mat for the tailgate section only of station 
wagons has been announced by Mats Un- 
limited, Inc., 5001 Baum Bivd., Pittsburgh 
13, Pa. This unit is in addition to its line 
of sets of precision die-cut pieces, used 
to replace forn and marred decking. 


Test to Assess Ability 
Of Personnel Is Offered 


The Human Value Assessment, a 
300-question, timed written test, 
makes it possible to test personnel 
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in 15 areas of ability and to estab- 
lish, for the first time, an ability 
quotient, according to the Institute 
for Creative Living, P. O. Box 404, 
Lancaster, Pa. 

It tests in the areas of knowing- 
ness, awareness, responsibility, 
stable reality, rationality, intelli- 
gence, ethics, initiative, resourceful- 
ness, drive, ingenuity, comprehen- 
sion, aptitude, judgment and com- 
munication. 





SPEED WARNING DEVICE—Engler In- 
strument Co., 250 Culver Ave., Jersey City 
5, N. J., has announced a speed warning 
device, called Speed-O-Minder, which no- 
tifies the driver when he exceeds any pre- 
set speed. The unit features a warning 
buzzer that lets a driver know the moment 
he is driving faster than is safe according 
to local speed laws and conditions or 
faster than he himself intended, it is said. 

* ose 





TRANSMISSION STAND — Fast handling 
of the Volkswagen engine and transmis- 
sion is said to be assured by the Wudel 
No. 69 Volkswagen Stand and Model 
7ZOOVW hydraulic jack. Once the standard 
Volkswagen adapter is bolted on to the 
engine, it can be moved, by one man, from 
the jack to the stand. The stand is portable 
or can be bolted to the floor. Edmund J. 
Wudel Mfg. Co., 6082 Ferguson Dr., Los 


Angeles 22, Calif. 
‘ee 


LIFTING TOOL—A lever-operated hand | 


tool for lifting, pulling, and stretching has 
been introduced by Bel-Tran Equipment 
Co., 130 W. 18th St., Kansas City 8, Mo. 
The “Tuffy” requires only a 30-pound pull 
on the handle to lift its full capacity of 
2,000 pounds, it is said. The unit operates 
in any position and at any angle. It pulls 
from either end of the chain, either in a 
clockwise or a counter-clockwise direction 
when hooks are attached at both ends 
(comes with one hook, extra hook avail- 
able). Because it is completely gear-driven, 
it has the ability to lift continuously and 
smoothly without stops and starts, it is said. 











GASOLINE FILTERS—Walker Mfg. Co., 
1201 Michigan Bivd., Racine, Wis., has 
announced a line of gasoline filters for fuel 
pumps, sediment bowls and in-line instal- 
lations, designed to filter out dirt invisible 
to the naked eye. The filters, with pleated 
Duocron material, eliminate dirt and abra- 
sives down to 10 microns in size, it is said. 
By eliminating extra fine contaminants, 
Walker gasoline filters eliminate bucking, 
flooding, stalling and costly carburetor re- 


pairs, it is claimed. 
* * 





BATTERY CABLE KIT—Battery cables in 
any desired length can be assembled on 
the spot with a cable kit introduced by 
Waterloo Foundry Co., Inc., Waterloo, la. 
Each Wafco kit is said to provide all nec- 
essary tools for assembling cables. The 
cables, utilizing low cost aluminum con- 
ductor, can be used on both six and 12- 
volt batteries. The basic kit includes a 
cable cutter, an insulation stripper, a screw 
press with a 12-ton capacity and a set of 
crimping dies. Battery cable materials in- 
clude 25-foot coils of insulated aluminum 
conductor, cast aluminum ‘‘eye’’ ends con- 
taining antioxidization compound and 
universal lead alloy clamp ends, also with 
compound. 





BRAKE SHOP—A compact ‘‘space-saving” 
brake shop (20 by 351% inches) has been 
introduced by Star Machine & Tool Co., 


201 Southeast Sixth St., Minneapolis 14,| 


Minn. This unit is said to handle a full 
range of brake service work. Star has de- 
signed the Model 1200 Economy Brake 
Shop with maximum eye appeal. 

PS oe oe 





TIRE LEAK DETECTOR—L & M Mfg. Co., 
Spirit Lake, la., has announced the L & M 
“Tireless"’ portable tank for detecting 
tubeless tire leaks. The unit eliminates tak- 
ing tubeless tires off for checking leaks. 
You simply jack the car up (even while 
gasing) then run the “‘Tireless"’ tank under 
the leaking tire while still on car. 

* “se 


Ashless Detergent Additive 


Oronite Division, California 
Chemical Co., 200 Bush St., San 





Francisco, Calif., has announced the 
development of an ashless deter- 
gent additive. Developed specifically 
for low temperature (stop-and-go) 
gasoline-engine service conditions, 
the 1200 Series additives provide 
good high-temperature gasoline 
and diesel-engine performance, the 
firm said. 





SPARE BRAKE — A spare brake which 
starts to function when any half of the 
hydraulic brake system fails has been 
marketed by Alex Mfg. Corp., New York 
International 
The patented unit is called the SBD In-the- 
Line Safety Brake Device and, according 
to the manufacturer, it converts the brake 
system into a dual system, taking over 
automatically when brake failure due to 


leakage in hose, wheel cylinder cups or| 


brake tubing occurs. The front part of the 
brake system continues to function when 


the rear part fails and vice versa, it is| 


said. The unit is connected in-the-line of 
any hydraulic brake system. 
# * & 


OIL FILTER TOOL—An oil filter removing 
and replacing tool has been announced 
by Herbrand Division, Bingham-Herbrand 
Corp., Fremont, O. Acting on the leverage- 


| multiplying cam principle, the No. 196 tool 


removes and replaces oil filters in almost 
completely inaccessible locations. It is 
designed to operate with a %-inch drive 
ratchet, flex handle, torque wrench or ex- 
tensions. Because of its compact design, 
it works equally well on vertical, horizontal 
or angle mounted filters, it is said. 


* 


AIR CONDITIONER—The Mark IV Com- 
muter is designed to provide efficient cool- 
ing without the frills of the more expensive 
units. The Commuter is the same size as 
Mark IV's top-of-the-line Monitor. Its cost 
has been cut by—among other things— 
using the less expensive thermostatically 
controlled cycling clutch instead of the 
Monitor's exclusive Selectrol temperature 
control, it is said. The insulated steel evap- 
orator case has six rotatable black plastic 
louvers. John E. Mitchell Co., 3800 Com- 
merce St., Dallas 21, Tex. 


Airport, Jamaica 30, N. Y.| 











ELECTRICAL TAPE—Dutch Brand plastic 
electrical tape is now available in an im- 
proved type of dispenser, designed to cut 
plastic tape in a puncture-and-slice man- 
ner. This method is said to ensure clean, 
straight ends that make for neater work 
and tighter splices. In addition, tape is 
not stretched during cutting, eliminating 
loss of dielectric strength and adhesion, 
often caused by breaking or stretching 
plastic tape, it is claimed. Johns-Manville 
Corp., 22 E. 40th St., New York 16, N. Y. 


* * * 


| 





BALL JOINT KIT——O.E.M. Products Co., 
5229 Northwest Highway, Chicago 30, Ill., 
has announced an adjustable upper ball 
| joint kit engineered specifically for ‘60 
and ‘61 Falcon and Comet cars. The kit 
is said to provide improved steering, bet- 
ter control without shimmying. Unit is ad- 
justable—may be given correct torque to 
suit each installation. Kit contains ball 
stud, iron casting, ball stud cover, rings, 
bolts and washers, ready for installation. 


FENDER MAT—H. B. Egan Mfg. Co., 
P. O. Box 1406, Muskogee, Okla., has an- 
nounced the addition to its line of Pro- 
tect-O-Mat fender cover. The size of this 
cover is 40 by 26 inches, and it is sponge 
rubber bound with vinyl. Its thickness pre- 
vents scratches and dents, keeps grease, 
grime and acid away, while the rubber 
backing prevents slipping, it is claimed. 

* ae 





CIRCUIT BREAKER—A miniature circuit 
breaker designed to protect small motors in 
portable power tools and appliances, Mod- 
ern Mfg. Co., Inc., 680 Davisville Rd., Wil- 
low Grove, Pa. It attaches to end of cord 
and protects the motor from burning out 
due to overload or overwork, it is said. 
These motor protectors will aytomatically 
cut off power when machine is overloaded 
or overworked, and a reset button, instead 
of fuses, is used to reset the circuit break- 
er. Available from three to 10 amps. 
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‘ll MOBILGAS 
AIF ECONOMY 
RUN 


PLYMOUTH svors 23.15 
FORD FAIRLANE 8 21.33 





This. advertisement approved 
and the data certified true 
by United States Auto Club 








CLASS WINNERS 


CLASS A: COMPACT cnanuat transmission) 
CLASS B: COMPACT (ves cninoers) 
CLASS C: COMPACT °"eevtinoersy "°°" 
CLASS D: 6-CYLINDER stanoaro size 
CLASS E: 8-CYLINDER tow-price 

CLASS F: MEDIUM PRICE CHRYSLER swrorr20.00 
CLASS G: HIGH PRICE CADILLAC 18.93 


OTHER MILEAGE MARKS 


M.P.G. 
Buick Le Sabre _.. . 18.81 
Sulek Soper. 24.71 
Chevrolet Bel Air8 ......sssi«iw‘ 21.07 
Chevrolet Biscayne 6... —=s«.s 222.34 
Chrysler Windsor ............ 19.40 
ee ne ee 27.83 
ira, NE are Sno ee ny eg 26.06 
es, SRO eer eg 30.79 
ere I eS laa 23.02 
Dodus Gate ....... ness 20.31 
Ford Fairlane 6 .............. 22.10 


M.P.G. 
ee os ages 26.35 
Imperial Custom ............... 18.74 
RS eee ee ee ee 24.81 
ie EP AMOS 6g o6 yes ches 26.67 
re eee ee 23.68 
ee ee 23.05 
Lincoln Continental _.......... 17.23 
Mercury Meteor 6....:...... 22.57 
Mercury Meteor 8 ........... 20.97 
Mercury Monterey ........... 18.43 
Oldsmobile F-85* ............ 25.47 


M.P.G 
Oldsmobile F-85 ...._ ........ 23.21 
ea 18.62 
Plymouth Savoy 8... ssssi#i(‘a * 21.21 
Pontiac Catalina .. ..... 2a 
Pontiac Star Chief . E: 19.61 
Tempest 4* ..... _. 25.24 
Tempest 4 ...... Po ake 2 27.44 
nS ald a celta 24.07 
DE Tsccee we ood veils aa 26.13 


*MANUAL TRANSMISSION 


All cars averaged 23.25 miles per gallon with Mobil 


The above marks are documentary proof of 
the mileage potential built into today’s cars 
using Mobil. They were scored on the 1961 
Mobilgas Economy Run—world’s greatest 
official proof of mileage economy. 

Mobil has been economy proved in every 
make of American car. This year sixty- 
five cars were entered; they traveled 2561 
miles, from Los Angeles to Chicago—over 








deserts, mountains, crowded city streets. 
Only Mobil goes to such lengths to demon- 
strate to you the mileage-economy possible 
from today’s cars. 
You can prove this economy in your own 
car. Fill up with Mobil Regular or Special 
. .improved with Preptane, the new long- 
mileage additive. Then do as the Economy 
Run drivers do: drive properly—avoid 


“‘jackrabbit”’ starts, ease into higher gears 
quickly, keep a steady foot on the acceler- 
ator. You'll find you, too, can get more 
miles between fill-ups with Mobil. 


YOU, TOO, CAN GET MORE MILES 
BETWEEN FILL-UPS WITH 
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Dann Sues to Delay Meeting, Warns Voters... 





Chrysler Mails Proxies, Asks Holder Support 


(Continued from Page 2) 


chairman of Surface Combustion 
and owned 52 percent of its stock. 

Consolidation Coal Co., whose 

chairman is Director George H. 
Love. Chrysler bought $306,000 
worth of coal from this company 
last year. 

National Steel Corp,, from 
whom Chrysler bought 40 percent 
of its flat-rolled steel require- 
ments in the amount of $38 mil- 
lion. Love is a director of Nation- 
al Steel and also a director of 
M. A, Hanna Co., which owns 25 
percent of the stock of Consolida- 
tion Coal and 27 percent of the 
stock of National Steel. 


General Electric, of which Love) 


and Neil McElroy are directors, 
sold Chrysler electrical equipment 
aggregating $1.7 million last year. 


Chrysler last year paid all direc-| 


tors and officers as a group a total 
of $1,886,438, compared to $1,931,360 
in 1959. Newberg’s resignation and 
the retirement of James C. Zeder 


made possible the overall decrease, | 


although remaining individual of- 
ficer-directors received raises. 

In 1959, Newberg received $115,- 
900 and Zeder $75,450. The latter, 
who retired last April 30, got $24,737 
last year and no bonus. 

* * co 


a is a breakdown of what 
remuneration was paid other 
officer-directors last year, compar- 
ed to 1959: 

Paul C. Ackerman, engineering 
vice-president and owner of 550 
shares, $100,600 in salary and a 
$4,500 bonus; owned 424 shares and 
got $97,117 the previous year. 

R. S. Bright, group vice-presi- 
dent-automotive manufacturing, 
1,429 shares, $100,600 salary and 
$4,500 bonus, compared to 729 
shares and $97,117. 

Colbert, 2,544 shares, $251,050 sal- 
ary and $9,600 bonus, against 2,544 
shares and $250,900. 

C. L. Jacobson, a retiring direc- 
tor who is dealer relations vice- 
president, 1,658 shares a year ago, 
$90,500 salary and $2,700 bonus, 
compared to $90,400. 

John D. Leary, personnel vice- 


president, 500 shares, $50,600 salary | 


and $2,400 bonus, compared to 250 
shares and $50,400. 


F. W. Misch, finance vice-presi- | 


dent, 1,010 shares, $116,050 salary 


and $5,500 bonus, compared to 710) 


shares and $115,900. 
Newberg, share ownership not 


given, $67,217 salary, no bonus,) 


compared to 2,189 shares and $125,- 
900. 
E. C. Quinn, vice-president sales 
divisions, 757 shares, $85,600 salary 


and $3,000 bonus, against 257 shares | 


and $85,450. 


* * * 


More Salaries Given 


E C. ROW, another departing 
¢ director who retired as first 
vice-president. Jan. 31, owned 200 
shares a year ago, got $140,950 sal- 
ary and $6,400 bonus last year, com- 
pared to $140,900 in 1959. 

Lynn A. Townsend, administra- 
tive vice-president, 1,200 shares, 


$63,100 salary and $3,000 bonus, | 


compared to 200 shares and $60,400 
last year. 

L. I. Woolson, a retiring director, 
413 shares a year ago, $75,550 salary 
and $2,800 bonus, compared to 
$75,450. 

Chrysler announced a month 
ago: that only seven officer-direc- 
tors would stand for reelection 
at the annual meeting April 18— 
Ackerman, Bright, Colbert, Leary, 
Misch, Quinn and Townsend. 

The 11 non-management nomi- 
nees for redesignation to the board 
include a newcomer, John A, Cole- 
man, who has 200 shares, and the 
following incumbents: Brady; Jos- 
esp M. Dodge, owner of 250 shares; 
Jones; Love, 1,200; L. F. McCollum, 
200; McElroy, former Secretary of 
Defense, 200; R. E. McNeill jr., 300; 
Robert G. Page, 200; Juan T. Trip- 
pe, 200, and Warren, 500. 

A year ago, the Chrysler proxy 
statement showed Trippe as own- 
ing 7,000 shares. He sold 6,800 late 
in 1960. 

* a * 
BEC NEI. is president of the 
Hanover Bank, of which Col- 
bert, Coleman and Page are trus- 
tees. 
Townsend and Warren are direc- 


tors of Simca Industries, whose 
economy car is imported by Chrys- 
ler Corp. in the United States and 
Canada. 

The proxy statement revealed 
that 84 officers and employes hold 
stock options for 297,026 shares of 
Chrysler stock. Included are op- 
tions to buy 238,336 shares at 
$52.49 a share granted Sept. 11, 
1958; 40,940 shares at $49.94 grant- 
ed Jan, 8, 1959, and 17,750 shares 
at $61.22 granted Dec. 3, 1959. 

Chrysler stock last week sold 
below $42 a share on the New York 
Stock Exchange. 

All directors and officers as a 
group hold options for 142,986 
shares at the $52.49 price; 26,500 
shares at the $49.94 price, and 8,500 
shares at $61.22. Breakdown of the 
unexercised options held by officer- 
directors is: 
| Ackerman and Bright, 11,000 
| shares each; Colbert, 45,000 shares; 
| Jacobson, 4,840 shares; Leary, 6,446; 
| Misch, 23,000; Quinn, 7,800; Town- 
| send, 6,500, and Woolson, 5,900. 

* * * 





6 Resolutions Up 
HAREHOLDERS will vote on 

four resolutions from Dann, one 

|'from J. M. Robbing and one from 

| James H. Wilcox. 

| Both the Robbins and Wilcox 

resolutions would restrict the num- 


Celanese Sees 
Big Auto Demand 


F or New Plastics 


| DETROIT.—Opportunities to im- 
prove automotive performance 
| while reducing car production costs 
|are provided by a new breed of 
| plastics, a group of more than 100 
| automotive engineers and designers 
were told here today. 

Members of the group were 
| guests of Celanese Polymer Co., a 
| division of Celanese Corp. of Amer- 
|ica, at a meeting to acquaint them 
| with Celcon, the company’s new 
| plastic that is classified chemically 
as an acetal co-polymer. 
Stafford Thompson, manager of 
| product development of the ~poly- 
mer company, predicted that auto 
industry demand for Celcon would 
reach 27 million pounds a year by 
1965. 

Citing the new plastics’ ability to 
provide: strength and dimensional 
stability over a wide temperature 
| range, Thompson said that a prime 
market for the material is in auto- 
mobiles and that the rising import- 
ance of compact cars increases Cel- 
con’s potentialities as a replace- 
ment for metals in a volume and 
variety of automotive applications. 

“With increased production costs 
in the automotive field particularly 
difficult to overcome in the com- 
pact classes, new production econ- 
omies must be found,” Thompson 
said. 

“By using Celcon, it is possible to 
design one part to perform the 
function of two or more, to reduce 
part production cost and assembly 
cost and to achieve dramatic 
weight reduction.” 








ber of management executives on 
the board. Robbins, a Royal Oak 
(Mich.) industrialist, would limit 
the number of “insider” directors to 
one-fourth of the membership, or 
four. Wilcox, a Detroit attorney, 
would restrict the “insider” group 
to a majority of the board. 

Chrysler recommended a “no” 
vote on both these proposals, as- 
serting that “it would not be ad- 
visable to fix any specific ratio that 
must be maintained at all times.” 

“Flexibility in this area,” Chrys- 

ler said, “will enable the corpora- 
tion to have the benefit of the 
types of directors that best fulfill 
the needs of conditions then pre- 
vailing and best serve the inter- 
ests of the stockholders,” 

Chrysler opposed all four Dann 
proposals, which call for a full dis- 
closure of voting rights in all proxy 
statements; a ban on conflicts of 
interest among directors; an audit 
of Chrysler counsel’s reports by 
Dann, and cumulative voting, under 
which shareholders are entitled to 
as many votes as they own shares, 
multiplied by the number of direc- 
tors to be chosen. 

Chrysler insisted that a_ stock- 
holder already has the right to sign 
over his proxy to anyone and that 
including a disclosure statement 
with the proxy statements “may 
confuse stockholders and mislead 
them into giving their proxies to 
others without any assurance that 
their proxies will be voted and 
without benefit of the information 
which they would receive ina 
proxy statement from the persons 
to whom they give their proxies.” 

* * * 


7. company maintained that 
Dann’s proposal dealing with 
director interests was “vague” and 
unnecessary. because shareholders 
are fully protected by “existing 
laws and present-day corporate 
practice.” 

Chrysler chided Dann in dis- 
cussing his proposal for an audit of 
counsel reports, aimed at last year’s 
Dewey investigation of executive 
interests. 

“This stockholder,” the company 
said, “wants you to empower him 
at your expense to review again for 
his own purposes the adequacy and 
scope of the investigation.” 

Chrysler defended the opinions 
given by special counsel after the 





various investigations last year 
and offered to send. any stock- 
holder copies of the reports. 

The company objected to the 
cumulative-voting proposal on the 
ground that any directors chosen 
by a minority of the stockholders 
“would tend to create partisanship 
among the directors.” 

“Where a company’s stock is 
widely held by the general] public,” 
said Chrysler, “it is all the more 
important that the interests of the 
stockholders as a group be served 
rather than the special interests of 
any minority.” 

A cumulative-voting proposal by 
Dann at Chrysler’s annual meeting 
last April was defeated by a vote of 
5,261,410 shares against 658,470 
shares in favor. 

* * * 


Management Backed 


” THE letter accompanying the 
proxy statement, Colbert said 
company directors have met the 
anti-management campaign “as ef- 
fectively as the law allows.” 

“They (the directors) are con- 
vinced,” he continued, “that the 
company is sound financially and 
they believe that its management 
is capable, efficient, energetic and 
effective and have confidence in its 
integrity. 

“Moreover, they have adopted a 
policy dealing with outside rela- 
tions of employes that require 
adherence to the highest stand- 
ards of business ethics.” 

The proxy statement briefly re- 
viewed the Newberg resignation 
and ensuing litigation in a footnote 
to the section on remuneration of 
directors and Officers. 

Dann fought back against the 
Chrysler proxy-statement position 
from Wilmington, Del., New York 
and Detroit. 

In Wilmington, Dann appeared 
once again in Chancery Court on 
a Chrysler petition for more infor- 
mation in connection with his 
receivership suit against the com- 
pany. The court took under ad- 
visement both a company motion 
seeking documents in Dann’s pos- 
session and the Detroit attorney’s 
objections to the motion, 

* * * 
ae. Dann finally obtained 

a complete list of Chrysler 

shareholders from the Hanover 





Rebates to Dealers Spread; 
Falcon’s First Is $60 


DETROIT. — Ford Division is 
paying rebates on Falcons and 
standard-sized Fords, and Chrysler 
Corp. is offering bonuses for sales 
of “old” models. There is also a 
payoff on Plymouth and Chrysler 
sales which involve a Chrysler 
Corp. tradein. 

Ford dealers have been given 
separate quotas for Falcons and 
standard models. Dealers get $100 
per car for standard Ford sales 
between 100 and 120 percent of 
quota and $60 for Falcon sales 





‘Demo Dais' Helps Beom F-85s— 

Bill Felts, sales manager Pioneer Oldsmobile, North Hollywood, Calif., shows off} are Andrew Baumgardner, Cleve- 
the firm's “Demo Dais'"’—the F-85 demonstrator car and the dais are eye-catchers for 
passing motorists. The F-85 on the dais revolves on a. turntable. Half of the dealer- 


ship's sales are F-85s. 


between 100 and 120 percent of 
quota, 

A similar rebate was paid on 
standard Fords in February, but 
this is the first time that a bonus 
has been paid on Falcon sales 
since the compact was introduced. 
The current Falcon-Ford program 
ends April 10. 

Chrysler Corp. is paying dealers 
$75 for each sale of a new car or 
truck produced before Jan. 1, 1961. 

In addition, dealers will re- 
ceive $75 for each sale of a new 
Chrysler or Plymouth which in- 
volves the trade of a.’57, ’58 or 
59 Chrysler Corp. car. Both of- 
fers expire April 30, 

Since Jan. 16, Plymouth had been 
paying $75 on new-ear sales which 
involved the trade: of- a ’57 to ’59 
Plymouth. All Plymouth programs 
include Valiant. 

Chrysler Corp. also pays $125 on 
fleet sales on which a ’57 to ’59 
Chrysler Corp. make is traded. 


Corvette Clubs Unite, 


Plan June Convention 

DETROIT.—A national conven- 
tion of Corvette owners will be held 
June 23-25 at the Holiday Inn, St. 
Louis, it is announced by the newly 
organized National Council of Cor- 
vette Clubs, Inc. A highlight of the 
meeting will be a visit to the Cor- 
vette plant in St. Louis. 

President of the council, which 
seeks to represent all 47 Corvette 
clubs in the United States is Rich- 
ard Wolfe, Detroit. Other officers 


land, vice-president; James Hoppin 
jr., Lansing, secretary, and William 
J. Burda, Chicago, treasurer. 








— 


Bank in New York. He said he re. 
ceived the updated list, used for 
mailing of the proxy statements 
and quarterly dividend checks last 
week, upon payment to the bank 
of a check for $1,075. 

In the complaint filed with De. 
troit Federal Court asking a delay 
of the annual meeting, Dann said 
he receivéd the list so late that in- 
sufficient time exists to draw up a 
replacement slate of Chrysler di- 
rectors. 

“The sole purpose of requesting 
a postponement of the meeting,” 
Dann stated, “is to permit and 
bring about a change in manage- 
ment, a change in policy, a fair 
election of directors and to pre- 
vent irreparable loss and damage 
to plaintiff and other sharehold- 
ers of Chrysler Corp.” 

Dann also asked that the court 
impound all proxies submitted to 
the corporation’s proxy individuals 
under the ballot statement mailed 
last week. 

A Chrysler spokesman said the 
postponement petition would be op- 
posed because “no valid reason” 
exists for a delay. 

The corporation’s proxies are 
Howard C. Baldwin and Edward 
P, Wright, Detroit attorneys, and 
Oscar Webber, president of the 


J. L. Hudson Co. department store. 
* * ok 


Voting Choices 


| A letter to shareholders, Dann 
advised that those wishing to 
vote for his views either can strike 
the management proxy names from 
the ballot and insert his name or 
send their ballots to Dann directly. 
He also urged pro-Dann voters to 
ignore second or third proxies 
which Chrysler could send to share- 
holders. 

The company said it has em- 
ployed Georgeson & Co., 52 Wall 
St., New York 5, to assist in so- 
liciting proxies at a fee of $5,000 
“plus disbursements not to exceed 
$15,000.” Chrysler also served no- 
tice that directors, officers and 
regular employes “may solicit 
proxies personally or by tele- 
phone, telegram or special letter.” 

Addresses of the dissident share- 
holders offering resolutions were 
listed in the statement as follows: 

J. M. Robbins, 1051 Vinsetta 
Blvd., Royal Oak, Mich.; James H. 
Wilcox, 1930 Buh] Bldg., Detroit 26, 
and Sol A. Dann, 1820 David Stott 
Bidg., Detroit 26. 

* * * 

N MICHIGAN litigation stem- 

ming from the discharge by 

Chrysler last September of Jack 
W. Minor, former Plymouth mar- 
keting director, Oakland County 
Circuit Judge Clark J. Adams gave 
the company two more weeks to 
answer a Minor motion for dismis- 
sal of a profits-recovery suit. 

Attorneys for Minor and his 
business partner, Joseph E. Well- 
man, filed briefs -in' support of 
their dismissal motion. 

Judge Adams. continued two tem- 
porary restraining orders. These 
prevent W & M Sales Co. from 
liquidating and distributing assets 
to Minor and restrain the National 
Bank of Detroit from giving Minor 
$25,000 he says is due him from 


Chrysler’s stock savings plan. 
* * * 


House Committee Eyes 


Hearings on Conflicts 


WASHINGTON. — Rep. Peter 
Mack, Illinois Democrat, told AuTo- 
MOTIVE News that business conflict- 
of-interest legislation is within the 
jurisdiction of his House Interstate 
Commerce Subcommittee and that 
he plans hearings to determine 
whether there is needed legislation 
to correct . abuses. 

Mack’s Commerce subcommittee 
has jurisdiction over the Securities 
and Exchange Commission, which 
last week said that it had no inten- 
tion of entering any of the Chrysler 
court battles and that it had no 
authority to postpone the Chrysler 
annual meeting. 

Rep. Mack indicated that there 
were other matters to be handled 
first in his subcommittee. He also 
thought it inappropriate to con- 
duct such an investigation when 
one of the companies that would be 
involved was-in the midst of a 
stormy. annual meeting. 

It was understood that he did 
not wish a subcommittee investiga- 
tion to interfere in any way with 
strictly corporation matters such as 
a proxy fight. 
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The Acid Test Of Any Franchise... 


RAMBLER DEALER 
PROFITS CONTINUE 

WELL ABOVE 
INDUSTRY AVERAGE: 


(Based on just released NADA figures) 


HERE’S WHY: 


@ Rambler Dealer Discount Structure Is The Industry’s Best. 














@ Rambler Dealers Sell More Compact Cars Per Dealer Than Any Other 
Dealer Group and Are Third In Total Sales Per Dealer In The Industry. 


@ Rambler Dealers Sell Compact Cars and Only Compact Cars. 


Act NOW and Profit from the Spring Selling Season 


GET FULL INFORMATION ON AVAILABLE RAMBLER FRANCHISES 
IN DESIRABLE LOCATIONS 


Director of Dealer Development 
American Motors Sales Corporation 
Detroit 32, Michigan 

Dear Sir: Will you please provide me with more complete 
information about the Rambler franchise. | understand that | 
am under no obligation and my inquiry will be held in the 
strictest confidence. 


We have the proved product for the 
exploding Compact Car Market... 
there are still a few franchises 
available in select markets... 


YOU HAVE THE OPPORTUNITY! 


Rambler Franchises Also Available in Canada and Important Export Markets. 
In Canada, Write to: American Motors (Canada) Ltd., Brampton, Ontario. 
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10 Reforms for Dealers. . 
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Task Force Will See 
Film on James Plan 


(Continued 


seen fit to spend the time, money 
and energy to put together a pro- 
gram much needed in a great and 
expanding industry which is time- 
honored, vastly important and ex- 


Early March Sales 


Continue Climb 


Sharp Gains Reported 
Over Feb. Period © 


DETROIT.—Sales in the first 10 
days of March continued on the 
high level that marked the Feb- 
ruary windup, according to factory 
reports. 

Roy Abernethy, American Mo- 
tors executive vice-president, said 
9,103 Ramblers were sold over 
the 10-day span, the highest 
March 1-10 total in AMC’s his- 
tory. 

The current figure was an in- 
crease of 31.3. percent over the 6,935 
sales in the first 10 days of Feb- 


ruary, and was 251 greater than the | 
8,852 in the comparable period a) 


year ago. 
It also was the highest total for 


any 10-day period in 1961, Aber-| 


nethy said. 


Lincoln-Mercury reported that its | 


10-day total of 9,009 was up 20 per- 
cent over the 7,525 in the like pe- 


riod in February, and 67.8 percent} 


above last year’s 5,368 units. 
In the first 10 days of the month, 
dealers sold 4,184 Comets, 3,513 


Mercurys, 967 Lincoln Continentals | 


and 345 English Fords, a spokes- 
man said. 

Plymouth’s daily sales rate dur- 
ing the period was 26 percent high- 
er than that in the first 10 days of 
February, a spokesman said, and 
deliveries in the current 10-day pe- 
riod got off to a good start. 

C, E. Briggs, Chrysler-Imperial 
Division general manager, report- 
ed 2,169 Chrysler sales, an in- 
crease of 17 percent over the 
1,852 in the first 10 days of last 
month. Imperial deliveries were 
up 20 percent to 301, compared 
with 251 in the like period in 
February. 

He added that Chrysler sales for 
the first five monthg of the ’61 
model year were up 20 percent over 
a year ago. 

S. E. Knudsen, Pontiac general 
manager, said 11,185 cars were sold 
in the period, making it the best 
10-day report of the year, The fig- 
ure represented an increase of 17 
percent over the previous 10 days 
and 5 percent over the like period 
a year ago. 

The current figure included 7,980 
standard cars and 3,205 Tempests. 
The sale of the medium-price mod- 
els was up 19 percent, Knudsen 
said. 

He called the figures a further 
indication of an upturn in the 
auto business. 


from Page 3) 


| ceptionally healthy on top — yet 
sick and discouraged at the market 
level.” 

He is trying to remold the 
public’s image of auto dealers 
and their method of doing busi- 
ness. He considers his own oper- 
ation, with which he has been 
associated for more than 25 
years, a modern, up-to-date busi- 
ness using IBM, teletype, etc. 
He said he has received numer- 

ous requests from dealers and fac- 
tory people asking for a showing, 
but he is taking no action on these 
until after the March 21 “command 
performance,” 

“It is my belief that nothing 
further should be said about the 
program until it has been shown 
to those who have requested its 
showing and until a fair test has 
been made of its recommendations 
by the select dealers,” James said. 

* * ok 

. HILE it is true that the film 

has a number of points which 
may well be debated, it is realistic 
and has been made with the hope 
that it would be a ‘thought starter’ 
from which a definite program 
could be developed for our indus- 
try,” he added. 

James is a2 member of the 
Juvenile Court Advisory Com- 
mission, chairman and founder of 
Boys Town of Missouri, past 
president of the Young Presi- 
| dents Organization, vice-commis- 
missioner of educational station 
KETC and a director of the St. 
Louis Convention Publicity 
Bureau, 

He toured South America last 
year on a goodwill trade mission, 
visiting most of the capitals of that 
continent and explaining the auto 
business to many neighbors south 
of the border. He also served as 
United Nations representative to a 
youth and education meeting in 
Brussels, Belgium. 





Simmerman Gets 


NADA Legal Post 


WASHINGTON. — James C. 
Moore, executive vice-president of 
the National Automobile Dealers 
Assn., has announced the appoint- 
ment of Stephen S. Simmerman as 
general counsel. 

Simmerman, a member of 
| NADA’s legal staff for 10 years, is a 
| native of Wytheville, Va., a gradu- 
ate of American University and an 
| honor graduate of National Univer- 
sity School of Law. He is a member 
of the bars of all significant courts 
in Washington. 

By virtue of his appointment as 
general counsel, Simmerman be- 
;comes a Member of the board of 
trustees for NADA’s retirement 
plan and a member of the admin- 
istrative committee for NADA’s 


group life insurance plan. He will 
also continue to serve as assistant 
secretary of the association. 





Oldsmobile sales were up 22 per- |#q™ 


cent over both the first and last re- 


porting periods of February, a 
spokesman said. Deliveries also 
were “within 100 units” of those in 
the first 10 days of March, 1960, he 
added. 

Daily sales of more than 3,700 
Fords, Falcons and Thunderbirds 
represented a 13 percent increase 
over the comparable period in Feb- 
ruary, according to M. S. McLaugh- 
lin, Ford Division general sales 
manager. 

Truck sales averaged more 
than 1,000 units a day, he con- 
tinued, a gain of 19 percent over 
the Feb. 1-10 rate. 

He added that the greatest in- 
crease was registered by the stand- 
ard Ford, up 16 percent over the 
comparable figure a month ago. 

Falcon sales were up more than 
100 units a day over the first 10 
days in February, McLaughlin said, 
and in all were up almost 1,000 
units over the February period. 

Cadillac sales totalled 3,928, com- 
pared with 3,861 in the like period 
last March and 3,805 for Feb. 1-10 
this year, a spokesman said. 








‘Rivals’ Attend School— 


Two young men representing rival Chev- 
rolet dealerships in Albuquerque (N. M.) 
were among 57 who attended Chevrolet's 
School of Modern Merchandising in De- 
troit. The men, greeted at the school by 
Dean T. O. McLaughlin, left, are Harold 
Brock, center, Ed Black's Chevrolet Center, 
and George B. Groesbeeck, Galles-Groes- 
| beeck Chevrolet Co, The course of study 
j;at the school emphasizes all phases of 
|operating a Chevrolet dealership. Top 
| Chevrolet executives are among the in- 





| structors. 
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A Lark Milestone— 


As the 300,000th Lark rolls off production lines at the Studebaker-Packard Corp. 
plant, South Bend, Sherwood H. Egbert, second from left, S-P president, and L. E. 
Minkel, marketing vice-president, congratulates John Pasajlich, right, assembly plant 
manager. The first Lark was introduced in the 1959 model year. 


Price Gets Top Billing 
In Dealer Advertising 
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(Continued from Page 1) 


tion leftover ’60 models. Burdick 
Rambler, Syracuse, claimed to 
have purchased “the very last 
brand new ’60 Ramblers left in 
New York State.” There were 14 
of them. McKee Rambler, Port- 
land, Ore., said it had two dozen 
60s and ’61s on hand. 

Bledsoe Motor Co., Shreveport, 
La., offered a ’61 Rambler Ameri- 
can two-door for $1,689 and a ’60 
American with automatic transmis- 
sion for $1,595. 

In Tulsa, McDonough Rambler 
staged a “Don’t Ruin Your Health 
Sale.” The ad explained: ‘Don’t 
stay up all night shopping for a 
Rambler. We are going to close 
at 10 p.m. so you can get some 
sleep, but you'll save as you've 
never saved before.” 

* * * 

NOTT’S RAMBLER, also in 

Tulsa, conducted a “Great Im- 
poster Sale,” linking it to the local 
showing of the motion picture of 
the same name. 

“Uncle Sam sez we must have a 
sticker price on the window of 
every new car,” Knotts declared. 
“We say these prices are an im- 
poster. Any one of these cars may 
be bought for hundreds of dollars 
less during this sale.” 

In Dallas, Hine Pontiac adver- 
tised a Catalina four-door sedan 
at $2,490 and a Tempest sedan at 
$2,190. Both prices included 
heater. Covington Cadillac, Vicks- 
burg, Miss., said it would sell 
new Pontiacs for “$149.99 over 
actual invoice.” 

Uzzle Motor Co. (Oldsmobile), 
Durham, N. C., said it would in- 
clude automatic transmission and 
heater free with F-85 models pur- 
chased at the sticker price. The 
two options retail for $263. 

Southern Motors (Rambler-Eng- 
lish Ford), Savannah, Ga., offered 
a $250 bonus to new-car buyers. The 
dealership said it would pay $50 
of the customer’s April and May car 
payments, $50 of his April and 
May rent or house payments and 
give him $25 a week for two weeks 


for groceries. 
* 

A SURPRISE package in the 
form of a “lucky check” was 
mentioned by Bender Ford, Syra- 
cuse. The dealership placed a check 
for $25 to $150 in a sealed envelope 
in each new car. The buyer 
pocketed the money. 
In Los Angeles, 


* * 


DKW sedans 





New Name Sought 


For Ambassador 


DETROIT. — American Motors 
has asked members of its head- 
quarters staff to suggest new 
names for the Rambler Ambassa- 
dor series, it was learned last 
week. 

The Ambassador is the senior 
compact in the Rambler line. It 
accounted last year for slightly 
more than 5 percent of Rambler 
registrations in the United States. 








were listed at $1,495 by Mercedes- 
Benz at the Beach. The East Coast 
port-of-entry price of the car is 
$1,665, but the factory is rebating 
$200 to dealers. 


A single page of classified ad- 
vertising in a Los Angeles news- 
paper indicated the hard times 
that have befallen many imported 
makes in that area, 


Among the ads were: “35 percent 
discount on brand new ’61 Pan- 
hard”; “Guaranteed wholesale 
prices on brand new ’61 Austins, 
MGs and Morris,” and “$275 below 
importer’s cost on 191 new ’61 Skoda 
Octavia sedans—$1,044.” 

Each of the ads was placed by 
a distributor. 


Dealer to Offer 
Free Seat Belts 


LOS ANGELES.—Auto dealer 
Frank Taylor announced that he 
will give, not sell as optional equip- 
ment, seat belts to his buyers of 
1962 Fords that come equipped with 
anchors. 

Taylor said: “Dealers should 
share responsibility for public 
safety with the makers of the cars 
they sell. If there’s a price tag on 
the belts, no matter how little, ac- 
ceptance will be seriously ham- 
pered. 

“The dealer through personal con- 
tact with buyers has the opportunity 
to hammer some safety sense into 
them before they drive away with 
their new cars. We intend to give 
them the belts, install them, and 
through a persuasive oral and vis- 
ual program during the sale of the 
car, convince buyers to strap them- 
selves in and play it safe.” 











Richaud New President 


Of Louisiana Assn. 
By Gordon Hebert 


Staff Correspondent 

NEW ORLEANS, — Americans 
have $5 billion more today than 
they had a year ago, Dr. Kenneth 
McFarland, educational consultant 
and General Motors lecturer, told 
the 24th annual convention of the 
Louisiana Automobile Dealers 
Assn. 

He said he agrees with the ad- 
vice of Chevrolet’s Edward N. 
Cole to “sell your way out of 
this so-called recession instead 
of spending your way out.” 
McFarland declared that the 

Constitution of the United States 
does not provide that everyone is 


equal, as it is often interpreted, 
but that it does offer equality of 
opportunity, 


In recent years, he said, many 
persons have come to believe that 
it they join a group, they can bring 
about this opportunity through 
group action. In reality, he said, 
the whole concept of the American 
tradition is built upon the indi- 
vidual. 

McFarland said the opportunity 
to reach the top is similar to 
climbing a ladder, and only one 
person can climb at a time. 

Retiring President Garland Ma- 
haffey, Lake Charles, reported that 
the association now has 298 mem- 
bers, compared with 302 a year ago. 

He said 27 members were added 
during the year, but 31 dropped 
out. Most of the 31 went out of 
business, he said. Mahaffey said 
a new membership drive will 
start in May. 

The association presented a 
plaque to Mahaffey in appreciation 
of his work as president. 

William J. Cleveland, Crowley, 
chairman of the Louisiana Motor 
Vehicle Commission, stressed the 
importance of the commission’s 
campaign to eliminate bait adver- 
tising. 

Cleveland, the state’s representa- 
tive on the board of the National 
Automobile Dealers Assn.,_ an- 
nounced that he will retire from 
the NADA board when his term ex- 
pires next February. 

Roland Cocrehan, state revenue 
collector, invited the dealers to sel- 
ect a committee to meet with him 
for a discussion of the sales tax 
structure. The delegates applauded 
the offer. 

Everett Richaud, Houma, suc- 
ceeds Mahaffey as president of 
the Louisiana association. He for- 
merly was vice-president. Bert 
Feiber, Bogalusa, former secre- 
tary-treasurer, was elected vice- 
president, and Jerry Ashley, 
Crowley, was named secretary- 
treasurer. 

Newly elected directors are 
Feiber, Ashley, Thomas Watkins, 
George Bohn jr., J. A. Begnaud, E. 
W. Sehon, Lewis P. Roy jr. and 
Claude Holmes. Holdover directors 
are Richaud, Mahaffey, J. L. Par- 
etti, McDonald Stephens, Charles 
H. Tooraen, A. F. Lanier, J. W. 
Bryant and F. N. Steele. 





A Tough Winter for Dealers— 


This is what happened to E. R. Linton Motors (Plymouth), Perry, Fla., when a cave-in 
resulted from the digging of a storm sewer line as part of a highway widening 
project. The front was a complete wreck and had to be torn down. The service shop 


in the back was not damaged. 
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Automatic-Shift Corvair Also a Winner... 





Falcon Takes Run: 32 MPG 


(Continued from Page 1) 


The car, driven by Dan Jones, av-| 1 


22.4417; Class F, Chrysler Windsor, 
first leg (Los Angeles to Tucson). 22.9488, and Class G, Cadillac, 


eraged 38.8834 miles per gallon over 


the 524-mile route. 


The Class B leader was a Chev- 
rolet Corvair Monza, driven by Pat 
Sawyer, with 30.9309. Other leaders | 
Class C, Buick Special, 
26.1875; Class D, Plymouth six, 
24.0952; Class E, Ford Fairlane V-8, 


were: 





Mi 


9.5969. 


* * 


* 


Second Day 


LEAGES dropped slightly on 
the 457.5-mile run over narrow 
twisting roads from Tucson to Ros- 
well, N. M. A Corvair in Class A, 
driven by Vince Piggins, was forced 
to drop out because of transmission 





Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 



























































Week Week Jan. 1 dan. 1 
Ended Same Ended Output, To To 
March 18, Week, Marchil, March, March 19, March 18, 
1961 1960* 1961* To Date 1960* 196L 
CHRYSLER CORP.** .. 2,350 23,252 15,423 17,773 279,772 91,984 
Chrysler Division ...... 2,150 2,145 2,432 4,582 30,354 20,255 
MIE Scscscsscnssnsosnies 2,150 1,820 2,108 4,258 24,951 18,481 
MIL ghiesvexisvesviess- dasstenee 325 324 324 5,403 1,774 
Dodge Division ............ 200 9,200 5,037 5,237 94,124 25,842 
Dart-Polara. ............ 200 9,200 3,770 3,970 94,124 19,943 
EE teks esScgscicctbcsevels bécszucgass  Ligdtweaeens 1,267 een 5,899 
Plymouth Division .... .......... 11,595 7,954 7,954 142,547 45,887 
UNE covicawioitivonis.-. ssctusen 5,328 4,715 4,715 83,806 27,961 
SS eee 6,267 3,239 3,239 58,741 17,926 
FORD MOTOR .............. 32,125 38,566 13,730 65,083 475,189 290,814 
Ford Division. ............ ._ 25,795 31,204 10,803 53,289 408,363 241,634 
IES. bs twvlvtzsovveteecaaens 10,165 8,202 4,535 19,900 108,113 $1,459 
WOT (BGG). ...cccc00.. 14,730 21,000 4,690 29,746 281,208 141,237 
Thunderbird ............. 900 2,002 1,578 3,643 19,042 18,938 
L-M Division .............. 6,330 7,362 2,927 11,794 66,326 49,180 
I Oo sis SScsecenSoxiatexe 2,845 3,606 2,395 5,994 11,658 22,391 
EIN oss ovsssescicccseseive 220 388 529 1,165 6,829 7,439 
IED. cisisiovsissssoviens 3,265 3,368 3 4,635 48,339 19,350 
GENERAL MOTORS .. 28,260 74,561 55,849 116,717 850,911 544,772 
Buick Division ............. .......... 5,681 5,547 8,307 80,057 50,172 
NE NUNN cae vaictec: eateeasdes 5,681 3,919 6,216 80,057 36,184 
IIE Scan Sesiccvzekievises: "Seyicdatnd. <> Sgptasabes 1,628 OE <* -Laseteeae 13,988 
RINE. Sagrd tsircbeickcisivess 3,360 3,806 3,387 8,756 44,009 36,495 
Chevrolet Division .... 24,900 48,055 31,888 75,318 514,173 321,767 
MMU sadscccetGjastetsacves 6,400 6,269 6,842 17,237 83,613 71,718 
Chevrolet (Std.) ..... 18,500 41,786 25,046 58,081 430,560 250,049 
Oldsmobile Division .. .......... 7,094 7,228 11,641 103,632 64,624 
UI Rice est es tekecdexcost) vodceraveh cage eae 1,457 ree 14,983 
Oldsmobile (Std.) ... .......... 7,094 5,771 9,292 103,632 49,641 
Pontiac Division ......... .......... 9,925 7,799 12,195 109,040 71,714 
ee 9,925 5,352 8,435 109,040 47,229 
SIE, sacsishosvabensaxes- ajisvgatee  . sapenrueds 2,447 OO 24,485 
RAMBLER. ..................... 6,300 9,473 5,045 15,963 115,735 60,153 
STUDEBAKER .............. REBE  - -caiscatsas 1,155 2,401 29,959 10,758 
PRM TMMID © cs csccsssevescavesees 125 202 125 32. 1,395 1,084 
Total Cars, U. S.** .... 70,904 146,054 91,327 218,265 1,752,961 999,565 
**Totals for 1960 include DeSoto production. 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To To 
March 18, Week, Marchil, March, March 19, March 18, 
196L 1960* 1961* To Date 1960* 1961 
CHEVROLET .................. 6,800 9,601 6,612 17,040 117,843 66,505 
DIAMOND T ................... 40 46 39 91 706 319 
EMMEUED css soscesseachascbsaconee 60 68 52 145 926 441 
NET ashsc cabeusscteveosescsiea 1,350 1,417 1,358 3,462 20,262 12,679 
N02. vosdscsiah -aadse souscecsine 5,625 7,594 6,348 15,911 88,332 68,490 
bc SeeeishuisGsctecvasiaesd caiseke 1,345 2,376 1,376 3,517 27,405 14,357 
INTERNATIONAL. ...... 2,825 2,95 2,825 7,348 32,352 28,277 
MIN Sos <costccabeesinesias soccoesees 200 31 195 514 3,084 2,100 
STUDEBAKER _............. See ssueae 288 718 2,199 1,684 
INNING. Coser ccressancecsdascooeoos 335 166 338 843 4,226 3,534 
UME AMD av iscsscsseceascossesnence 2,450 2,994 2,664 5,114 28,133 21,340 
MISCELLANEOUS ...... 90 86 91 228 1,066 944 
Total Trucks, U. S. .... 21,388 27,335 22,186 54,931 326,534 220,670 
Total Cars, Trucks, 
Myo corisdvcsenecdincsesabesi 92,292 173,389 113,513 273,196 2,079,495 1,220,235 
CANADIAN PRODUCTION—CARS 
Week Week Jan, 1 Jan, 1 
Ended Same Ended Output, To To 
March 18, Week, March11, March, March 19, March 18, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... 1,100 1,474 1,050 2,803 13,283 8,875 
FORD MOTOR. .............. 2,050 2,498 1,820 5,073 23,163 22,279 
GENERAL MOTORS .. 3,800 4,297 3,802 8,761 49,400 39,715 
RAMBLER ........................ BOD. > akiniee 160 Bee Lapeterers 919 
STUDEBAKER. ............. 160 BOO: <i ccagae 256 1,137 1,168 
Total Cars, Canada .... 17,270 8,389 6,832 17,264 86,983 72,956 
CANADIAN PRODUCTION—TRUCKS 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Output, To Te 
March 18, Week, March 11, March, March 19, March 18, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ...... 150 152 153 396 1,804 1,654 
FORD MOTOR .............. 375 568 310 979 4,112 4,238 
GENERAL MOTORS .._ 600 931 600 1,533 «10,517 «6,344 
INTERNATIONAL ...... 230 277 231 604 3,030 2,498 
Total Trucks, Canada 1,355 1,928 1,294 3,512 19,463 14,734 
Total Cars, Trucks, ew 
AI Ree ohcta ncaa, 8,625 10,317 8,126 20,776 106,446 87,690 





Grand Total, 
Cars and Trucks, 


U. S, and Canada....100,917 183,706 121,639 293,972 2,185,941 1,307,925 


*Revised. 





trouble. Penalties were assessed 
against four cars. 

In Class B, a Corvair operated 
by Bill Horton took over first place. 
Sawyer’s Corvair, the first-day 
leader, dropped to second place. 
The only other change occurred in 
Class F, where a Chrysler Newport 
driven by Mel Alsbury jr. led its 
competitors. 

* * oo 


Third Day 


At THE end of the 496-mile trip 

from Roswell to Dallas, the 
Falcon driven by Jones continued 
to lead in average miles per gallon, 
with a record-breaking 33.69. His 
average for the day was also a 
record 34.2304. 


All but one car got better mile- 
age than they did on the second 
day. A Corvair dropped less than 
a tenth of a mile per gallon. Dur- 
ing the day nine drivers misread 
instructions which resulted in up 
to 25 miles of extra driving. 


In announcing penalties on the 
lost cars, USAC stewards said they 
would not be charged with the addi- 
tional time spent off course. How- 
ever, the drivers were forced to 
suffer whatever loss of gasoline 
mileage accrued through fuel used 
while they were lost. 


Cars arriving late in Dallas were 
assessed penalties of 14 seconds to 
five minutes. Two cars failed to 
make complete stops at posted in- 
tersections and were docked five 
minutes each. The drivers were or- 


dered to make up the time during}, 


the fourth day. 


Other leaders at the end of a 
total of 1,477 miles were: 


Class B, Corvair, 30.4519; Class C, 


Buick Special, 25.9826; Class D,; 


Plymouth Savoy six, 23.8598; Class 
E, Ford Fairlane V-8, 22.1400; Class 
F, Chrysler Newport, 20.5605; Class 
G, Cadillac, 19.4515. 


* * * 


N AN exclusive interview with 

AUTOMOTIVE News, Dave Evans, 
manager, performance and techni- 
cal evaluation product engineering 
office of the Ford Division said: 


“The success we’ve had to date 
is due to nothing more than plan- 
ning and hard work. Our people 
were all trained, as teams, in good 
driving techniques leading to good 
fuel economy. 


“Such as team driving with close 
cooperation between driver and co- 
driver. Simple driving techniques, 
slow acceleration, minimum use of 
brakes and evaluation of traffic 








Left at the Gate— 


Les Viland, who usually wears a happy 
smile, left, and Les Scott, scheduled to 
drive Ramblers in the '61 Mobilgas Econ- 
omy Run, stand by one of the cars after 
they were withdrawn just before the start 
of the event in e dispute ~~ carburetion. 


conditions to reduce stop and start 
driving.” 
* * * 


Fourth Day 


_ averages continued to 
drop as the cars rolled over 
winding roads, many of them two- 
lane, and through small towns on 


Cincinnati Group 
Told of Chrysler’s 
Dealer-Aid Plan 


CINCINNATI. — Chrysler Corp. 
has launched an intensive program 
to help its dealers sell cars, Lynn 
A. Townsend, administrative vice- 
president, and E, C. Quinn, sales 
vice-president, told a regional deal- 
er sales meeting here. 

“In the past,” said Townsend, 
“we tended to put most of our ef- 
fort into getting wholesale orders 
so we could keep our plants going. 
Now we are going to push the re- 
tailing and let the wholesale orders 
take care of themselves, They will 
if we’re successful.” 

Quinn said, “We're working with 
dealers closely to make them better 
retailers, especially in the used-car 
field. We’re giving them every pos- 
sible sales-promotion aid on a Mmar- 
ket-by-market basis. Wherever 
there’s a weakness we're moving 
in.” 

Townsend said the company, in 
line with the new approach, is sta- 
bilizing production “at a realistic 
volume level that the dealers can 
move.” 

As a result of this policy, Quinn 
explained, there has been “a very 
real reduction in field stocks. Our 
percentage of industry stocks is 
down to 18 or 19 percent, the most 
favorable we have had in years. 
We can’t operate much lower than 
that.” 





Output Climbs from Lou; 
Millionth Car Out Today 


(Continued from Page 1) 


27,354 units last week despite the 
fact that Lancer, Valiant, Special, 
F-85 and Tempest all were down 
the entire week for inventory ad- 
justments. 

In the standard group, production 
declined 12.1 percent from 38,046 to 
33,455 assemblies, and in the high- 
est price class assemblies were off 
15.6 percent from 4,240 to 3,580 
units. 

Bo * * 

LTHOUGH calendar-year output 

is running 43 percent or 753,396 
units behind a year ago, when the 
one-millionth car rolled Feb. 13, 
indications of at least a minor boost 
in car assembly operations were 
given last week. 

Chrysler Corp. announced that 
increased production schedules 

for the remainder of the month 
will help give it 18 percent more 
assemblies in March than in 

February. The increases are 
across the board and will involve 
all of the corporation’s lines. 

Ford Motor Co. announced last 
Thursday plans to build 25 percent 
more cars during the second quar- 
ter than it produced in the first 
quarter of this year. Lincoln-Mer- 
cury Division’s daily rate in April 
will be 29 percent above the first- 


quarter rate, according to Ben D. 
Mills, division general manager, 

At the same time, Studebaker 
announced that a steady increase 
of new orders has resulted in the 
corporation’s decision to maintain 
car and truck schedules through 
March. 


3 Throw Dealer 
Into Bankruptcy 


SAGINAW, Mich.—Roy E. Hardy, 
Inc., Chrysler-Plymouth dealership 
here, has been forced into involun- 
tary federal bankruptcy by the ac- 
tion of three small creditors. 

The action was taken by Forest 
and Hilda Willson of Saginaw, 
Tupes of Saginaw, Inc., and Apex 
Welding Gases of Saginaw, Inc. 
They claim the dealership owes 
them a total of $7,439. 

Before the action in Federal 
Court, the Hardy case had been in 
state courts after Second National 
Bank & Trust Co. moved to take 
over the dealership’s stock of cars. 
Hardy traced his dealership’s trou- 
bles to the death of DeSoto which 
had been a strong product for the 
dealership. 
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the 422-mile leg from Dallas to Lit- 
tle Rock. 

Jones’ Falcon in Class A still had 
the highest average miles per gal- 
lon for the total of 1,899 miles. His 


™)mark was 33.6247. 


Other leaders were: Class B, Cor- 


B | vair Monza; Class C, Buick Special; 


Class D, Plymouth Savoy six; Class 
E, Ford Fairlane V-8; Class F. 
Chrysler Newport, and Class G, 
Cadillac. 

In the first accident of the event, 
a Mercury Meteor driven by Nicky 
Ward was nicked by another car, 
not a competitor, as she was en- 
tering Texarkana, Tex, A chrome 
strip was ripped from the left fen- 
der. 

Due to the heavy traffic into Lit- 
tle Rock, 27 cars were late arriving 
at the impound area. All were 
charged with a fuel penalty which 
lowered their overall average in 
proportion to the amount of time 
they were tardy. 

* * * 
Fifth Day 

. was the roughest day of the 

event, with all cars losing mile- 
age on the 357-mile leg from Little 
Rock to St. Louis. There was only 
one change in position, with a 
Plymouth Savoy eight, driven by 
Mary Davis, moving from third to 
second place in Class E. 

The second accident of the run 
occurred during the day when a 
Buick Special operated by Bob 
Russo attempted to pass a farm 
truck on the wrong side. The 
truck driver swerved and creased 
the left side of Russo’s car. 

Although Russo was in violation 
of the law, the police chief of Wal- 
nut Ridge, Ark., permitted him to 
continue. Because of the time lost 
at the scene of the accident, Russo 
was given a 15-minute allowance 
by the stewards. 

Many drivers were grumbling 
over the “secrecy” surrounding 
the stewards’ deliberations and an- 
nouncement: of penalties. 

J. Gordon Betz, speaking for the 
stewards, told AvtomoTive News 
“the method of computing gasoline 
penalties given the drivers for being 
late is never given out. Nor are the 
amounts of fuel penalty posted. 

“The reason for this is to reduce 
the possibility of drivers determin- 
ing whether it’s to their advantage 
to take the penalty. We want them 
all to be on time. Many drivers 
have commented on the need for 
driver-steward meetings. I’d wel- 
come such meetings. We'll do every- 
thing we can to make the run easier 
for them.” 

Ea ES * 


A THE end of the day and a 
total of 2,256 miles out of Los 
Angeles, General Motors had three 
ears in first place, three second 
and four third. Ford Motor had 
two firsts, a second and three thirds. 

Chrysler Corp. had two firsts, 
three seconds and no thirds. 
Studebaker-Packard Corp. had 
three Larks in the event but none 
had placed thus far. 

Miss Davis, who had won her 
classification or placed in four pre- 
vious runs, was disappointed in her 
performance this year. 

“T don’t know what I’m doing 
wrong this year, but I guess four 
out of five will have to stand.” 

A Pontiac Bonneville operated by 
the Automotive News correspondent 
and two other newspapermen was 
averaging 14 miles per gallon at 
this point on speeds ranging from 
60 to 80 miles per hour. A similar 
car in the run was getting slightly 
more than 20 MPG. 

= * * 


Sixth Day 


EAR the end of the run, differ- 

ences in make and year model 
were becoming apparent, In Class 
B, for instance, ’61 Falcons were 
getting about one mile per gallon 
better than the Falcons in the ’60 
run. 

The record-breaking Falcon 
driven by Jones, a stick-shift 
model, averaged about 6% more 
miles per gallon than the Falcon 
with automatic transmission. 

Mileage figures for the stick-shift 
Oldsmobile F-85 and Buick Special 
were similar. However, the F-85s 
with automatic transmission were 
better by about two MPG than 
similarly equipped Specials. 

The Tempest V-8 was about two 
MPG under the four-cylinder, both 
cars with automatic transmission. 
The automatic Tempest four got 
about 1% more MPG than the 
stick-shift model. : 
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AUTOMOTIVE NEWS, MARCH 20, 1961 


Over Carburetion, Price .. . 





Ramblers Pull Out 
Of Run in Hassle 


LOS ANGELES. — A hassle be- 
tween American Motors Corp. and 
stewards of the 1961 Mobilgas 
Economy Run kept Ramblers out 
of the Los Angeles-to-Chicago com- 
petition, which was won a year ago 
by an American Custom. 

This year two American Cus- 
toms entered in Class B (com- 
pacts with automatic transmis- 
sion) were left at the post after 
a dispute over carburetion. 

An AMC spokesman called the 
withdrawal of the two cars the “last 
straw” in a controversy that started 
several months ago when, he said, 
an American Custom was barred 
from Class A (compacts with stick 
shift) on the grounds it was not 
AMC’s lowest-priced model. 

He called the carburetion issue 
“minor” in comparison with the 
refusal to permit the entry of the 
car designated by AMC for the 
Class A contest, the winner of 
which he termed the “only true 
victor.” 

Roy Abernethy, AMC executive 
vice-president, called the ruling 
based on price arbitrary. 

“No such limitation is made in 
the rules covering entries in the 
compact-car classes and such a 
ruling prevents this year’s Mobil- 
gas Economy Run from being a 
test of the economy of all cars 
readily available to the general 
public.” 

A. C. Pillsbury, chief steward, 
said the barred model had a bigger 
engine, was a higher-priced luxury 
model and was not sold in sufficient 
number to justify its entry. 

The American Deluxe and the 


Obituaries 


Clyde G. Huggins Sr. 
OXFORD, Miss. — Clyde G. Huggins sr., 
77-year-old Oxford automobile dealer, died 
March 6 in a local hospital, He had owned 
an auto dealership and garage since 1919. 


* * * 


George W. Parker 
DALLAS.—George W, Parker, 69, died 
here March 4 after a short illness, He had 
been a district manager for Chrysler, Nash, 
Chevrolet and Willys, 
* * * 


Henry A. Cherry 
WICHITA FALLS, Tex, Henry A. 
Cherry, former executive vice-president and 
director of Commercial Credit Co., died 
March 12 at his home here. 
* * * 


Arthur H, Kahn 
NEW YORK.—Arthur H, Kahn, 72, died 
March 10 at a hospital here after a long 
illness. He retired in 1959 after 35 years 
as a partner in Neumann-Kahn, a Staten 
Island Chevrolet dealership. 
* Eo 


Charles R, Zink 

BROOKLYN.—Charles R. Zink, 60, vet- 
eran automotive fleet-sales representative, 
died March 9 at his home here, He had 
been ill since Dec. 19, For the last eight 
years, Mr. Zink had been fleet-sales repre- 
sentative for Willys Motors, Inc., in the 
New York metropolitan area and previously 
was with Ford Motor Co, and International 
Harvester Co. 








* * * 


Willis Paul 
FAYETTEVILLE, N, C. — Willis Paul, 
53, truck sales manager for M&O Chevro- 
let Co. here, was found dead with a bullet 
wound in his head March 9, Authorities 
said the wound was self-inflicted, 
* * 


Leslie H. Middleton 
TOLEDO.—Leslie H. Middleton, 56, for- 
mer engineering vice-president of Electric 
Autolite, died March 6 in a local hospital. 
He resigned at Autolite in 1959 to set up 
his own engineering consulting firm, 
* * * 


Algernon Lee Proctor 
ATLANTA.—Algernon Lee Proctor, re- 
gional sales manager for Black & Decker 
Mfg. Co., died March 4. He was 57, 
* * * 


Rufus C. Smith 
ASHLAND, Ky.—Rufus C, Smith, 68, a 
former partner in Smith Motor Co. here, 
died March 4 in Encino, Calif. 
* * * 
Roy L. Burton 
ROCKY RIVER, O.—Roy L, Burton, 68, 
former executive secretary of the Automo- 
tive Exhaust Research Institute, died Feb. 
25. He began his automotive career with 
General Motors in 1931. He also had served 
as executive secretary of the Leaf Spring 
Institute. 
* * * 
Frank N. Hurst 
DENVER. — Frank N. Hurst, 73, who 
was in the auto business for 25 years be- 
fore turning to real estate, died of a heart 


attack March 6. 
* * . 


Jack M, Nemeck 

BUTTE, Mont.—Jack M, Nemeck, pio- 
neer Montana auto dealer, died March 4 
following an illness. He was first associat- 
ed with the late Roy Murray and Vern 
Pence in the old Standard Motor Co. Later 
he and George Roosevelt operated the firm 
until it was sold to the present owners, 
Butte Motor Co. 





Super have lower price tags than 
the Custom. 

A Custom equipped with over- 
drive was the overall economy 
champion in the recent Pure Oil 
Economy Trials at Daytona Beach, 
Fla., taking the first six places in 
its class. 

In the dispute over the Class B 
entrants, Abernethy said the en- 
trants chosen at random by the 
United States Auto Club, which 
supervises the event, had carbu- 
retors that no longer are standard 
production. 

Pillsbury said AMC withdrew the 
cars because the USAC board re- 
fused to allow a change of carbure- 
tors in cars found to be “typical 
showroom models.” 


“Like all cars in the run,” he 
continued, “the Ramblers were 
selected at random by USAC offi- 
cials, transferred to our Pasadena 
impound and kept under guard. 
Subsequent checks confirmed that 
they were typical of cars of that 
model being sold to the public.” 


Pillsbury said several manufac- 
turers were denied requests to use 
carburetors “that are of modified 
design or in such low production 
that they cannot be considered rep- 
resentative.” 

AMC was the only maker which 
did not “see fit to go along with 
these rulings,” he said. 

Defending AMC’s position, Aber- 
nethy said the firm early this year 
made a running change in carbu- 
retors that are now standard on 
all Rambler 125-horsepower, over- 
head valve, six-cylinder engines. 

“The change was made stand- 
ard in production before the Jan. 
23 deadline specified in the Mobil- 
gas Run rules, and it is com- 
pletely arbitrary to bar this im- 
provement,” he said. 

Later, the report of a Technical 
Committee and Board of Stewards 
was made available. In part it said: 


“|. . made the claim that cars 
with the new carburetor were avail- 
able in the Los Angeles area... AS 


part of the comprehensive and 
country-wide (USAC survey), deal- 
ers were queried concerning any 
coming engineering changes .. . 
At no time did any of the dealers 
interviewed mention plans for a 
carburetor change test cars 
used by Viland’s crew were not 
equipped with the new carburetor. 
Viland was not able to produce one 
... for examination .. .” 

James T. Moore, AMC product 
manager for automotive sales, as- 
serted that Viland did have the 
carburetor available for examina- 
tion and offered to show it to the 
committee. 

A consideration of the AMC 
withdrawal is its recent victory 
in the Pure Oil Economy Trials 
at Daytona Beach in February. 
Americans took the first six 
places in class, with a top mile- 
age of 26.86 miles per gallon. 
This is presently being advertised 
heavily by American Motors. It 
seemed likely cars of other Mobil 
Run classes would have better 
gasoline mileage than Rambler. 


Therefore Rambler would have 
been able to advertise only a hoped 
for Class win, leaving top miles per 
gallon to one of the smaller stick- 
shift compacts. Accordingly, by 
withdrawing from the Mobil Run, 
Rambler is free to continue plug- 
ging the Pure Oil Economy Trial 
win as an example of Rambler 
economy. 





‘Dixie Special’ Valiant 
Offered in South 


CHARLOTTE, N. C.—In com- 
memoration of the Civil War cen- 
tennial, Plymouth dealers in the 
Charlotte region are offering a 
limited production ’61 four-door 
Valiant sedan called the Dixie 
Special. 


The specially-built Valiant, 
available only in four southern 
states, is colored Confederate 
gray, with blue two-tone pleated 
vinyl upholstery and trim and a 
specially-designed “Dixie Special” 
symbol for the door. 





HELP WANTED 





USED CAR MANAGER—One of Detroit’s 
oldest Buick dealers—good location, Must 
have experience and good references. 
Reply to Box 2329, c/o Automotive News, 
Detroit 7. 











Sales 
Manager 


For Dodge dealer west coast of Florida. 
Over 500 car potential. Excellent facilities. 


SALARY AND PERCENT OF PROFIT 


Right man has chance for advancement. 
Send full resume of experience with pic- 
ture to: 


C. E. Ringer—P. O. Box 11357 
St. Petersburg, Fla. 

















PARTS 
REPRESENTATIVE 


Leading imported car manu- 
facturer desires traveling 
parts representative. 


Extensive travel. Parts experience essential. 
Send complete resume. 


Box 2343, c/o Automotive News, Detroit 7. 











see sa! FEM) | Wessun 





SALES 
REPRESENTATIVE 
WANTED 


Eastern, Southern and Western markets. 
Leading truck manufacturer is looking for 
an alert, aggressive salesman for each of 
these areas with headquarters in New York, 
Atlanta, Nashville or Memphis and San 
Francisco. Will sell new, popular line of 
multi-stop vehicles. Truck or equipment sales 
experience desirable but not mandatory. 
Dairy or bakery equipment experience will 
be helpful. Man selected will work with 


Considerable traveling. 
Age 35-45. Excellent base salary and com- 
missions. Send brief resume of experience, 
education, age and salary expected to Box 
2346, c/o Automotive News, Detroit 7. 














MANUFACTURER'S 
REPRESENTATIVES 


Expediters now calling on Ford dealers. This 
is an accessory for Falcon Rancheros and Ford 
Yo-ton pickups, 60% of all Ranchero owners 
are looking for this item for their cars. 
Every Ford dealer is a prospect and 90% will 
buy. All territories available. In reply state 
lines now carried and number of Ford dealers 
you are presently contacting. Factory will as- 
sist with missionary work, Box 2344, c/o Auto- 
motive News, Detroit 7. 























HELP WANTED 


WANTED: GENERAL SALES MANAGER 
for Ford dealership in North Carolina. 
Potential of 500 units with excellent fu- 
ture. Send complete résumé and photo 
if interested. Box 2320, c/o Automotive 
News, Detroit 7. 





GENERAL MANAGER for Buick dealer- 


ship, New Jersey, 300 car deal, large 
service operation, Box 2349, c/o Auto- 
motive News, Detroit 7. 





PARTS MANAGER—500 car dealership, ex- 
perience and recommendation necessary. 
Excellent opportunity for right person. 
Contact G, W. Enyeart, Enyeart Chevro- 
let, Inc., Michigan City, Indiana. 


EE eT 
FINANCE 


If your present job offers you 
limited opportunity, we will 
talk to you about a career 
in a progressive and fast 
growing business. Automo- 
bile finance industry has 
openings for men with past 
experience in automobile sales 
finance field. These positions 
will entail immediate manage- 
ment responsibility. Salaries 
open dependent on past ex- 
perience. Finest employe bene- 
fits including profit sharing, 
medical hospitalization and 
life insurance. Those selected 
will have an outstanding fu- 
ture. 


Please address all replies: Box 
2345, c/o Automotive News, 
Detroit 7. 





Paiden Wanted 
reas thle ~ 





DEALER ASSISTANT—Selling my Ford 
deal. Twenty-five years’ experience, 
twelve as owner, other in sales and man- 
agement including management ‘of metro- 
politan chain deal, Can relieve you of 
many responsibilities, C. Hudson, Box 
368, Butler, Ala. 


ACCOUNTANT - BUSINESS MANAGER: 
Qualified GM accountant desires position 
in Detroit area. Can assume responsibility 
of a volume operation. Ten years’ experi- 
ence and excellent references. Box 2350, 
c/o Automotive News, Detroit 7. 





GENERAL OR SALES MANAGER or com- 
bined positions—or buy-out, Experienced 
all phases of business including trucks. 
Have been with Ford dealerships for 13 
years, factory approval. Age 41, college 
graduate, married, excellent health, will- 
ing to work hard. Can produce results. 
Interested in dealership buy-out arrange- 
ments, Will relocate. P. O. Box 338, New 
Haven, Connecticut. 


GENERAL MANAGER WITH BUY-OUT 
from profit option. Experience in all 
phases of dealership administration in- 
cluding leasing. Have been successful GM 
dealer, presently managing a three deal- 
ership chain—all making money. 35 years 
old, married, three children, college grad- 
uate. Have factory approval. Present 
compensation secondary to opportunity 
to buy-out from profits. Minimum 250 
car deal. Willing to relocate, Write Box 
2351, c/o Automotive News, Detroit 7. 


AVAILABLE MAY 20th—Highly successful 
combination general manager, sales man- 
ager and advertising manager. 31 years 
old, married, four children. Now em- 
ployed—salary over $28,000 last year at 
5%. Excellent reason for wanting to 
change to another market southeastern 
states, Only large ‘‘Big Three’’ metro- 
politan deal considered, If you want to 
triple your profits and volume, and be 
the most outstanding dealer in your com- 
munity, just answer this ad, Desire small 
salary plus 10%. Box 2347, c/o Automo- 
tive News, Detroit 7. 


POSITION WANTED 


NEW AND USED CAR MANAGER. 
Available after April ist. 48 years old, 
married, 25 years’ experience; now with 
Chevrolet dealer, wants to locate in New 
England only, Will not consider any fam- 
ily deals. Best of dealer and factory ref- 
erences furnished, Arthur Bryant, 87 
Crescent St., Shrewsbury, Mass, Phone 
VI 5-3891. 


GENERAL MANAGER AVAILABLE — 
Prefer Ford or General Motors dealer- 
ship, 13 years’ automobile experience, 
sales, general manager, and eight years’ 
as dealer-owner of multiple point Ford 
operation in upper Midwest. Mature fam- 
ily man, available immediately. Willing 
to relocate. Salary plus percentage with 
or without option to purchase. Excellent 


references. Answers confidential. Write 
Box 2334, c/o Automotive News, De- 
troit 7. 





GENERAL MANAGER or SALES MAN- 
AGER—civic-minded, public and employe 
relations conscious; place emphasis on 
service, sales promotion, variables and 
expenses working with daily operating 
control. Presently in position of sales 
manager in GM dealership, Can qualify 
for factory approval in expansion pro- 
gram. Want location in South or Western 
half of country, Middle forties, family 
man. Résumé sent on request. Box 2335, 
c/o Automotive News, Detroit 7. 





AGENT—Automotive 
products, tools—needs additional lines. 
Rocky Mountain states. Box 2336, c/o 
Automotive News, Detroit 7, 


MANUFACTURERS’ 





AUTOMOTIVE SERVICE ENGINEER 
Thoroughly experienced in all phases of 
automotive management, service and 
parts. Eight years’ experience as factory 
service representative for one of ‘‘big 
three.’’ Instructor in technical and man- 
agement fields. College background in 
engineering and accounting, Married and 
interested in relocating ~o warmer cli- 
mate, E. H, Danahey, 1206 South St., 
Fremont, Ohio. 





GENERAL OR SALES MANAGER, 38, 
with capital and eleven years’ experience 
managing 2,000 car Chevrolet dealership, 
desires opportunity to manage, buy-in 
or buy-out up to 500 car franchise in 
New Jersey or Connecticut, J, L, S, Jor- 
alemon, Morristown, N. J, JEfferson 
9-2314. 





BUYER—lIf you need a Midwestern buyer, 
I have the experience and capability to 
buy sharp used cars and buy them right. 





Box 2337, c/o Automotive News, De- 
troit 7. 
GENERAL MANAGER — General sales 


manager, GM and Ford experience, pres- 
ently employed as general sales manager. 
Opportunity wanted in metropolitan op- 
eration with volume potential, Good or- 
ganizer, strong closer, exceptional per- 
formance record, Box 2338, c/o Automo- 
tive News, Detroit 7. 





USED CAR MANAGER — Young, aggres- 
sive, thoroughly experienced in all phases 
of used-car management, Capable of as- 
suming the responsibility of your entire 
used-car operation, Will relocate, Box 
2339, c/o Automotive News, Detroit 7. 





CONTROLLER 


Successful business management for large 
volume Ford and GM dealerships. Office re- 
organization and management, operating con- 
trols for all departments, financial statements, 
experienced in installing machine accounting. 
Sober, energetic, congenial. Relocate. Box 
2357, c/o Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


AGENCY HANDLING PONTIAC, Buick and 
GMC trucks, 150 to 175 potential. Com- 
pact set-up, no buildings to buy, no blue 
sky, Sixteen years as sole owner. Diversi- 
fied industry, city of 6,500, rich farm 
area and county seat in North Central 
Illinois, Write Box 2354, c/o Automotive 
News, Detroit 7 for further information. 








HANDLING FORD, MERCURY, COMET 
in town of 2,500. Large trade territory 
in heart of good wheat and cattle coun- 
try. Good clean competition, Box 2276, 
c/o Automotive News, Detroit 7, 





DEALERSHIP AVAILABLE Central 
Pennsylvania—Handling Plymouth, Val- 
iant. Two buildings—sell or lease one or 
both, Box 2340, c/o Automotive News, 
Detroit 7. 





HANDLING CADILLAC - OLDSMOBILE 
DUAL, located in Southern Tier section 
of New York State, Rich farming and 
resort area, only Cadillac dealer in coun- 
ty. Modern showroom, excellent shop, en- 
tire area including used-car lot paved. 
Sells 60 Cadillacs, Oldsmobile potential 
Same, Owner has other interests, Box 
2341, c/o Automotive News, Detroit 7. 





FOR SALE — Agency handling Rambler, 
located in suburb of Rochester, New 
York, 500 new car potential, Sold 200 


last year. Low overhead—will either sell 
or lease building. Box 2342, c/o Auto- 
tive News, Detroit 7, 


DEALERSHIP HANDLING STUDEBAK- 
ER, prosperous community, ideal climate. 
Parts, equipment $7,500, Rent $100 
month, Box 2297, c/o Automotive News, 
Detroit 7. 


gt 
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DEALERSHIPS AVAILABLE 


| 





ARIZONA DEALERSHIP 
HANDLING FORD 
NOW AVAILABLE 


Located in“small Arizona town that faces big 
growth with three plants now being built in 
vicinity. Wide trade area and general apathy 
of neighboring dealers means substantial sales 
and profits for an aggressive new and used 
car display on main street. Competent per- 
sonnel. Present dealer is running three busi- 
nesses in another town and would like to sell 
the aforementioned. dealership. Box 2358, c/o 
Automotive News, Detroit 7. 


nr RT RRR 


FOR SALE IN COLORADO, dealership han- 
dling Chevrolet, 35 miles from Denver. 
Excellent agricultural area—planning po- 
tential 60. $16,000 will handle. Inquire 
L. W. Burchfield, Jr., Box 207, Strasburg, 
Colorado. 


. DEALERSHIP HANDLING RAMBLER in 


Southern California town of 25,000, with 
trade area of 75,000; 300-car deal with 
best service facilities in town and large 
used-car lot adjoining. Will sell at depre- 
ciated book value. No used cars or ac- 
counts receivable to buy, Plymouth-Val- 
iant franchise also available in this loca- 
tion. Call Vernon Claycamp, WAlInut 
5-8628, Santa Maria, California. 


A REAL SWEETHEART, handling Pontiac- 
Oldsmobile dual in a town of 20,000. 1960 
was a good profit year—we have over 
40% of the M.P.C.—our biggest month 
was 72 new and used. Parts sales led 
the zone in 1960, service is excellent. A 
going, top-rate organization with experts 
in-all departments. I am purchasing a 
large metropolitan GM dealership and 
must sell this deal first. Reply to Box 
2333, c/o Automotive News, Detroit 7. 


FOR SALE—One of the BIG THREE deal- 
ership. City over 200,000 population, trade 
area over 700,000. Estimated yearly po- 
tential over 900 new cars. Located on 
Florida’s west coast. Most desirable 
lease—-no facilities to purchase—compact 
operation—only fixed assets to buy. Write 
Box 2325, c/o Automotive News, De- 
troit 7. 

SOUTHEASTERN UNITED STATES— 
Handling Ford-Falcon. Fine industrial 
community, plenty of payroll, wonderful 
climate foothills Blue Ridge Mountains. 
Fine place to settle down. Population 
near 5,000. No used cars, accounts, beau- 
tiful modern building-lease only. Excel- 
lent used car market—no used dealers in 
town. No nearby wheelers. A going and 
established operation requiring small in- 
vestment. I’m moving into bigger deal 
and must sell. Box 2326, c/o Automo- 
tive News, Detroit 7. 


HANDLING OLDSMOBILE—i30 planning 
potential with popular import. New Mex- 
ico, finest facilities available, with profit- 
able lease, excellent equipment. Live in 
climate that is invigorating year around. 
Unlimited growth possibilities for area. 
Factory approval necessary for this es- 
tablished agency. Box 2327, c/o Automo- 
tive News, Detroit 7. 

SOUTHERN CALIFORNIA Handling 
GMC and Willys in growing beach com- 
munity with brand new 6,000 capacity 
boat harbor. Owner has other deal and 
needs to sell. Will talk any reasonable 
terms on fixed assets or take active part- 
ner, Box 2323, c/o Automotive News, 
Detroit 7. 

VOLUME DEALERSHIP handling Buick in 
fastest growing city in Southwest. Excel- 
lent facilities in best of locations. Long 
lease. Pay book value of $80,000. You 
need money and approval. Box 2352, c/o 
Automotive News, Detroit 7. 


DEALERSHIPS WANTED 


ACTIVE INVESTOR desires Detroit area 
GM or Ford deal with possible buy-out 
arrangement, Lafge GM dealership ex- 
perience, successful and proven record. 
Family man under 40. All replies strictly 
confidential, Box 2353, c/o Automotive 
News, Detroit 7. 





Will Pay Top Cash Price 

for GM, Ford or Chrysler dealership. Must 
have 500 or more new-car sales potential. Have 
the education, reputation, capital and success- 
ful operating experience to assure factory 
approval. Will guarantee to keep all negotia- 
tions confidential until deal is made with you 
and half of purchase price posted. No deal, 
no exposure. Ready to buy immediately. Please 
reply > Box 2269, c/o Automotive News, De- 
troit 7. 





DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 


10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 





1961 Auto Cests! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their. equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for-only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 
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CARS FOR SALE 










DEALER SERVICES 


GET ACQUAINTED OFFER—Your letter- 
head brings you 50 dealer sales aids 
free! No obligation. Peterson’s Advertis- 
ing, Dundee, Illinois. 


BUSINESS OPPORTUNITIES 





1957 ELDORADO BROUGHAM, Cadillac, 
33,000 actual miles, Equipped, including 
air conditioner, Eldorado blue, brushed 
stainiess steel top, One owner, excellent 
condition, $4,500. Wilson Motors, 820 
E. Santa Fe, Flagstaff, Ariz. 





















LONG ESTABLISHED IMPORTED CAR 
and parts business in upper New York 
state. Selling parts to dealers and dis- 
tributors, Wonderful opportunity for ag- 
gressive man with automotive parts ex- 
perience, $20,000 cash needed. Selling 
reason—ill health. Write for particulars, 
Box 2356, c/o Automotive News, De- 
troit 7. 


DISTRIBUTORSHIPS AVAILABLE 


TRUCK DISTRIBUTOR FRANCHISE — 
Gas—-White—Autocar Diesel, located in 
heavily industrialized Eastern city over 
3,000,000 population. Have franchise en- 
tire city. Sales—service—parts-volume of 
sales over $1,500,000 per year. Profitable 
operation. Box 2355, c/o Automotive 
News, Detroit 7. 


DISTRIBUTORS WANTED 







61 Volkswagens 


Fully Americanized 
® 


IN STOCK 
Immediate Delivery 














. 
Excise Taxes Paid 
MINIATURE VEHICLES 


277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 













VOLKSWAGENS 






AUTOMOTIVE 1961s—All Models 
DISTRIBUTOR IMMEDIATE DELIVERY 
WANTED Will Ship to Any Port 





CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 
CYpress 9-8040 






Nationally known manufacturer of funeral 
coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
quality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 2348, c/o 
Automotive News, Detroit 7. 














sharp 
use 
cars! 


HERTZ 


has ‘em! 








CAR STOLEN—1958 Olds ‘‘98’’ 4-dr. hard- 
top, power steering, brakes, windows and 
seat. Black with white top, red interior. 
Real sharp. North Carolina ’60 tag un- 
known, !ID #589A05554. Tony’s Used 
Cars, 600 S. Dixie Hwy., Melbourne, Flor- 
ida. PA. 3-2830. 












CARS FOR SALE 







IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing .any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid:on the vehicles. 












1961 
VOLKSWAGENS 


Ghias, Convertibles, Buses 
to all ports. 
1960s, 1959s, etc. 


EXCISE TAXES PAID 
FULLY AMERICANIZED 



























1959 and ’60 models are 
now available at Hertz 
offices across: the coun- 
try. All cars in top 
shape, clean and sharp! 









It pays to check with us first. 
We can't be beat. 
* 
Call, Write or Wire 
F. & D. TRADING CORP. 
200 W. 72nd St., New York 4 
Ask for Zigi—TR 3-5727 











Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts — you name it, 
we've got it! 




















Good colors — power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes —the works! 












Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 












CALL 
THE HERTZ 
MANAGER 








MOST MAKES IN YOUR CITY TODAY 
CURRY or write: Mr. I. E. Spatig 
The Hertz Corporation 
CHEVROLET 660 Madison Ave., N.Y. 21, N.Y. 
B'way & 133rd St., N. Y. C. 
Ed Hegen AD 4-6000 














1961 


CARS WANTED 


"60 MODELS 
WANTED 


Buicks, Pontiacs, Mercurys, Edsels, DeSotos 


AUTOMOBILE EXCHANGE 
I111 Saviers Road, Oxnard, California 





LIMOUSINES—8 passenger—new and used. 


Dennis Distributor, 4804 N, Saginaw St., 
Flint 5, Michigan. 





GOOD, CLEAN 


LLOYD PARTS for all models. 


WANTED—LATE MODEL WRECKS and 


police cars. Ed Matt, 55 Madison Ave., 
Paterson, N. J. SHerwood 2-4488. 


WANTED! 
Used Valiants, Comets, 
Falcons, Corvairs, Larks 





<Hesapeake 3-2313, Wire or Call Collect 


Rand Motors, Inc. 


801 South Western, Chicago 12, III. 





TRUCKS WANTED 
’55 or 





gal. No rust, Preferably from South. 
Leach & Son,. Castine, Maine, 


PARTS FOR SALE 


’56 six-cylinder 
Chevrolet oil truck, approximately 1,500 


Complete 


75 


MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
ad 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 


stock, Fast service. Foreign Cars Corpo-| SNUG FIT OF ALL CONNECTIONS 


ration, 
Lauderdale, Florida. JA 2-7491, 


LLOYD PARTS—complete stock, Prompt 


shipment, Greene County Motors, Cats- 


kill, New York, Phone: 2000. 


NSU PRINZ and SPORT PRINZ PARTS 


and accessories. Contact nearest distribu- 
tor or national parts center, Ludwig 
Motor Corp., 421 E. 91st St., New York 
28. TRafalgar 6-7010 (Sole U, S. im- 
porter for NSU cars and parts, Trans- 
continental Motors, Inc., 230 Park Ave., 
New York 17, MUrray Hill 9-2710). 


SHOP EQUIPMENT FOR SALE 





Y THIS PRICE! 
OWNERS, MANAGERS 
LICENSE PLATE BOLTS & NUTS 
$1.00 PER HUNDRED MIN. 
500 FT. PREPAID 1,000 OR MORE 


Box 1246 
Union, New Jersey 





MISCELLANEOUS 


NOW AVAILABLE! BERLUTI GEE 
HOOK-ALL CON-VER-TOW 3-in-1 
ADAPTOR COUPLER—CONVERTS 
Any TOW BAR to Fit ALL Balt 
Hitches— OPTIONAL EQUIP., 


BRAKE & GUIDE CABLES, $12.95 
Universal License 35 Hairpin .10 
Plate Holders Cotter Keys 


Protecto Covers (Tailer Made) ....$6.95 
Bag with Shoulder Strap ................ 2.95 
SAFETY CHAINS, set of. 2, only...... 2.95 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles 


BROWNIE CARRY-ALL 9!1.11 
-BAG Mounted ON with Bar 
Rubber-Tired WHEELS Purchase 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


Call Collect “$foon7.. 


40 So. Clinton St., Chicago 6, Ill. 


Only 





SEE PAGE 16 
for the nation's 
TOP AUTO AUCTIONS 





1812 South Andrews Ave., Fort 

















NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . .$69.80 
Dealers’ 25% Discount .......... 17.45 


Dealers’ Net with 4 $52.35 


Standard plus 2 Large 
Adapter Clamps Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. Factory 
$44.85 


Dealers’ 25% Discount 
Fed. Tax. Inc. 


Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 


"ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.O.B. Factory ................ $51.00 
Dealers’ 25% Discount ..................000 12.75 
Dealers’ Net with 2 

Standard plus 2 Large $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Industry 
since 1939" 





—-------- 5 


New Subscription Order 


Send Automotive News to Address Below 


One Year $9 [] or Two Years $16 [] 
All Other Countries — One Year $13 [] or Two Years $22 [] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


| 
| 
| 
| 
| 
U. S., Canada and U. S. Possessions | 
| 
| 
| 
| 
| 
| 


Street Address...... 


TRADE CONNECTION: 
Truck Dealer [] 


Car Dealer [J 


Jobber (] Insurance [] 


Make Of Cor... cccccccccccccccccsccccccccccsccccccs Movccccscccscccs 


Cae ces cre es ne cm n> GED GENE NMED GHEE GHD GREED EDGED GED SEED SERS GENE GN CENSUSES SEEN ED Go GED SD GORD EDS 


Manufacturer [] 


Financial [] Supplier 1] 


3-20-61 











and BOOST OUTPUT with 
LOWER AIR PRESSURE 


















Always use JUST ENOUGH air pres- 
sure at the gun to properly atomize 
the material you are going to spray. 


REDUCE AIR PRESSURE... for better 
flow, thus, less sanding or polishing. 


REDUCE AIR PRESSURE ... for better adhesion. 
REDUCE AIR PRESSURE ... for improved color match. 


REDUCE AIR PRESSURE ... for better mileage—spray the 
paint on the car—not on yourself and in the air around you.. 


NOTE: The above results can be obtained, of course, 
only if you use a high quality, balanced reducing solvent. 


Write for the R-M Refinishers Guide 





RINSHED-MASON COMPANY 


Paint for cutomotive production and refinishing 
Detroit 10, Mich. +x Anaheim, Calif- +x Windsor, Ont., Canada 








